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Senators Sift Auto Financing— j 

Among the witnesses at the Senate hearing on automobile i kurance practices was 
1. Page Risque, foreground with back to camera, anata Service Fire Insur- 
nce Co. Facing him at the dommittee table are, from left/ Senator Frederick G. 
foyne, Maine Republican; David Busby, subcommittee counsel; Senator A. S. Mike 
Monroney, Oklahoma Democrat, and another counsel. (Interngtional News photo.) 


Price Ads Dominating 
Dealers’ Spring Push 


a bargain to pull 
r into the store. 





\ nothing li 

the custo 

In a sing}e issue of a daily paper, 

| Pittsburgi rs found Plymouths ad- 

r $1,795 at Sanford’s and 

at Stof fay Motors. Miller Chevrolet 

| listed ° ne-Fifty utility sedan for 
the same price. 

C. Spohn, Inc. (Ford), undercut | 


By John K: Teahen Jr. 
Staff Writer 
RICE is king, and the figure 
$1,795 appears to have some 
iverpowering attraction for Ford, 
phevrolet and Plymouth dealers, | 
weccording to auto advertisers sur- | 
reyed by Automotive News last) 


veek 
: the competition with a Custom 
Dealers are playing price to the ty5-door for $1,757. 


hilt as they move into what they | eo «2 & 


hope will be the year’s top sell- | TH= $1,795 cropped up in Jack- 
ing season. Gimmicks and give- sonville, Fla., in an ad inserted 
aways dot the nation’s news- (by three Ford dealers Duval 
papers, but it seems there’s | Motor Co., Lynch-Davidson Motors, 

|Inc., and Southside Motor Co. 
It was $1,795 plus sales tax for 
a Ford Custom business two-door 
at Gaudin Motor Co., Las Vegas, 
Nev. The ad employed a ques- 
tionable strategem — it carried a 
picture of a Fairlane 500 four- 
door hardtop close to copy des- 

cribing the lower-priced unit. 
In Portland, Ore., Ralph-Hoyt 
(Chrysler-Plymouth), boasted it 
“never has—never will be under- 
sold. Any car in stock—cost plus 
$50 buys it.” The dealership listed 
a ’57 Plymouth four-door sedan 

for $1,672. 
Suggested advertised - delivered 
prices of the above mentioned 
Fords, Chevrolets and Plymouths 
range from $1,878 to $2,054, not in- 
cluding optional equipment, trans- 
portation, local taxes and license 
and title. 
a > = 


UST (Studebaker - Packard), 
Louisville, offered a ’57 Cham- 
pion for $1,745 (plus State tax and 
license), and spoke of “four steps 
to save you money.” The steps 
were economy, longer-lasting, qual- 
ity and craftsmanship. 
Another S-P outlet, Mervis, 
(Continued on Page 4, Col. 3) 


the's ‘Miss $2,595.83'— 
The attractive young lady with the 
lecimal-point title is Anne Lafayette. She's 
®iping Phil Hall Buick Co., Hollywood, 
walif., publicize the price of a Buick 
two-door sedan. The figure ($2,- 
195.83, that is) is being used by the fac- 
in a national advertising campaign. 
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Inside Automotive News . 
& 


Horns: A Dilemma in Sound. etl fea- 
ture, Page 21. 


Dealer. failures charted, Page 3. 

House bridles at excises, then votes to extend 
them, Page 15. 

Results of Romney-Wolfson conference, Page 2. 
New Corvette unveiled, Page 6. 


New-car and truck registrations and new-car prices, Page 48. 
° Detroit auction, Page 6; other auctions, Page 39. 
Vehicle production by makes, Page 53. 
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Finance Pack Is Assailed 


As Long-Term Scandal 
At Senate Auto Hearings 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Terming auto 
finance packing “a great na- 
tional scandal” which has existed 
“for far too long a time,” a Better 
Business Bureau executive broad- 
ened the scope of the Senate auto 
investigation here last week. 

First witnesses before the Sen- 
ate auto marketing subcommittee 
charged that car dealers, finance 
companies and auto insurance 
firms had connived to cheat car 
buyers out of millions of dollars 
on insurance. 

Then John L. O’Brien, president 
of the Akron BBB, asserted that 
there were six practices common 
today to deceive car purchasers who 
use installment contracts. 

= + aa 

HILE he was “sympathetic” to 

problems of automobile dealers 
and “to the many reputable finan- 
cial institutions” in the nation, 
O’Brien cited findings based on 
a December survey of local Bet- 
ter Business Bureaus in 45 cities. 

O’Brien said the six deceptive 


| ponies, in order of importance, 


7. . Blank contracts. An unwary 


‘Quarter’s Output 
‘Is Second Highest 


1,805,000 Cars 
Trail Only °55 


By Martin L. Whitmyer 
Staff Writer 


peers manufacturing prob- 


lems that beset some auto 
makers at the outset of the year, 
car production for the first quarter 
is expected to be second only to 
the record-breaking 2,129,018 units 
assembled in the first quarter of 
1955. 

Car output for the first three 
months of this year is estimated 
at 1,805,930 units, or a 3.6 per- 
cent boost from the 1,742,934 
cars assembled during the Janu- 
ary-March period a year ago. 
Aiding the manufacturers in es- 

tablishing the second best first- 
quarter production on record is the 
estimated 592,500 units” expected to 
roll from the lines” this month. 
That’s a 3.9 percent improvement 
over the 575,260 cars built during 
March a year ago, but some 25.3 
percent off the record-breaking 
794,015 carg assembled during 
March, 19/5. 


* * * 

ARCH also will mark the third 

consecutive month of this year 
that car oytput has exceeded the 
corresponding month of 1956. 

Last week’s ontput of an esti- 
mated 141,689 curs was a slight 
decline from the previous week’s 
141,038 


otor and Studebaker- 
orp. Were the only mak- 
(Continued on age 53, Col. 3) 
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|customer, told that his time con- 
| tract will call for certain monthly | 


payments, signs a blank contract) 
because “the typist is out to lunch.” | 
When he receives the contract later, | 
it calls for much higher payments | 
than had been quoted. Twenty-eight | 
cities called this their “most serious | 
problem.” 
* * * | 

NO DOWN PAYMENT. Almost 

* invariably the offer is untrue, 
for the customer must have an addi- 
tional side loan and mortgage his 
furniture to get the money. Twenty- 
two cities reported this problem. 

3. Pre-payment abuses. A cus- 
tomer who tries to pay off his 
contract in advance of the final 
due date finds he will receive but 
a “distressingly” few dollars off 
the total amount of the note. One 
customer who paid off early found 
he was charged 410 percent inter- 
est on his money. 

4. Balloon notes. A customer who 
pays $60 a month for 23 months dis- 
covers that his final payment totals 
$600, and must be refinanced. 

= 


* = 

5 Repossession racket. Practiced 
* “among only the very lowest 
fringe of unscrupulous auto deal- 
ers,” a repossessed car is sold to 
a dealer’s “dummy,” then resold for 
a much higher amount. The unlucky 
customer is socked with a “defici- 
ency judgment” and required to 
pay out the balance of his note 
without either a car or equity. 

6. Multiple rate chart, or the 
game of “dealer’s choice.” The 


BBB found this practice particu- 
larly common in Savannah and 


Atlanta, Ga. Calling it a “vicious 
malpractice,” O’Brien said the 
dealer chooses from several rigged 
rate charts furnished by his fi- 
nance company, charges all the 
market will bear. 

The witness said his statement 
| just began “to scratch the surface 


(Continued on Page 51, Col. 2) 
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At Senate Probe— 


John L. O'Brien, Akron, representing the 
Assn. of Better Business Bureaus, told U. S. 
Senate probers that persons who buy auto- 
mobiles on the installment plan are 
charged interest rates running as high os 
410 percent. O'Brien is president of the 
Akron 888. (International News Photo.) 


What's with This Spring Business .. . 


57 Sales at 


Robert M. Lienert 
Associate Editor 
PRING arrived last week on the 
calendar but not in the new-car 
showrooms, According to field esti- 
mates, new-car sales were running 


By 


Top Cars 


New-car registrations for one 
month, plus 10 states for Febru- 
ary: 

1957 Pos. 

1—127,126 
2—117,213 


Make 1956 Pos. 
Ford 99,836— 2 
Chevrolet 126,464— 1 
Plymouth 43,096— 4 
Buick 52,035— 3 
Oldsmobile 42,462— 5 
Pontiac 33,293— 6 
Mercury 23,108— 7 
Dodge 17,836— 8 
Cadillac 13,102— 9 
DeSoto 8,716—11 

9,584— 10 
5,775—13 


471 


Total All Makes 
506,015 501,298 
Further details on Page 58. 


Zero Hour 


at a daily pace of 19,000—or slightly 
better than they had been a month 
earlier. 
While this will result in a 
respectable total when March 
registrations are tallied, it cannot 
be called a boom by any means. 
Will a spring sales boom develop? 
What constitutes a boom? 
= = t 
i ORDER to-consider any sales 
upturn a boom, the consensus is 
that a gain of about 20 percent 
must be noted. 


Some 66.5 percent said they expect 
‘a other side, how 

On the r e, ever 
percent of the dealers oe 
on the possibility of a boom said 
they expected none. . 


* 


TOTAL of . percent said they 

expected ies to remain about 
the “same” as in the first quarter, 
and 4.5 percent said they “hope” 
there will be a seasonal pickup. 


and tight credit were going te 

hamper spring sales. 

It. must follow, then, that many 
(Continued on Page 4, Col. 1) 
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Executives Seek to Spread Optimism .. . 
Roving Auto Brass 


Issue Rosy Reports 


DETROIT. — Many auto execu- 
tives were far from their Michigan 
desks as spring tiptoed in last 
week, They were out in the field 
talking to dealer groups and fac- 
tory representatives, and their re- 
marks were definitely on the bright 
side. 
One of the most optimistic of 
the travelers was M. C. Patter- 
son, Dodge president, who said 
in New York that he believed 
Chrysler Corp. will capture 25 
percent of the new-car market 
this year. 

His own division, Patterson pre- 
dicted, will take 7 percent of the 
market, compared with a little less 
than 4 percent in 1956. 

The Dodge chief is confident that 
1956 will be one of the industry’s 
biggest years with total domestic 
sales of about 6.5 million cars. 

In Pittsburgh, Patterson predicted 
a big increase in auto sales this 
spring. “Business is good every 
place we go,” he said. “It’s booming. 
In every city we visit, we find our 
dealers want more cars.” 

Buick’s Edward T. Ragsdale and 
Pontiac’s S. E. Knudsen, both 
making nationwide tours, crossed 
paths in Portland, Ore. earlier 
this month. 

Ragsdale has told several dealer 
meetings that a spring upsurge is 
indicated this year. He also has 
explained Buick’s national price 
advertising program which, he 

has stimulated sales. 

Albert H. Belfie, general sales 
manager, and other Buick officials 
are accompanying the general man- 
ager. 

Knudsen and sales chief Frank 
V. Bridge are on a 26-city tour. 
In Portland, Knudsen predicted 
that auto sales this year will top 
1956 by 10 percent. If he’s right, the 
1957 total will exceed 6.5 million. 

He also said Pontiac’s share 
should amount to 8 percent, which 
would be the deepest penetration 
the division ever has attained. 
In Oklahoma City, Knudsen said 


rr 


Ad Brings Smiles— 


S$. E. Knudsen, left, Pontiac general 
manager, and Frank V. Bridge, general 
sales monager, appear delighted with a 
newspaper advertisement extolling Pon- 
tiac's achievements at NASCAR's Speed 
Weeks. The Pontiac executives are con- 
ducting dealer and zone meetings around 
the country. 


The Lowdown on Brightwork 


NEW YORK. — Car buyers want 
plenty of trim on their new cars, 
but few salesmen turn this desire 
into sales ammunition, according 
to a survey conducted by an inde- 
pendent research organization. 

The survey also showed that 
more than 40 percent of auto 
owners are willing to pay a pre- 
mium for superior quality trim, 
and that 57 percent feel that 
“superior quality” means trim 
made of stainless steel. 

Davee, Koehnlein & Keating, Chi- 
cago, conducted the survey for the 
Committee of Stainless Steel Pro- 
ducers. Interviewers, However, kept 
the sponsor's identity secret and 
took other precautions to avoid 


fuel injection should make further 
headway in 1957, but he expressed 
doubt that it will be used widely 
on regular engines this year. 

General Manager James M. 
Roche told the Cadillac story to 
a group of Chicago dealers and 
distributors, 

“According to latest figures avail- 
able for 1957,” he said, “Cadillac 
has secured 48.8 percent of the 
luxury car market, compared with 
|47 percent in 1956. Thus far this 
lyear, our retail deliveries are 6 
percent over the same period of 
1956.” 

He mentioned record-breaking 
sales of 28,543 units for January 
jand February and pointed to 
“Cadillac’s long history of engi- 
|neering leadership” as a large part 
lof the reason. 

Philadelphia heard another ver- 
sion of the luxury-car story from 
Clare E. Briggs, Chrysler division 
| sales vice-president. 
| Briggs called the 1957 Imperial 
the greatest sales success story in 
the industry. The car established 
monthly sales records in December, 
| January and February. 

Chrysler sales also are up, and 
Briggs credited styling and new 
models which permit dealers to 
| cover a greater part of the auto 
market. 
| “Chrysler’s bold move in coming 
}out 10 months ahead of time with 
our Flite-Sweep styling is paying 
off for both dealers and Chrysler 
division,” Briggs declared. 

Also in Philadelphia, Jack F. 
Wolfram, Oldsmobile general man- 
jager, said that resale value is 
jchallenging styling and perform- 
ance as factors that influence new- 
car buyers. 

“We have been able to trace an 
increasing number of sales in re- 
| cent years to the resale factor,” he 
| said. “Last year, Oldsmobile’s resale 
| value reached an alltime peak. And 
|so far in 1957, we are continuing 
the same high percentage of price 
| retention.” 

Wolfram asserted that 
| and 56 Oldsmobiles retain a higher 
Sr of their original value 





| 


54, °55 


than comparable cars of competing 
makes. He said dealers report they 
are bringing $150 to $250 more 
than comparable competitive 
models in the medium-priced class. 

General Manager Richard E. 
Krafve parried questions about 
Edsel styling, engineering and 

marketing at an Atlanta meet- 
ing. He revealed, however, that 
about 40 to 50 percent of Edsel’s 

1958 production will be hardtops. 

The industry average was about 
31 percent in 1956. 

He said the division expects to 
have about 1,200 dealers by intro- 
duction time, and about 1,100 Ford 
Motor Co. dealers have applied for 
Edsel franchises. There will be dual 
dealerships in areas with 
market potentials. 

Edsels will be assembled in Ford 
or Mercury plants in Mahwah, N. 
J.; Somerville, Mass.; Wayne, 
Mich.; Milpitas, Calif., and Louis- 
ville. The 400,000-square-foot addi- 
tion to Ford’s Atlanta plant, sched- 
uled for completion late in 1958, is 
expected to make up some of the 
Ford output which Edsel will dis- 
place in other plants. 


lower 


Spear-Line Trim for Chrysler Windsor— 


scoop-type, molding continues as a Windsor 


option. 





Wolfson Fully Supports 
AMC’s Auto Program 


DETROIT. — Louis E, Wolfson, 
American Motors’ largest stock- 
holder, fully backs the company’s 
entire automotive program, accord- 
ing to George Romney, president of 
AMC. 

Speaking to Detroit newsmen 
last week after two days of meet- 
ings with Wolfson in Miami, 
Romney said there was no differ- 
ence of opinion between himself 
and Wolfson on the objectives of 
the company and “our basic ap- 
proach.” 

He declared, “The new 1958 Ram- 
bler and new 1958 senior car models 

will be introduced during the nor- 
mal new-model introduction period 
next fall. The Nash and Hudson 
cars are continuing and our 1958 
senior models are already largely 
tooled.” 

Romney said the highlights of the | 
discussions were: 

1. The further growth and im-| 
provement of the Kelvinator divi-| 
sion. | 

2. “Moving forward aggressively | 
with our unique program in the 
automobile field, maintaining and 
building our leadership in the 
small and compact car field and 
increasing the penetration of the 
medium-price market by our | 
senior cars.” 

3. An aggressive program of ex-| 
pansion and diversification. 

4. Further selective cost reduction | 
steps and economies. 

He continued, “I welcome Mr. 
Wolfson’s investment and business 


acumen, In fact, I suggested that! 


he consider becoming a member of 


our board. However, Mr. Wolfson | 


declined because of his full-time 
responsibility as chairman and pres- 
ident of Merritt-Chapman & Scott. 
“The meetings with him 
strengthened my convictions that 


his large investment in American | 


Motors is a most constructive de- 
velopment for the company. It is 
most gratifying to me that his 
stock purchases were made after 

a thorough study of American 
Motors, its products, management, | 
programs and potentialities.” 

Romney said American Motors 
will pursue a dynamic program of | 
acquisition and further diversifica- | 
tion and that the company’s tax 
credit position opens the way for'| 
acquisition of profitable companies 
in growth industries. 

“While it is still possible to! 
achieve a profitable operating level 
during the current year,” he con- 
tinued, “based on the results of 
our conference and the company’s 
automobile and appliance programs, 





prejuciding persons interviewed, the 
committee said. 


| In noting that salesmen are miss- 
ing a bet in using trim as a sales 
feature, the committee said that one 
|question asked of all drivers was: 


“When you bought your last car, 
did the salesman mention that any 
trim parts were made of specific 
materials?” 


Some 60.3 percent said, “No,” —_ 


no auto salesman had ever volun- 
teered data on trim materials or 


| ever real or fancied. 


recollection of any such sales talk, 
and so were noncommital. 

The survey produced answers 
that appear to confirm what 
automobile manufacturers have 
always suspected — opposition to 
trim stems almost exclusively 
from a highly vocal minority who 
advance esthetic reasons, how- 





The survey question put to all 
subjects was: “In your opinion, 


|should auto manufacturers put 
|more trim, less trim, or about the 


quality. A relatively small 12.9 per- | same amount of trim on new cars?” 

cent answered, “Yes,” recalling in | An impressive 63.9 percent voted 

varying degrees that salesmen had | for the same amount or more. This 

attempted to make sales capital of proke down into 4.7 percent pre- 

trim features. ferring more trim, and 59.2 percent 
The balance, 26.8 percent, had no | (Continued on Page 8, Col, 1) 
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I can state with confidence that 
American Motors will be operating 
profitably by early 1958. 


Credit Buying 


Due for Increase 


1,619-Page Study 
Prepared by FRB 


WASHINGTON, — By 1965, fami- 
lies may be putting 13 to 14 per- 
cent of their spendable income into 
installment buying, compared with 
11 percent in the last two years 
and 7 percent in 1940, the staff of 
the Federal Reserve Board said 


| week. 
Chrysler division has introduced st@riess-steel Spear-Line molding as optional equip- last 


ment on 1957 Windsor models. It exté.ds from the front door to the tail light and is | 
available on solid color and “roof-and-lower" two-tone combinations. The Insert, or | 


Consumer credit, the staff add- 
ed, may grow 5 to 6 percent a 

year, which is a slower rate than 
| in the recent past but probably 

faster than consumer income will 

rise. a 
These peeks into the future of 
installment credit were contained 
in a 1,619-page report on the econ- 
omic impact of installment buying 
prepared by the FRB staff for the 
President’s Council of Economic 
Advisers. ~ 

The report said that while easy- 


“Substantial improvement in op- | payment buying can lead the way 
erating results for 1957 is already |in both boom and recession, it is 


indicated, with particular progress 
in reducing losses in automotive 
operations.” 


He noted that the 1958 program, 


completely planned, styled, engi- 
neered and tooled by AMC since the 
1954 merger, will achieve further 
concentration, integration and re- 
duction of tooling and product 
costs.” 

“Mr. Wolfson is in full agreement 
with me that we should press for- 
ward with the completion of the 
tooling of our full line of cars for 
1958,” Romney emphasized. 

He said the meeting consisted 
primarily of bringing Wolfson up 
to date on AMC plans and of 
Wolfson’s placing a number of 
suggestions before Romney. 
Immediately following the meet- 
ings with Wolfson, Romney told 
Miami newspapermen that no con- 


| sideration was given to selling any 


part of American Motors to Chrys- 


| ler Corp. 


Wolfson told them, “You are go- 
ing to talk to the president and 
chairman of the board of the firm. 
In whatever he says, I agree.” 


Asked whether-he thought 
Wolfson’s presence as leading 
stockholder strengthened Rom - 
ney’s position with the board of 
directors, Romney said, “I never 


have much trouble with the direc- | 


tors.” 
At the 
meeting, 


conclusion of the Miami 
Wolfson climbed into a 
Rambler which Romney had just 
sold him, Wolfson and Ronminey will 
meet again in Detroit in April. 


Business 
Barometer 


Auto Production — 163,823 cars, 
trucks in week vs. 154,699 year before. 

Department Store Sales—Down 
10 percent from year ago. 

Freight Loadings — 672,386 cars 
in week, down 25,215 cars from year 
ago. 

Gasoline Stocks — 205,782,000 
barrels, up 2,008,000 barrels in week. 

New-Car Registrations — 506,- 
015 in 1957 to date vs. 501,298 year 
ago. 

New-Truck Registrations — 70,- 
898 in 1957 to date vs. 81,626 year 
ago. 

Steel Output — 93.5 percent of 
capacity estimated vs. 93.8 percent 
week earlier. 

Used-Car Prices—$953 average 
in March vs. $970 in February. 

Wholesale Prices—116.9 percent 
of 1947-49 index vs. 116.8 week ear- 
lier. 

“sa 


Common Stocks 


March March 1956-1957 
20 13 High 
8% 7% 8% 
74%, 76. 87 
59 58Y%, 63% 
39%, 39% 49% 
7% 7% 10% 


Average 37.80 37.95 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


not a primary cause of each, In- 
stallment debt can help to un- 
stabilize the whole economy, the 


|staff said. 
which will feature the first cars| 


It called the present $31.5 bil- 
lion installment debt load among 
“the less stable kinds of credit.” 
Credit buying, the report noted, 
is becoming increasingly popular, 

with 45 percent of all families 
carrying some kind of installment- 
debt load. 

In many cases, the report said, 
installment buying is actually a 
form of savings, since families use 
it to purchase goods on a pay-as- 
you-go basis while leaving their 
liquid assets untouched. 

The report studied five uptrend 
periods — pre-1929, 1934-37, 1946-50, 
1952-53 and 1955. In four of the five 
periods, it said, installment credit 
buying contributed to a rate of 
sales of consumer durable goods 
“that could not be sustained.” 


Lower a se 
longer repayment pe stimu- 
lated buying, the report said, but 
forced many consumers out of the 
market during the long periods 
in which they repaid. 

The lone exception, it said, was 
1955, when credit sales advanced 
|66 percent as autos and other dur- 
‘able goods sold at a hectic rate. 

Auto sales did dip in 1956, the 
staff said, but fears that the whole 
economy would hesitate proved 
groundless. 


TH to Introduce 
Restyled Line 
‘Of Light Trucks 


CHICAGO. — International Har- 
| vester Co. on Thursday, Apr. 4, will 
introduce a new “light line” of In- 
ternational trucks as part of @ 
nationwide dealer meeting -which 
will be carried on in part over & 
closed-circuit television network. | 

The restyled models will be on 
display soon after at dealer and 
company sales showrooms through+ 
out the country. 

The closed-circuit TV program 
will feature interviews with John L. 
McCaffrey, chairman of the IH 
board; P. V. Moulder, president, and 
top executives of the International 
truck division. 

The telecast will be beamed to 48 
cities throughout the country. Spe- 
cial tribute will be paid to Interna- 
tional Harvester’s golden anniver- 
sary of motor truck production. 


Fred Walser Retires; 


With Olds 24 Years 


LANSING.—Fred C. Walser, Olds- 
mobile zone manager in Minneapo- 
lis for the past 12 years and a 30- 
year General Motors employe, has 
retired under the GM retirement 
program, it is announced by V. 
Sutherlen, Oldsmobile general sal 
manager. i 

Walser joined GM in 1919 through 
the Samson Tractor Co., then a 
part of General Motors. Theodore 
J. Higgins has succeeded Walser as 
zone manager. 
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Dealers tell me 


eo are striving for plans 
that automatically return the 
salesman a _ satisfactory commis- 
sion, as well as protect dealer profit. 

The Indiana association, of which 
Herman R. Schaefer is executive 
vice-president, has recently started 
a Business Management Service. 
The first bulletin covered this sub- 
ject in an interesting way. I am 
giving it to you below, because I 
am sure Indiana dealers will not 
object to being reminded of it and 
dealers of other states will want to 
give the plan careful considera- 
tion. Here is the text: 

“The other day as I walked 
through the corridor to our gen- 
eral office, one of our used-car 
salesmen was just leaving. I 
said: ‘Jack, how are things 
going?’ He replied: ‘Things are 
fine and I just finished turning 
in a deal that took me an extra 
hour and one-half to complete.’ 
“I said: ‘Why the extra time?’ 
and he replied: “The used car was 
an exceptional buy for the custo- 
mer at the list price of $545, but 
he was trying to buy for $500 cash, 
so I spent the extra time convinc- 
ing him and he bought at the $545 
asking Price.’ 

“And then Jack made what some 
might think an amazing remark. 
He said: ‘Mr. — , that customer 
was trying to chiesel me out of 
$18 and I would still be with him if 
he hadn’t agreed and signed up.’ 

= * # 


Quality Selling 
hype time ago, we made a thor- 
ough analysis of our used-car 
sales operations. We employed shop- 
pers and shopped our own entire 
used-car sales personnel one by one. 
We then shopped quite a few of our 
competitors’ used-car lots. We found 
a very definite pattern, in that most 
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Sutter to Speak 
At R.I. Meeting; 


Woman on Board 


PROVIDENCE. — Frederick M. 
Sutter, president of NADA, will be 
the principal speaker March 27, at 
the annual meeting of the Rhode 
Island Automobile Dealers’ Assn. at 
the Sheraton Biltmore Hotel here. 

Another feature will be the elec- 
tion of officers, with President John 
M. Dunne presiding. Gov. Dennis J. 
Roberts and Laure B. Lussier, state 
registrar of motor vehicles, are ex- 
pected to head a sizable delegation 
of state officials. 

A slate will be presented by a 
nominating committee composed of 
Samuel White, P. Maurer and Philip 
Dwares. William A. Mambro, 
Charles W. Criss and Julius L. 
Abrams head banquet arrange- 
ments. 

Meanwhile, RIADA set a prece- 
dent with election of Alice Cum- 
mings, of Newport, to the board of 
directors. Mrs. Cummings (Lincoln- 
Mercury) is the first woman to be 
elected to the board in the 47-year 
history of RIADA. 

She was elected to fill the unex- 
pired term of Manuel L. Cardoza 
(Nash), retired. 
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By John 0. Munn 





salesmen were more interested in 
the deal than in the quality of the 
deal. 

“And right there is the problem 
that has to be solved by all new-car 
dealers retailing all or part of their 
used-car tradeins. Used cars have 
to be reconditioned quickly, both ap- 
pearancewise and mechanically, if a 
decision has been made to sell at 
retail. They then have to be fairly 
priced and merchandised immedi- 
ately at that price. That is quality 
selling. 

“We found in our survey of 
salesmen that a car might be 
fairly priced at $545. However, 
cash offers of $350 to $400 would 
buy the car. Why? Because the 
salesmen were more interested in 
selling the deal than in how much 
the house got for the deal. We 
even found that on one lot the 
salesmen agreed among them- 
selves not to show cars that one 
of them had a cash offer on until 
the used-car manager would finally 
approve the offer. Most of the 
$295 pieces were knocked down 
to $150 to $200 cash, and in gen- 
eral it followed the same pattern 
on all deals, even if tradeins were 
involved. 


“I believe the solution for this| 
Jack 


problem was answered by 
when he said that the customer was 
trying to chisel him out of $18. Here 
is a salesman willing to spend one 
and one-half extra hours on a sale 
to convince the customer that he 
was getting value received. It 
sounds as though this salesman is 
in business for himself, because he 
is talking about a loss that the 
customer was trying to get him to 
take. When the customer is trying 
to take money out of the salesman’s 
pocket, there is the difference that 
makes the deal a quality deal—for 
both the salesman and the dealer. 
Here perhaps is the solution: 
” * * 


Profit Sharing 


- ORDER to analyze Jack’s re- 
mark, let’s find out his compen- 
sation plan. I believe you will agree 
that he is more or less in business 
for himself—he can determine his 
own compensation—because Jack’s 
compensation is based on profit 
sharing. Let’s examine the $545 cash 
sale he made and apply his com- 
pensation yardsticks: 
Used Car List Price $545 
Inventory Value (Wholesale) $350 


WPeGeeeRE GPCI .nnncncscccccscececessse $195 
Overhead Charge—20% of 
a a a aa $109 


Jack’s Commission—20% of 
Overhead Charge .............. . $21.80 
Jack’s Profit Sharing—40% 
of “all over” 40% of 
($195.00-$109.00) $86.00 





Jack’s Total Commission .... $56.20 

“Seems like a lot of money, doesn’t 
it, for a salesman to make on a 
$545.00 deal? But let’s take a look 
at the total picture. The house re- 
ceived $488.00 net cash for a $350 
inventory value, for which the house 
formerly received $350 to $400 cash, 
less 5 percent commission. Multiply 
this by many deals and you have 
the quality deal secret—resulting in 
more gross retention (profit) for 
the dealer. This is caused directly 
by giving the salesman a profit- 
sharing incentive. 

“When profit sharing is involved, 
the salesman and the dealer are in 
business together, and the dealer 
will quickly discover that the sales- 
man makes it his first concern to 
obtain the necessary product knowl- 
edge or best talking points on each 
used vehicle as soon as it is priced 
ready to sell. The salesman is now 
an eager beaver, interested in sell- 
ing ‘his’ quality merchandise. 

* * * 


Sell New and Used 


“OU dealership uses the profit- 
sharing incentive plan in both 
the used and new-car department. 
Tradeins in each department are 
taken in at actual cash (wholesale) 
value. Due allowances are made and 
deducted for estimated recondition- 
(Continued on Page 52, Col, 3) 





Sutter Cites Loss 
Of Men, Capital 


Calls for Reversal 
Of Industry Course 


CHICAGO. Capital is with- 
drawing from the new-car retailing 
industry and “able men are grow- 
ing restive,” NADA President 
Frederick M. Sutter last week told 
the installment credit conference 
of tng" Amecan Bankers Assn. 

"7 industry which can attract 
neither capital nor men in needed 
numbers must reverse its direc- 
tion fast if it is to survive,” 
Sutter said. 

In discussing how the situation 
comes about, Sutter noted that 
makers must strive for volume 
merely to recoup tool and die costs, 
and that while greater volume 

(Continued on Page 50, Col, 4) 
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Liabilities Rise to $14 Million... 


Dealer Failures Up 40% in ’56 


NEW YORK.— Failures of auto 
dealers in 1956 rose to 211 from 151 
in 1955, an increase of nearly 40 per- 
cent, with liabilities of $14,788,000— 
double the $7,343,000 of 1955, accord- 
ing to Dun & Bradstreet, Inc. 

However, many firms going out 
of business do not appear in busi- 
ness failure records for the rea- 
son that no bankruptcy or court 
proceedings or loss to creditors is 
involved. 

The failure rate per 10,000 firms 
for auto dealers rose from 25 in 1955 
to 34 in 1956, Dun & Bradstreet re- 
ported, 

Business failures in the U. S. in 


| 1956 rose 16 percent over 1955 and 


total retail casualties increased by 
19 percent, Dun & Bradstreet said. 

The failure rate per 10,000 firms 
for total U. S. businesses rose from 
42 in 1955 to 48 in 1956 and the rate 
for all retailers rose from 31 to 37. 


Total liabilities in 1956 climbed 
to $562.6 million, with a marked 
increase of 25 percent among busi- 
nesses with liabilities in excess of 
$100,000, Dun & Bradstreet re- 
ported. 

Failures of smaller sizes ranged 
from 14 to 18 percent above 1955. 

Casualties with liabilities under 
$5,000 were less numerous than in 
1950, but tolls in all other size 
groups reached record high levels 
for the postwar period, Dun & Brad- 
street said. 


Failures of concerns under five 
years old continued to predominate, 
accounting for 58.6 percent of the 
1956 total. The proportion of fail- 





Economic Role 


Of Auto Is Topic 
For Miami Talk 


MIAMI.—The importance of the 
auto industry to the economy of 
Florida and the tax share it bears 
was told to the Miami Automobile 
Dealers Assn. by Walter C. Mallory, 
general manager of. the Florida 
Automobile Dealers Assn. 

Mallory said that the industry 
has $100 million invested in Florida 
alone and employs 17,000 persons 
with a payroll of $75 million. 

“As members of the community,” 
Mallory added, “you auto dealers 
have taken a lead in civic affairs, 
and your donations of charity and 
other public enterprises has 
amounted to $500,000 a year. I think 
this is a wonderful record for a 
group which statistics show is mak- 
ing less than one percent of profit 
on its sales.” 

Discussing various proposals for 
additional taxes on automobile own- 
ers as well as dealers, Mallory said 
that every automobile in Florida 
now is carrying a load of $113 a 
year in taxes. 

It is reported that the automobile 
dealers will oppose any further ex- 
tension of taxes when the Legisla- 
ture meets in April. A movement is 
on foot among the legislators to in- 
crease the license plate cost up to 
50 percent for school building pur- 
poses. And a further increase in the 
cost of drivers’ licenses is being 
studied to finance traffic safety 
projects, 


ures of firms over 10 years old has 
risen from 9.1 percent in 1947 to 18.3 
percent in 1956, according to D. & B. 

Dun & Bradstreet said there was 
a noticeable rise in failures of re- 
tailing and commercial service firms 
and casualties in manufacturing 
and wholesaling rose 4 percent over 
1955. 

A study of business failures for 
the years 1940 to 1954 shows that 
the automotive group was one of 
17 business categories to show an 
increase in 1954 over the number 
of failures in 1940, by 594 to 616. 

The number fell to 544 in 1955, 
but rose again in 1956 to 727. An- 


Auto Dealer Failures 





(1934-1956) 

Year Number Liabilities 
1934 146 $ 6,361,000 
1935 141 3,299,000 
1936 132 2,651,000 
1937 171 3,642,000 
1938 323 7,609,000 
1939 185 3,205,000 
1940 146 2,258,000 
1941 151 2,060,000 
1942 44 2,293,000 
1943 23 348,000 
1944 11 164,000 
1945 8 402,000 
1946 9 502,000 
1947 23 1,071,000 
1948 27 3,746,000 
1949 174 5,596,000 | 
1950 110 3,417,000 
1951 80 2,881,000 
1952 88 3,577,000 
1953 219 13,118,000 
1954 246 15,246,000 
1955 151 7,343,000 
1956 211 14,788,000 


Source: Dun & Bradstreet, Inc. This rec- 
ord includes those businesses that ceased 
operations following assignment or bank- 
ruptcy; ceased with loss to creditors after 
such actions as execution, foreclosure, or 
attachment; voluntarily withdrew leaving 
unpaid obligations; were involved in court 
actions such as receivership, reorganization, 
or arrangement; or voluntarily compromised 
with creditors. 





1950 1954 1955 1956 


From Dun & Bradstreet Data 
* . * 


other study separated auto dealers 
from parts, accessories and tire re- 
tailers. This was based on the rate 
of failures per 10,000 firms and 
showed that the dealers’ rate rose 
from 36 in 1940 to 38 in 1954 while 
the parts-accessories-tire rate 
dropped from 44 in 1940 to 20 in 
1954. 


Dun & Bradstreet also classified 
causes of all business failures in 
1956 and found that incompetence 
was responsible for 40.2 percent. 

Tied for second place with 17.3 
percent were lack of managerial 
experience and lack of experience 
in one or more of the various fields 
necessary in operating a business. 

Lack of experience in the par- 
ticular line accounted for 16.3 per- 
cent of all failures. These four 
faults, all linked to 

or incompetence, resulted in 91.10 

percent of U. S. business failures, 

according to Dun & Bradstreet. — 

Other causes were: Neglect, 48 
percent; fraud, 1.9 percent; disaster, 
1.5, and unknown reasons, 0.7 per- 
cent. 

Each of these categories, Dun & 
Bradstreet found, were underlying 
causes and resulted in what was 
termed “apparent” causes. 
| For instance, neglect was found 
due to bad habits, poor health, 
| marital difficulties and other rea- 
|sons. Inexperience and incompe- 
| tence was evidenced by inability to 
avoid certain conditions. 
| Some of these were: Inadequate 
sales; heavy operating expenses; 
| receivables difficulties; inventory 
difficulties; excessive fixed assets; 
| poor location, and competitive weak- 
| nesses. 


Zapatka Motors Burns 


| HEIDELBERG, Pa. — Fire des- 
|troyed several new cars and ex- 
tensive damage has been reported 
|to the building of Zapatka Motors 
| (DeSoto-Plymouth) here. The blaze 
| started in a basement repair shop 
|and spread through the walls and 
|ceiling to the upstairs showroom. 


On the House .. . 


sylvania dealer 
the “1956 model 


Those sponsors 





Wemhoff 


With discounting rearing its head again, a Penn- 


reminds his contemporaries that 
year was the $3 billion giveaway 


year, it being assumed that an average of $600 per 
car was given away on 5,000,000 autos last year... 


with their $64,000 giveaway pro- 


grams are pikers compared to many dealers, and 
it’s time we dealers find methods to retain a fair 
share for ourselves. We must operate on a daily 
basis for profit by having a good, sound basis for 
doing business .. . 

Ford officials admit privately that the free- 
piston engine, just installed in a Ford tractor for 


” 


testing, doesn’t hold much promise of replacing the present car 
engine because it doesn’t have much “go” above 60 m.p.h. To make 
the free-piston job competitive in present cars, it would hve to be 


larger than current engines . . . 


New York City dealers will hold 


annual banquet May 28, at the Waldorf... ' 


Wilkins Chevrolet, Norfolk, Va., 


ran a full-page ad recently illus- 


trating how its workers participated in a mass-inoculation against 
polio and urging other businesses to join drive ... Ed Frankel, Phila- 
delphia Buick dealer, will receive Kensington Hospital’s 1957 Human- 
ities Award . . . Tax court rules that BOTH husband and wife must 
sign tax returns; one cannot sign for the other. 


—Pertre WemMuorr, Editor, 
Automotive News 
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Zero Hour Looming 


For New-Car Sales 


(Continued from Page 1) 


dealers feel they can push up sales 
despite those two handicaps. 
* * * 


Y 10 percent of the dealers 
questioned said that the price- 
credit dilemma would have no 
effect on the spring market. 
Some 5 percent predicted it 
would have “some” effect, and 
another 5 percent said they 

“hoped” it would not. 

A total of 20 percent said nigh 
prices would hurt any spring sales 
campaign, but that tight credit 
would have no effect. 

Prices will hurt sales unless 
credit is relaxed, said another 5 
percent. 


= * 2 
DEALER in the West said he 
looked for no spring pickup 


Chrysler Sets Up 
First Exclusives 


In Columbus, O. 


COLUMBUS, 0O. “Operation 
splitoff” was moving ahead last 
week in Columbus where the city’s 
first three Chrysler Corp single-line 
dealerships were reported. 

Spooner Co. and McClure-Main 
Motor Co. have been established as 
exclusive Plymouth outlets and 
Wood Motors has been appointed 
as an exclusive Chrysler-Imperial 
dealership. All three companies 
formerly were Chrysler-Plymouth 
dealerships. 

Harold R. Wood, who started 
with his company in 1929 as a sales- 
man, is president of both McClure- 
Main and Wood Motors. He also 
heads Car Parts Center, Inc., which 
distributes parts for Chrysler Corp. 
vehicles in 30 Ohio counties. 

C. P. Spooner is president of 
Spooner Co. and a director of the 
Columbus Auto Dealers Assn. 


Baldwin Advanced 
By U.S. Rubber 


NEW YORK. — Appointment of 
Walter D. Baldwin as assistant gen- 
eral manager of the tire division, 
United States Rubber Co., was an- 
nounced last week 
by G. Raymond 
Cuthbertson, gen- 
eral manager of 
the division. 

Baldwin, form- 
erly executive 
assistant to Cuth- 
bertson, succeeds 
John M. Miller, 
who has retired. 
Baldwin has held 
a series of impor- 

W. D. Baldwin tant sales posts 
and before his present appointment 
he had overall responsibility for 
manufacturers sales, private brand 
tire sales and tire engineering ac- 
tivities. 





because of a stagnating used-car 
market, as well as a tight money 
market, 

In the South, high prices were 
blamed by a volume dealer for con- 
stricting his new-car sales, 

“Working-class persons just 
cannot make the monthly pay- 
ments on these cars,” he said. 

A Chicago dealer who said that 
plenty of credit is available coin- 
plained that “tight-money talk 
affects buying—people hang on to 
their cash when there is too much 
discussion of a money market.” 


Another dealer said that Wash- 
ington discussions on the possibility 
of a recession had hurt sales, 

A dealer in the Middle Atlantic 
region said he “hoped” that price 
and credit difficulties would not 
hurt spring selling and added, 
“Only time will tell, and that may 
be too late.” 

. * > 

| THE Southwest, a dealer who 

said he feared high prices were 
curtailing the market this year ex- 
plained that his most popular line 
has a normal price range this year 
of $3,600 to $4,500. In 1941, he said, 
that line sold at $1,250 to $1,375. 

“Too many would-be owners 
have been priced right out of the 
market,” he said. 





Cadillac Shipping Brougham to Dealers— 

Cadillac has begun dealer shipments of its Eldorado Brougham, a limited-production 
four-door hardtop with air suspension and a stainless steel roof. Cadillac says no 
optional equipment is available—everything standard. Features include air condition- 


ing, automatic transmission, radio, 


heater and all power equipment. 
$13,074, including Federal excise tox and dealer handling. 


No Competition 
On Pay—Romney 


‘Absurd Paradox’ 
Called Menacing 


CHICAGO.—George Romney, 
president of American Motors, com- 
plained last week that although the 
forces of competition tend to hold 
down auto prices, there is no real 
limiting factor on wage increases 
for auto workers. 

The resulting paradox is fraught 
with economic and political im- 
port for the auto industry, he told 
the Installment Credit Conference 
of the American Bankers Assn. 
here. 


Said Romney: “Through laws that 
protect the competitive process, 
prices are subject to needed disci- 
pline; meanwhile, through laws pro- 
moting unrestricted concentration 
of power, powerful unions are ex- 
periencing declining resistance to 


— 


The price: 





Price Ads Dominate 


Dealers’ Spring Push 


(Continued from Page 1) 


Pittsburgh, offered to deliver a 
Champion for $1,982.12 with heater. 
Mervis declared: “We are sincere 
in our offer. No gimmicks, no 
tricks, You can actually have the 
car shown for the price indicated.” 

A Buick special two-door hard- 
top was offered for $2,482 by Bill 


inflationary wage increase. 


“This is legally and economically 
absurd,” Romney said. 


The problem, he continued, “calls 
for reappraising and providing fur- 
ther division of the nation’s social 
and economic power... the nation 
cannot progress with union pros- 
perity, farm distress and subsidiza- 
tion and declining profits at a time 
when more funds are needed from 
investors and profits to increase 
productivity and total production.” 

The auto industry’s productivity 

increased about 5 percent a year 
between 1919 and 1937, with wages 
keeping pace, he said. Since 1945, 
he added, hourly earnings have 
doubled, while wholesale prices of 


Bureau has specifically condemned 
this type of advertising. 

In the Cincinnati area, Depend- 
able Motors, Inc, (Dodge-Plym- 
outh), offered a “special fleet 


firms. Dependable said it would 
sell at “S percent over our cost.” 





In general, dealers most hopeful 
over this year’s spring possibilitics 
are those with the “new” ’57 models. 
Dealers with face-lifted offerings 
are inclined to be more conserva- 
tive. 


Chevrolet, F ord 


Support Arizona 


Burns Buick, Phoenix, Ariz. The 
factory suggests $2,704 for this 
model without freight charges 
and local taxes. 
In Des Moines, $2,599 buys a 
Buick Special four-door sedan with | 
automatic transmission and heater, | 
|according to Sanders Buick. Using | 
factory figures, the price would be | 
$2,971 for a model so equipped— 


According to the ad, $48 for de- 
livery and warranty charges and 
$35 for the salesman’s commission 
|} were added to the factory invoice. 
Then 5 percent was tacked onto 
that figure to determine the total 
cost. 

Rice Pontiac, Pittsburgh, didn’t 
quote prices — only weekly pay- 
ments, A Chieftain hardtop was 
listed at $14.68, Hydra-Matic, $1.73; 
| power steering, 88 cents, and power 


cars are up 93 percent. 

“The problem is larger than just 
our industry,” Romney said. “It has 
become the major economic and 
political concern of our day. 

“Historically, the American peo- 
ple have corrected such basic 
threats to their future welfare. I 
trust this proves to be the case with 
this vital threat to our economic 
future and world leadership.” 


« . 
Bootlegging Fight 

PHOENIX, Ariz.—The Arizona 
Automobile Dealers Assn, has re- 
ported factory interest in its fight 
against bootlegging. 

It said that Chevrolet and Ford 
had asked the group to continue its 
effort and indicated that they would 
cooperate in the drive. 


The association included in its 
bulletin a detailed list of “bootleg” 
new 1957 passenger cars. Each car 
was identified by a number, name 
of supplying dealer and selling 
dealer. 

“The list includes,” it was noted, 
“many so-called leasing companies 
who are licensed as used-car dealers 
and who sell new autos at wholesale 
and retail in great quantities.” 

A letter from W. E. Fish, Chev- 
rolet general sales manager, was 
quoted. “All reports,” wrote Fish, 
“indicate that significant progress 
has been made and, for that reason, 
we believe it highly desirable to 
continue the (bootlegging) survey 
through April, 1957.” He asked that 
all reports be sent directly to his 
office. 


again plus freight and local levies. 


7 Sanders price was only a/| 
few dollars more than the $2,- 
595.83 quoted by the factory for a 
Special two-door sedan without | 
Dynaflow and heater. Sanders’ 
terms were “$99 down; 48 months | 
to pay.” 

Dealers who lived through the | 
August-October blitz in 1953 must 

have paled as they read an ad- 
vertisement of Knippel-Selig 
Ford, West Allis, Wis. 

It spoke of 1957 Fords at 1953 
prices and said, “The ‘good old | 
days’ are back again at Knippel- | 
Selig where brand new 1957 Fords | 
are selling at 1953 prices, and sav- 
ings (of) over $500 on most cars.” 

A 10-day sale was announced by 
Glover Motors, Inc. (DeSoto-Plym- 
outh), Spartanburg, S. C. Its ad 
said: “We will give you up to $500) 
more than your old car is worth | 
on a brand new 1957 Plymouth or) 
DeSoto.” 





eras in New Albany, Ind., 
rr rr i ee ee ee a 
of “Operation 45” at Jim Cooke 
Buick, and in Huntington, W. Va., 
it was “Operation 50” at Hez Ward | 
Buick. The numbers referred to| 
cars that would be sold at “special” | 
prices. 
The magic number was $1,000 at | 
Monarch Auto Co., Louisville, and | 
Raymond Pearson Motor Co., | 
Houston. Both are Lincoln-Mer- | 


cury dealerships. 
Monarch offered savings of $1,000 | 
on demos and executive cars, while | 


Pearson applied that reduction to} 
Mercury’s in stock. 

Clay Dutton (Lincoln- Mercury), | 
New Orleans, announced a “March | 
Money Man Sale,” and said its | 


| brakes, 30 cents. The ad didn’t say 


| tion at the place of your choice.” 





how many weeks. 
- > > 

FREE television set accom- 

panied each new car sold by 
Glover Motors, Inc, (Chrysler-De- 
Soto-Plymouth), Asheville, N. C. 
The offer was to run until the end 
of March. 

A week’s vacation for two in 
| Miami Beach was offered by Rolly- 
| son's (Studebaker- Packard), 
| Charleston, W. Va. The dealership 
used a full-page ad to promote the 
giveaway. 

Bill Cunningham Auto Sales, 
Albuquerque, N. M., answered a 
| competitor’s offer of a week’s va- 
cation at a Colorado ranch. The 
ad said, “At Cunningham’s, you 

Save cash to pay for your vaca- 


Miller Gets Only $1,417 
In Suit Against Ford 


WINSTON - SALEM, N. C. 
Miller Motors’ million-dollar suit 
against Ford was denied last 
week by a Federal judge, who 
ruled that all the former Lincoln- 
Mercury dealer was entitled to 
was $1,417.10 for repair of defec- 
tive new cars, 

Miller had sued Ford for treble 
damages on grounds that the 
company’s policies were discrim- 
inatory and violated the anti- 
trust laws. Judge Roszel C. Thom- 
sen, in denying these contentions, 
conceded that Ford and GM had 
held “economic captivity” over 
their dealers from 1952 to the 
present and had applied great 
pressure to accept unwanted cars 
and accessories, 

The decision pointed out that 
factory-dealer grievances induced 
Congress to adopt the day-in- 
court law last year, Miller’s suit 
filed before adoption of this 


Perhaps the most surprised shop- 
pers of the week were those who 
answered an ad inserted by Jonnet | 
Mercury Sales, Monroeville, Pa. | 
Jonnet announced, “Gala introduc- 
tory sale—’57 Mercurys—$z2, 499 plus 
State and Federal taxes.” 

The Federal excise tax on the 


discount” to employes of 12 local 
lowest-price Mercury is $188.80. °:°:© se Mercury is $188.80. = 











“mystery man can sell at up to | 
$300 less than our cost.” According | 
to the ad, a different saleomaa | 
would be the “mystery man” each | 
day. 
Anthony Signs Chrysler Pact— a 

Earle C. Anthony, Inc., a Packard dealer and distributor in San Francisco for nearly|/ ACTUAL tradein allowances” Disc Jockeys Greet Syracuse Showgoers— 


half a century, has switched to Chrysler-Imperial. At the signing of the new sales ‘were mentioned by Murdoch isc jockeys conducted their daily record-spinning sessions from the floor of the 
agreement are, from left, George C. Merrill, Chrysler regional manager in San| Chevrolet, Pittsburgh. Included| Syracuse Auto Show in the War Memorial Building. Seated behind their microphones 
Francisco; Edward P. Letscher, western area director of Chrysler's marketing organiza-| Were $772 for a 1949 Ford, $904 for | are, from left, Ed Murphy, WSYR; Al Meltzer, WHEN; Bill Quinn, WNDR; Bill Thorpe, 
tion; George A. Wagner, Anthony executive vice-president, and Willard Scott, San | 1950 Chevrolet and $1,441 for a 1953 | WFBL, and Denny Bracken, WOLF. Standing are Kitty Apps, avto show queen; Stuart 
Francisco resident manager for Anthony. It is reported that Anthony soon will be Chevrolet. C. Ballard, show managing director, and program directors Floyd Ottoway, WSYR; 
awarded Chrysler franchises in Los Angeles and Oakland, Calif. The Pittsburgh Better Business | John Scott, WHEN, and Ham Woodle, WOLF. 
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TH EW Some dealers switch financing connections at the drop of a hat. Not 
so the Associates dealer. Likely it’s because for years Associates 
has considered its dealers’ welfare as its own... has eagerly accepted 


JUST KEEP the challenge of helping its dealers and their salesmen sell more 


cars—new and used—at a profit. Today Associates recognizes a 

HO L Li Ka , ALO WwW G new era in finance company/dealer relations—has geared its branches 

to provide the closer, more flexible cooperation demanded by today’s 

highly competitive automotive market; faster credit clearance, 

simpler paper work, and modern, complete one-stop financing service. 

No wonder then, that Associates’ dealers like old man river “just 
keep rollin’ along’—selling more cars—more profitably! 


“‘Another example of Associates continuing 
dealer aid policy is its new sales 
training, sales making slide film, ‘Clutch 
Selling’—if you haven’t seen 
it—call your Associates’ branch today!”’ 





ASSOCIATES INVESTMENT CO. - ASSOCIATES DISCOUNT CORP. - ASSOCIATES DISCOUNT (CANADA) LTD. - EMMCO INSURANCE CO. 
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Galesburg Battle Over Picketing .. . 


Dealer-Union Court Fight On 


By Joseph M. Callahan 
Staff Writer 

SUIT to decide whether a 
union has the right to conduct 
“coercive” or “organizational” pick- 
eting at an auto dealership opened 
last Wednesday (March 20) in 
Galesburg, Ill, with the dealers 
winning the first 

skirmish. 

Almost the entire 
first morning of the 
trial was devoted to 
the question of Cir- 

cuit Judge Burton Roeth’s juris- 
diction in the case. 

The union attorneys, Mozart 
Rantner, George Christianson and 
Marjorie Snyder, argued at length 
that the court did not have juris- 


diction and that the matter of deal- | 
ership picketing was in the juris-| 
diction of the National Labor Re- | 


lations Board. 

On the other hand, the dealers’ 
attorneys, Burrell Barash and an- 
other George Christianson, de- 
clared that all indications showed 
that the dealers did not have 
enough sales volume to put them 
in the NLRB jurisdiction. 

After the prolonged arguments, 


Judge Roeth ruled for the dealers, | 


Tomorrow’s Car Engines 
Feature of ’57 Almanac 


A detailed discussion of the 
engines for tomorrow’s cars—gas 
turbine, free piston-turbine and/or 
advanced versions of the present 
otto-cycle piston engine—will be 
a feature of the 1957 Automotive 
News Almanac, to be issued Apr. 
29. 


statistical yearbook will consist of 
about 300 pages devoted to indus- 
try trends, car and truck sales, 
finance, used-car trends, taxes, etc. 
In addition, there will be photos 
and biographical sketches of 1,200 
leaders, as well as per- 
sonnel and production data on 
more than 2,000 auto firms. 


Subscribers will receive the | 


Almanac free with their 
issue. Additional copies 
available at $2.50 each. 


Apr. 29 
will be 


The 2ist edition of the annual | 


maintaining that everyone had the 
right to be heard some place. 


* * * 


Can Unions Be Sued? 


rr. THE afternoon session, the 
union lawyers demanded that 
the suit be dismissed on the 
grounds that unions could not be 
sued. 

After the dealers’ lawyers rebut- 
ted this argument, Judge Roeth 
adjourned the court until today 
(March 25) at.which time he said 
he will decide this point. 

Attending the trial were the 10 
Galesburg dealers who are seek- 
ing the anti-picketing injunction 

against the Teamsters and the 
Machinists Unions, Numerous 
dealers from surrounding towns 
were also present. 

The suit was brought as a result 
lof the organizational picketing of 
| the Galesburg dealers which began 
| last May. 





> * * 


PN YOUNGSTOWN, O., the Auto- 
bile Salesman’s Assn, has been 
| formed to standardize and improve 
| the wages and insurance coverage 
of salesmen in the area. 


John Hanlon, president of the 


| potential of 300 salesmen in Ma- 
honing, Trumbull and Columbiana 
counties. 

| He said the organization would 
| “work hand in hand” with the new 
}and used-car dealers associations 
and that it will attempt to change 
| the Ohio Automobile Salesman’s Li- 
censing Law to require higher quali- 
| fications and at least a $10 fee for 
| auto salesmen. 

* . . 

| ¥ OCAL 868 of the Teamsters Union 
has won a National Labor Rela- 


| 





independent union, said it has a | 


tions Board election at Park Motor 
Sales, a Lincoln-Mercury dealer in 
New York City. The vote was 14 
for the union, six against the union 
and four votes challenged. 

The Automobile Merchants 
Assn. of New York reports that 
a bill has been introduced in the 
New York Legislature to prohibit 
organizational picketing by unions 
which “has been principally used 
to intimidate and coerce employ- 
ers into signing a union contract 
regardless of the desire of the em- 
ployes.” 

Urging dealers to support the bill, 
the association said, “The few deal- 
ers in this area who have been sub- 
jected to this type of picketing also 
know the economical and emotional 
effect created by this act.” 

* 7 7 


Tenn. Activity Reported 
HE Tennessee Automotive Assn. 
has learned that union organ- 
izational activity in Tennessee has 
increased recently, especially against 
| firms employing 50 workers or less. 
The association charged that 
| the unions were using the “quiet” 
| approach, in which organizers 
| visited. the homes of several em- 
| ployes, painted a rosy picture of 
the union, sowed seeds of discon- 
tent and then held a meeting at 
one worker’s home where they 
persuaded those attending to sign 
union cards. 
| Last week, 4,000 workers at Chrys- 
ler Corp.’s Maywood (Calif.) plant 
|were still on strike. Norman 
| Matthews, difector of the UAW’s 
| Chrysler department, said the strike 
| started over work standards griev- 
|ances many weeks ago and new 
‘ones have developed. 


| 





Licensing Law Reenacted 


By Ark., Gains in Neb. 


By Maynard M. Gordon 

| News Editor 

[Ratan -SurrUuRTEaD legisla- 
| tion providing safeguards 
against cancellations and coercion 
| moved towards enactment in three 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


March 20 
(Seid 170 cars out of 251 entered.) 
BUICK—'56 Century Riviera, $1,955°. 
"55 Special Riviera, $1,485*, $1.410*, 
$1,325°; Super Riviera, $1,450* (ps), 
$1,420° (ps); 4-dr., $1,240* (ps); 
Century Riviera, $1,640* (ps). ‘54 
Super Riviera, $1,200* (ps); 4-dr., 
$1,050°; Special Riviera, $1,025*, 
$935°. '53 Special Riviera, $560*. '52 
Special Riviera, $460*: Super 4-dr., 
$280*; RM Riviera, $275*. 
CADILLAC — '57 (62) coupe, $4,500* 
(ps). '56 (62) coupe de Ville, $3,500° 
(ps); coupe, $3,400* (ps), $3,300° 
(ps). '55 (62) coupe de Ville, 2 at 
$2,650* (ps). '54 (62) conv., $2,190*; 
sedan, $2,010* (ps). "53 (62) sedan, 
$1,220* (ps), $1,100°. ‘49 4-dr., 
$220°. 


CHEVROLET—'57 Bel Air (8) Hard- 
top, $2,000° (ps). '56 Bel Air (8) 
Hardtop, $1,670*, $1,570; 4-dr., $1,- 
570* (ps); Two-ten (8) 2-dr., $1,- 
525°, $1,000°; 2-dr., $1,210. °55 Bel 
Air (8) station wagon, $1,640*; 
conv., $1,400* (ps); Hardtop, $1,- 
335° (ps), $1,325°, $1,320*, $1,300°; 
4-dr., $1,275*; Bel Air (6) Hardtop, 

; 2-dr., $1,060*; Two-ten (8) 

-, $1,070; 2-dr., $1,060%; One- 
fifty (8) station wagon, $1,150; De- 
livery sedan, $715. ‘54 Bel Air sta- 
tion wagon, $1,100* (ps), $875; Two- 
ten 2-dr., $670, $640°. '53 Bel Air 
Hardtop, $650; Two-ten 2-dr., $600, 
$575*, $490° $480; 4-dr., $510, $480. 

CHRYSLER -— ‘54 Windsor Hardtop, 
$860° . "53, Windsor 4-dr., $550; 
2-dr., $530°. ‘52 NY 4-dr., $105. ’51 
NY 4-dr., $140* (ps). 

‘55 Firedome Hardtop, $1,- 
"52 


‘53 Firedome 4-dr., $490*. 
Custom 2-dr., $100. 

DODGE—'57 Custom Royal Hardtop, 
$2,515*. ‘56 Coronet 4-dr., $1,450*. 
"55 Sierra station wagon, $1,600* 
(ps); Coronet 4-dr., $1,050, $830. '54 
Coronet 2-dr., $780; 4-dr., $775; 
Hardtop, $715; Royal (8) 4-dr., 
$765*, $555°. °53 Coronet (8) 4-dr., 
$400; Meadowbrook 4-dr., $330. ‘52 
Sierra station wagon, $550. ‘51 Coro- 
net 4-dr., $160. 

FORD — ‘57 Country sedan, $2,425* 
(ps). °56 Ranch Wagon, $1,550, $1,- 
300; Fairlane (8) club sedan, $1,365; 


400°. 


2-dr.. 
$1,260, 
$1,380°. 


$1,115*; 
$1,175°. 
$1,200° ; 


Custom (8) 2-dr., 

"55 Country sedan, 

Fairlane (8) 4-dr., 
$1,160*; club sedan, $1,035*, $1,030*, 
$1,025; Custom (8) 2-dr.. $1,135, 
$920, $885; Custom (6) 2-dr., $850; 
Main (8) 2-dr., $750. °54 Ranch 
Wagon, $900; Custom (8) 4-dr., 
$725°*, $475; 2-dr.. $655; Crest (8) 
Victoria, $815; Custom (6) 2-dr., 
$405°. °53 Custom (8) 4-dr., $600, 
2 at $550; 2-dr., $235*; Main (6) 
2-dr., $290. 

HUDSON—’55 Wasp 4-dr., $845. ‘52 
Wasp 2-dr., $180; 4-dr., $125*. 

LINCOLN—'56 Premiere Hardtop, §$3,- 
065° (ps). "53 Cosmopolitan Hardtop, 
$680° (ps). 

MERCURY — '56 Montclair Hardtop, 
$1,860* (ps), $1,770*, $1,720° (ps). 
"55 Monterey Hardtop, $1,375* (ps). 
‘52 Monterey Hardtop, $360*. '51 4- 
dr., $250. 

NASH—’'56 Rambler 4-dr., $1,375. °55 
Rambler station wagon, $1,110. '54 
Rambler station wagon, $920. ‘53 
Rambler station wagon, $420. 

OLDSMOBILE—'’57 (88) Holiday, $2,- 
925° (ps). '56 (98) Holiday, $1,300* 
(ps). '55 (88) Holiday, $1,610* (ps); 
2-dr., $1,410*, $1,400*. °54 (98) 4- 
dr., $1,320*, $1,085*; (88) Holiday, 
$1,300*; Super Hardtop, $1,275*. '53 
(98) 4-dr., $850* (ps); (88) 4-dr., 
$800* (ps), $695* (ps). ’52 (88) Hol- 
oom $475*, $400*. ‘51 (88) 2-dr., 


35, 
PACKARD—’55 Clipper 4-dr., $1,175*, 
$1,110* (ps), '53 4-dr., $225. 
PLYMOUTH — '55 Plaza (8) station 
wagon, $1,220*; 2-dr., $845*; Belve- 
dere (8) 4-dr., $1,040*; Plaza (6) 
2-dr., $830; Savoy (6) 2-dr., $875*, 
$700; 4-dr., $870. ‘54 Plaza 2-dr., 
$425. °53 Cranbrook 4-dr., $370; 2- 
dr., $220, $180. 
PONTIAC—'55 Star Chef (8) station 
wagon, $1,690* (ps); Chieftain (8) 
’54 Star Chief (8) 
bs ; 4-dr., $850°, $785*, 
; station wagon, $700. '53 2-dr., 
$490; 4-dr., $405*. 52 4-dr., $300°. 
"51 4-dr., $415. 

STUDEBAKER — '54 Champion 2-dr., 
$350. '50 Champion 4-dr., $105. 
MISCELLANEOUS —'55 Ford %-ton 
Pickup, $810. ‘53 Chevrolet %-ton 

pickup, $430, $335. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 39, 42, 43, 44, 45, 46 and 47 


states last week in the face of out- 
spoken factory opposition. 


Arkansas prepared to rejoin the 
list of states with factory-dealer 
licensing laws. A bill replacing a 
voided 1955 law was on Gov. Orval 
Faubus’ desk for promised signa- 
ture after a bitter legislative fight. 


Reported out by committee to 
Nebraska’s one-chamber legisla- 
ture was a proposal establishing 
a Dealers Licensing Board with 
regulatory powers. Nebraska in 
the past has maintained an ad- 
visory supervision of auto retail 
practices. 

The Iowa House, by a vote of 101 
to 0, sent to the State Senate a 
finance-terms disclosure bill which 
also would ban dealership termina- 
tions without “just, reasonable and 
lawful” cause. 

” 7 = 

HODE ISLAND also became in- 

volved with pending dealer leg- 
islation when a surprise proposal 
was introduced to revamp the 
state’s long-standing licensing set- 
up. The bill was dropped into the 
House hopper without the knowl- 
edge of the Rhode Island Automo- 
bile Dealers Assn. 


In Colorado, the outlook re- 
mained dim for passage of a fac- 
tory-dealer licensing law after the 
Colorado Automobile Dealers 
Assn. joined the united opposition 
of auto manufacturers. 

A Denver Post editorial, read to 
a bankers’ meeting last week by 
American Motors President George 
Romney, ‘denounced the bill and 


accused sponsoring dealers of aj 


“showing symptoms of curious 
schizophrenia.” 


A * * ? 


RUNDOWN of the status of 
legislation in these five states 
follows: 

ARKANSAS — The Motor Vehicle 
Commission bill was passed a day 
before the legislature adjourned. 
The Arkansas Independent Auto- 
mobile Dealers Assn. had warned 
in a full-page ad that the all-dealer 
commission would “fix prices” and 
possess “unlimited police powers.” 

In a stormy route through the 
legislature, Rep. Paul Van Dalsem 


caused a turmoil by charging the 
(Continued on Page 54, Col. 1) 


Chevrolet's C-Bomb— 


An experimental Corvette, called the Super Sport, was unveiled last week by 
Chevrolet as a “research project." An allout sports car, the Corvette SS is rated at 
“more than” 300 horsepower with its modified, fuel-injected V-8 engine. The car has 
a DeDion rear axle with inboard brakes, a chrome-moly tubular frame of basket 
design and a magnesium-alloy body, hinged at front and rear. The projectile-shaped 
unit atop the rear deck is a driver's head rest which encloses a roll bar. The front- 


fender port exhausts air from the engine compartment. 
* * 


* * 


Corvette Goes Experimental .. . 


The Hottest One Yet 


DETROIT. — An “experimental” | 
model of the Corvette was unveiled | 
by Chevrolet here last week, osten- 
sibly as a “research project to study 
advanced engineering characteris- 
tics.” 

The car is no “factory hot-rod” 
nor “sports-type” auto. It is a 
true sports car in the best tradi- 
tion of the European thorough- 
bred breed. 

Chevrolet said the car, dubbed the | 
Corvette SS (Super Sport), was un-| 
dergoing shakedown tests last week 
on the Sebring (Fla.) Grand Prix) 
circuit. 

E. N. Cole, general manager of | 
Chevrolet, in his announcement of 
the Corvette SS, emphatically kept 
the car’s racing potential secondary 
to its role as an automotive labora- | 
tory on wheels. 

He emphasized that the car is a} 
“research project” to study ad- 
vanced characteristics in the fields 
of performance, handling, braking 
and “other safety features.” | 

He said it was the ing | 
department’s job to test various | 
components “under the most se- | 
vere operating conditions . . . | 
testing over tough race course | 
will serve to furnish quickly com- | 
parative engineering data that, | 
under ordinary circumstances, | 
would require long periods of re- | 
search.” 

Automotive observers who do not | 
have to pick and choose their words 
so carefully, suspect that “compara- 
tive data” that would be most pleas- 
ing to Chevrolet is a few checkered 
flags in international competition. 

A Chevrolet spokesman said the 
division had no plans “at the pres-| 
ent” to race the car abroad. | 

So far, only one SS has been) 
built, and if Chevrolet has any rac- 
ing plans, it must of necessity pre- 
pare a team. A factory spokesman 
said Chevrolet “had not slammed 
the door” on this possibility. 

If the Corvette SS does run in 
Grand Prix races, it will face the 





Corvette Carcass— 


Stripped of its body is Chevrolet's ex- 
perimental Corvette Super Sport. The yawn- 
ing airscoop ahead of the aluminum radi- 
ator allows air to enter in a conventional 
manner, then the air is directed upward 
and out through an aperture in the top 
of the hood. The scoop supplies air to the 
radiator, fuel injection system and front- 
wheel brakes. Arching above the wheel 
are the full-flow, individual exhaust 
headers. 


stiffest competition that noted in- 
ternational auto-racing stables can 
provide. 

It takes time to work out the 
bugs inherent in any extreme-per- 
formance racing machine, but if 
the Corvette SS comes anywhere 
near its apparent potential, it could 
decisively whip the best machines 
that such factory teams as Jaguar, 


| Ferrari, Maserati and Mercedes can 


muster. 

The Corvette SS combines many 
of the best engineering innova- 
tions of time-test European sports 
and Grand Prix cars, plus ad- 
vances of its own. Its trump 
card is its brute, fuel-injected V-8, 
which delivers “more than” 300 
horsepower. 


Major responsibility for the de- 


| velopment of the car was credited 


to Zora Arkus-Duntov, Chevrolet 
engineer and former European de- 
signer and race driver. Arkus-Dun- 
tov was assigned the project last 


| Oct. 1, and his staff built from the 


floor up, “within reaching distance 
of the drafting boards.” 

After a rough prototype was 
tested, the design was modified and 
construction began. 

Wheelbase is 92 inches, or 10 
inches shorter than the production 


Corvette, although the overall length 


is the same on both cars — 168 
inches. The car’s dry weight is 1,850 
pounds, compared with 2,800 pounds 
for the production Corvette. 
Unlike the production Corvette, 
(Continued on Page 52, Col. 3) 


Blind Girl, 7, 
Awarded $85,000 
In °49 Collision 


INDEPENDENCE, Mo.—A 
unique damage suit against a haul- 
away concern and a dealership has 
ended in a $105,000 judgment award 
on behalf of a seven-year-old blind 
girl who was unborn at the time of 
a 1949 accident and six other 
persons. 

Defendants included Commercial 
Carriers, Inc., North Kansas City; 
James S. Moore, president of the 
company; his brother, Fred O. 
Moore, a former employe of the 
company, and Sam Miller Motors, 
Inc., 5436 Troost Ave. 

Awarded $85,000 in the circuit 
court trial was Kathy Louise Mit- 
chell. Six other plaintiffs, including 
the girl’s legal guardian, got $20,000. 
The original suit had asked $500,000. 

The petition filed on behalf of the 
Mitchell child alleged that her 
mother, Betty L. Mitchell, was 
driving a car struck by a car 
operated by Fred O. Moore, an em- 
ploye of Commercial Carriers at 
that time. The petition said Kathy 
was born blind as a result of the 
accident, Mrs. Mitchell being preg- 
nant at that time. 

Kathy was born 35 days after 
the accident, Dec. 30, 1949. The 
petition said the child was blind at 
birth and will be blind all her life. 

According to the petition, Fred 
O. Moore was delivering a car sold 
by the North Kansas City firm to 
Sam Miller Motors, which was 
described as the actual owner of 
the vehicle at the time of the 
accident. 
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SEEING DOUBLES YOUR SALES POTENTIAL . . . / LN \. 


Your chance of a smash sales success doubles when you use Spot TV advertising. 4 


Sods hers 4 SALES MANAGERS *% 

Spot TV itself does half your selling because it - the (in 1956, ans ee and AUTOMOTIVE A 
: ti f , uct. (in > approx. 

substitute for personal demonstration of your pro ADVERTISING MANAGERS 


$386,208,000 were spent for Spot TV advertising alone. ) 
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With Spot TV you spend just what you want to spend, where you want to spend 1 
i 
‘ 
Call any manager of any of 1 

i 

4 





it, to reach the people you want to reach! In Petry TV cities, more than 14,- 
000,000 families own TV sets! 

these great stations for any 
information. you feel will be 


a 
| 
i 
i 
i 
So make Spot TV your basic advertising medium. See your Petry man today. ‘ 
i 
‘ helpful to you toward the 
% 
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QUALITY STATIONS IN QUALITY MARKETS 


WSB-TV Atlanta WICU Erie WISN-TV Milwaukee WOAI-TV San Antonio 
Marcus Bartlett Bob Lunquist John B. Soell Edward V. Cheviot 
KERO-TV Bakersfield WNEM-TY Flint-Bay City KSTP-TV Minn.-St. Paul KFMB-TV San Diego 
Edward Urner John Keenan Marvin L. Rosene Bill Fox 


WANE-TV Fort Wayne . . 
WBAL-TV Baltimore ap ad ~— WSM-TV Nashville KTBS-TV Shreveport 


Let him show you how to double your sales in these important markets. 
goal of bigger, better sales 


in 1957. Or call on a Petry 
representative. He can give 
A you the answers. 


we eee Ben Baylor ant See Joe Foster % MILLIONS OF PEOPLE I 


WGN-TV Chicago Jack McGrew WTAR-TV Norfolk WNDU-TV South Bend-Elkhart a 
Theodore Weber WHIN-TV Huntington Robert Lambe Wm. Thomas Hamilton 
WFAA-TV Dallas George Miller KMTVY Omaha KREM-TV Spokane 


SEE YOUR PRODUCT Z 


Stet Benne WJHP-TV Jacksonville Arden E. Swisher Robert H. Temple N THESE IMPOR. 
7 T. S. Gilchrist, Jr. 


i KOTV Tulsa 
WESH-TV Daytona Beach KARK-TV Little Rock WTVH Peoria TANT MARK 
Walter Strouse eo can . Bill Pipher George Stevens ETS # 


WTVD Durham-Raleigh KCOP Los Angeles KCRA-TV Sacramento eee Wichita 
Mike Thompson Amos T. Baron Robert Kelly Don rra # 


PETRY TV OFFICES and MANAGERS a 


i Se ap welt ae 
New York Thomas E. Knode Atlanta Richard Hughes St. Louis Hugh O. Kerwin 


San Francisco Edward L. Smith 
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ward Petry & Co., Inc. 
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8 AUTOMOTIVE NEWS, MARCH 25, 1957 
Consumer Demand Unexploited? eo 


The Lowdown on Brightwork 


centage of the car buying public 
is willing to pay a premium for 
what it considers superior qual- 
ity trim will probably be a reve- 
lation to many in the automobile 
industry who are pondering con- 
sumer reaction to higher prices 
on new cars. 





firmed our belief that the average 
car owner prefers stainless steel 
for brightwork. It also shows that 
an overwhelming majority of car 
owners prefer to see the amount of 
brightwork on cars remain at least 
the same or even increase.” 

Stainless steel brightwork, he 
said, is “an essential part of auto- 
mobile design in view of the two 
and three-year body cycles preval- 
ent in the industry. It offers one of 
the most economical methods of 
achieving new design, and as a 
sales point it can be a more impor- 
tant factor than many in the in- 
dustry have believed.” 





(Continued from Page 2) 


being content with the same amount 
as at present. Approximately one 
percent expressed no opinion. Of 
35.7 percent favoring less trim, 
almost half, in response to a follow- 
up question, attributed their 
claimed preference to “unpleasant” 
experiences with some trim, gener- 
ally unexpected deterioration. 
However, of all those reporting 
these “unpleasant” experiences, 48.9 
percent admitted they do not clean, 
polish or otherwise maintain trim 
parts. Presumably instruction on 
the care and maintenance of trim 
could help reduce these “un- 
pleasant” experiences, and coinci- 


came in answers to the question: , 
“What one material, in your opin- | 
ion, is best for auto trim?” 

While stainless steel was named | 
by 57 percent of all those inter- | 
viewed, another 12.5 percent either 
had no opinion on or knowledge of | 
the comparative qualities of any of} The survey revealed that 40.1 
the materials being used. percent of all car owners said they 

Metal B, one of the oldest ma- Would be willing to pay more money 


terials used for trim, was preferred to have all trim on their next car 
by 21.4 percent, and about 11 per- made of the one material they con- 


cent voted for Metal C These sider “best” for automobile bright- 


figures add up to slightly more | Work. 


| The results of this particular | of d 
than 100 percent due to multiple ; / 
|answers by a small number of car section of the survey would seem 


to indicate that automobile manu- 
oe facturers and dealers should give | 





Benson Ford 


Leaves Hospital 


| WEST PALM BEACH, Fla.—Ben- 
son Ford was to be released from 
|Good Samaritan Hospital here last 
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dentally pare still further the 
already small opposition to trim, 





All of those favoring stainless added attention to the sales poten- 
|steel knew at least a few of the | tial of “trim packages” as a source 


IX 





Saturday. Doctors said he has made 
a rapid recovery. 








the sponsoring group said. |characteristics of this material. |of additional profit, the committee| “Now you be sure and speak to Ford, 37, a Ford Motor Co. vice- Det 
The matter of trim, of course, is| They named one or more of these | said. While such “packages” have| your husband about our used-car president and chairman of its e 
of paramount importance to auto- | features in support of their choice: | heen available for some time, there | bargains tonight.” Dealer Policy Board, entered the - 
mobile manufacturers who on oc-/ Will not pit or peel; high resistance | now is evidence to warrant greater | | hospital March 4, after suffering a | ‘"*. 
casion have resorted to brightwork |to corrosion and rust; beauty; emphasis on this profit source, Ac- | mild heart attack. right 
to carry virtually all of the sales|strength, and care-free’ main-| cording to the survey answers this|ard E. Paret, of the sponsoring} A company spokesman said he | ™¢?! 
appeal for some “new” models. | tenance, 'is not being widely practiced today, |Committee of Stainless Steel Pro-|would return to his winter home | '°°* 
The fact that a substantial per- | Commenting on the results, Rich- | ducers, said, “This survey has con- ' in Palm Beach. repre 


It is equally important to the 
steel industry, since the automotive 
industry for a number of years 
has been the largest user of stain- 
less steel. 

Although the metal performs 
many unseen jobs — in exhaust 
valves, locks, carburetors, fuel) 
pumps, radiators, and oil ring as- 
semblies — its biggest use is as 
decorative and functional trim. 

Because of this, the Committee 
of Stainless Steel Producers felt 
it important to sample public 
opinion regarding trim. It was for 
this reason that it sponsored the 
survey. A second survey, along 
similar lines, is being made | 
among automobile dealers. 

Endorsement of stainless steel | 


27-Year High Set | 
By S-W Earnings | 


CHICAGO. — Stewart - Warner) 
Corp. in 1956, had net income of | 
$6,632,399, the highest in 27 years 
and equal to $4.41 per share, Chair-| 
man James S. Knowlson and Presi- 
dent Bennett Archambault reported | 
last week. | 

Earnings in 1956 were up 8 per-| 
cent over 1955, when earnings were | 
$6,163,217, or $4.27 per share; sales| 
in 1956 were $121,264,742, or 7 per-| 





cent greater than the 1955 sales of DENKERT SIMONSEN WALTCO 

ee Si ae BASEBALL “DE LUXE’’ ‘“‘NYOLITE”’ 
ew all-time highs were reached) 

in the commercial sales of two GLOVE TOOL BOX REEL 

product lines, Alemite and Bassick.| Popular hip-roof America's most 

Commercial sales of Stewart-! Real “Pro-Maker™ with lift-out tray. popular spinning 

Warner instrument products, a professional glove, Deep-drawn reel. All nylon 

third major product line, were less autographed by seamless steel gears and 


than 0.5 percent below the record 
level of 1955. 

During 1956 sales of original 
equipment items to passenger car} 
manufacturers accounted for about! 
7 percent of total dollar volume, | 
and sales to truck manufacturers 
for approximately 6 percent. 
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FREE! with 1 case 


of Turtle Wax Paste Wax 


Bill Virdon. Oil tanned 
cowhide leather throughout, 
sheepskin lined pre-broken pocket, 
Retail $9.95. 


FREE! with 2 cases 


of Turtle Wax Paste Wax 





















ONLY TURTLE WAX 


, 


a 


FREE! with 1 case 


of Turtle Wax Paste Wax 





with electrically welded continuous 
piano hinge. Hammerloid baked 
enamel finish. Large capacity 19” box. 
Retail $8.95. 


FREE! with 4 cases 


of Turtle Wax Paste Wax 








PLUS FUL 4 








FREE! with 2 cases 


of Turtle Wax Paste Wax 







bearings never need lubrication. 
Can't rust! Stronger than steel. 
Anti-Reverse. 2 Spools. Retail $13.50. 





FREE! with 6 cases 


of Turtle Wax Paste Wax 4 
HELBROS om 






z é CONTINENTAL RONSON y 
Calif. City Accuses ATTACHE ELECTRIC 17 JEWEL fmm 
Dealers of Tax Dodge i ¢ ASE SHAVER ‘ ‘D ARTMOUTH”’ ( =~ ; 

FAIRFIELD, Calif—Four Fair- | Continental Amadi R Ultra-thin chrome Y 
field auto dealers have delivered style luxury case. "66" exclusive mn case. Waterproof, shock 
cars outside the city to evade city Perfect for “Super-Trim” micro- resistant, radium dial 
sales tax, B. Gale Wilson, city overnight or thin head. Self and sweep second 


administrator, has reported to 
City Council. He did not identify 
the dealers. 

Council said it would order the 
practice stopped and collect the 1 
percent tax from the dealers, not 
the buyers. The council also noted 
that evasion of the tax is punish- 
able by fines and jail sentences. 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for deliveries on a 


local 


TRADE 


basis throughout the country to supply 
new cars our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseum 46969 


















oe XB 
C27") turtie wax-plastone company 


weekend trips; business papers. 
Hard wearing, scuff-resistant; saddle 
stitched with brass finish hardware. 
Retail $9.95. 


FREE! with 6 cases 


of Turtle Wax Paste Wax 





HELBROS HELBROS HELBROS 
DIAMOND DIAMOND DIAMOND 
““VASSAR”’ “FAIR LADY”’ 


Two sparkling diamonds set 
off beautiful 10K Yellow 
Gold Plate Case. 17 Lifetime 
Jewels. Matching expansion 
bracelet. Beautiful gift case. 
Retail 75,00. 


<\hLi > 





sharpening, cleans 
itself with flick of switch. 
Smart plastic gift case. Retail $23.50. 


FREE! with 12 cases 


of Turtle Wax Paste Wax 








‘MONTE CARLO’ 


Eleven dazzling diamonds 
mark the hours. 

White gold-filled case 
contains 17 Lifetime Jewel 
movement. Handsome 
mesh and expansion 
bracelet. Retail $195.00. 


hand. New Combination 
leather and 

expansion bracelet. 
Retail $75.00. 


FREE! with 12 cases 


of Turtle Wax Peste Wax 


























Twenty sparkling 
diamonds set off this 
triumph of watchmaker’s 
art! Exquisite white gold 
case contains 17 Lifetime 
Jewel movement. Stunning. 
matching expansion 
bracelet. Retail $195.00. 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


Chatting About Autos 


Hvs# RICHTER, president, Ster- 
ling Auto Sales (Ford), Wil- 
mington, Del., conducts a weekly 
column which is published in the 
local papers, 

Richter uses the space to chat 
about things automotive and dis- 
cuss problems facing the public 
in regards to transportation, 

One of his recent columns told 
of “legal deadly weapons,” sub- 
standard brake fluid, and warned 
motorists to beware of brands that 


did not meet Society of Automotive | 


Engineer —o 


. —g Buy ’em rm the Dozen 


Detroiters Get Word on Houston— 

Detroiters are learning about Houston through a readership survey conducted for 
the Houston Chronicle by Alfred Politz Research, Inc. Marty Gibbons, second from 
right, Chronicle general advertising manager, presents the survey to Norman Sharrock, 
media buyer for Campbell-Ewald Co. and president of the Adcraft Club of Detroit. 
Looking on are Ed Charney, left, manager, and John Wolf, of Branham Co., Chronicle 
representative. 


4O% PROFIT! 


5 
tes 


FREE! with i case 


of Turtle Wax Liavid Polish 


FREE! with 1 case 


of Turtle Wax Liquid Polish 


SIMONSEN 
TACKLE 
BOX 


SURPRIZE 

PACKAGE | 
i 

Continued by popular demand! Seamer 

wins! No losers! A thrilling surprise in every 

case! Imagine! with just one case of liquid 


Turtle Wax, you get a valuable — 


right in the case! finish. Retail $4.95. 


FREE! with 2 cases 


of Turtle Wax Liquid Polish 
“DENKERT”’ 


BASEBALL 
GLOVE 


Real “Pro-Maker” 

professional glove, 

autographed by 

Bill Virdon. Oil-tanned 

cowhide leather throughout the sheepskin 
lined pre-broken pocket. Retail $9.95. 


FREE! with 6 cases 


of Turtle Wax Liquid Polish 


of Turtle Wax Liquid Polish 


SIMONSEN 
“DELUXE” 
TOOL 
BOX 


Popular hip-roof 
with lift-out tray. 
Deep-drawn seamless steel, 


baked enamel finish. Large 
capacity 19” box. Retail $8.95. 


HELBROS 
SELF WINDING 


‘**MONACO”’ 


Completely automatic, 


shock resistant. Radium 
hands and dial with sweep-¥ 
second hand. 17 \ 
Lifetime Jewels. 

High-style expansion 
bracelet. Retail $100.00. 


Telechron clock movement turns radio. 
on automatically; advanced superhet 
circuit, built in antenna, dynamic 
speaker in brilliantly modern 

ebony cabinet. Retail $34.95. 


rapes 


Large 19” watertight, seamless steel bax. 
Adjustable dividers, cork-lined tray. Con- 
tinvous piano hinge. Durable baked 7 


FREE! with 2 cases 


with electrically welded Hammerloid 


2 At \Prer 
self-winding, waterproof, . 


=_-_ by the Dozen.” 
That’s the way Carbone Mo- 
tors (Dodge-Plymouth), Utica, 
N. Y., pushed 12 used cars in a 
classified advertising campaign. 

Carbone, located at 1216 
Bleecker St., offered the dozen 
cars for $800. The buyer was 





urged to pick the car he wanted 
and pay his share. 

Cars offered were: 1946 Pon- 
tiac; 1941 Dodge; 1947 Plymouth; 
1948 Plymouth; 1948 Studebaker; 
1949 Chrysler; 1949 Studebaker; 
1950 Plymouth, and a 1950 Stude- 
baker. 


A Carbone spokesman said re- 
sults were “fair.” He said it was 
planned to continue the campaign 
for about a week. He said that 
a similar campaign conducted 
about a year ago had “excellent 
response.” 

* * 
Half-Hour to ‘Best Buy’ 

EN auto dealers in Hillsboro, a 

suburb of Portland, Ore., have 

taken a cooperative ad with the 
theme: “It’s less than 30 minutes 
to the best car buy of your life.” 

The reasons for the “best buy” 
were given as lower overhead in 
the suburbs, easier parking and 
higher tradein because “suburban 


VALUABLE 


eee eee eS” 


RONSON 
ELECTRIC 
SHAVER 


: 


Amazing new ‘ 
Ronson "66" exclusive 
“Super-Trim" micro- 


case. Retail $23.50. 


LOOK! 80¢ PROFIT 
ON EVERY BOTTLE! 


FREE! with s cases 


of Turtle Wax Liquid Polish 


y 


thin head. Self-sharpening, cleans itself 
with flick of switch. Smart plastic gift 


FREE! with 12 cases 


of Turtle Wax Liquid Polish 


HELBROS DIAMOND 
“PRINCESS” 


Feminine loveliness! 

Six fiery diamonds set in 
a distinctively fashioned 
10K yellow gold case. 17 
Lifetime Jewels. Smart 
matching expansion 
bracelet. Retail $100.00. 
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dealers need more used cars for 
growing two-car families.” 

The dealers were Forney-Wake- 
field Motors (Studebaker-Packard) ; 
Bunge Motor Co. (DeSoto-Plym- 
outh); Cady Motor Co. (Dodge); 
Hamby Chevrolet Co.; Frank Crane 
Lincoln-Mercury; Bill Copps Pon- 
tiac; Streitwieser Buick Co.; 
Hunter-Gard Motors (Chrysler- 
Plymouth); MacKenzie Motor Co. 
(Ford, and Earl Morley Motors 
(Oldsmobile). 

* 


* 
Easter Bird Dogs 


C= BUICK, INC., Spring- 
field, Ill., aimed a bird-dog idea 
at the ladies and called it “Opera- 
tion Easter Parade.” 

The dealership offered a $20 gift 
certificate good at the store of their 
choice for every new-car or late- 
model used-car customer sent in by 
the ladies, Giuffre even suggested 
a prime prospect—“your husband.” 

Key lines in the ad were printed 
in an intimate shade. of pink. 


Institutional Ad Pulls 


RADER MOTOR SALES (Olds- 

mobile), Dixon, Ill., used a full- 
page institutional advertisement to 
announce its fourth birthday. It in- 
cluded pictures of dealership per- 
sonnel, a thank-you message, “Our 
used-car policy” and “Our service 
pledge.” 

C. Jones Earp, proprietor, said 
business increased 58 percent for 
the week and that the company 
served doughnuts and 47 dozen 
cups of coffee to visitors. 

Earp commented, “We were hesi- 
tant about running an entirely 
institutional ad, completely leaving 
out the product. But we won’t be 
hesitant any more. Much good will 
and good feeling has come from 
the idea.” 


Pasadena Story 
Of Auto Dealing 
Told by Natzel 


HE fast buck artists” are a sad 
commentary on the automobile 
fraternity of today, Natzel Oldsmo- 
bile Center, Pasadena, Calif., noted 
in an “open letter” advertisement. 
Natzel expressed a “feeling of 
pride” that Pasadena was noted for 
economic stability, community pride 
and that its established automobile 
dealers conduct their business in a 
“straightforward and reputable 
manner.” 

Natzel, operated by George and 
Bob Natzel, said in the ad that each 
Pasadena dealer “is your neighbor 
and fellow townsman and his suc- 
cess depends upon your satisfac- 
tion.” 

“We of Natzel Oldsmobile plan 
to be in business here for a long, 
long time,” the advertisement said. 
“We can do that only by building 
a reputation for a Quality Opera- 
tion in this community.” 

The advertisement listed ten men 
who had been with the firm for ten 
years or more. The Natzels have 
completed their third year of owner- 
ship of the 28-year-old dealership. 
George formerly was Pacific region- 
al manager for Oldsmobile. 


Warmer Is Developed 
By GM for Batteries 


KAPUSKASING, Ont.— The GM 
battery warmer, which is available 
to motorists for the first time this 
year, is one of several items devel- 
oped by GM of Canada test en- 
gineers at this Northern Ontario 
center where the temperature fre- 
quently reaches 20 below zero. 

The battery warmer is a heating 
element designed for installation 
under rubber-cased batteries for 
use in any below-freezing weather. 
It employs heat from a 63-watt 
element. 





AUTO 
TURNTABLES 


edeinatenal by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conan. 








GENERAL MOTORS DEALERS:— 


Champion announces a new} 
to correct fouling in G.M 


The J-18Y, the new, non-resistor, projected 
core-nose plug—which replaces the six types 
of original equipment plugs needed to service 
G. M. overhead valve cars—corrects fouling at 
low speeds...stays cool at high speeds. 

This new plug type will reduce your customers 


complaints — give them better performance— 


greater driving satisfaction. 


2K For the Cadillac Eldorado and the 
Chevrolet Corvette use the colder-type, 
non-resistor projected core-nose J-12Y 








plug type designed especially 





[overhead valve engines! 


Paws a Champion spark plug especially designed for 
General Motors overhead valve passenger car engines. 
It’s a non-resistor, projected core-nose plug,:and it’s 
designed to correct fouling at low speeds. 


The J-18Y core nose extends further into the com- 
bustion chamber than ordinary plugs and burns hotter, 
cleaner and more efficiently at low speeds. At high 
speeds the core nose is cooled because it’s directly in the 
path of the incoming air-fuel mixture. This new type 
replaces six original equipment types—which means 
you can cut your inventory and yet give your customers 
a spark plug that will solve their fouling problems and 
outperform any other plug on the market today in 
these engines. 


This J-18Y type can be used in all G. M. overhead 
valve passenger car engines, except the Chevrolet 
Corvette and the Cadillac Eldorado. For these two 
models, use the colder type J-12Y. The J-12Y is also 
recommended for any other overhead valve model 


which is driven consistently at prolonged high speeds. 


Eventually other manufacturers may have this type 
of plug—but Champion—the spark plug specialist— 
has it now! For years Champion has taken the lead in 
solving difficult ignition problems. Champion has always 
manufactured plugs that work at peak efficiency in 
General Motors cars. This is attested by the number 
of G. M. cars that have won important races equipped 
with Champions. In 1956, alone, thirty-five of the 
thirty-nine G. M. cars that won NASCAR races were 
Champion-equipped, and the Pontiac that won at 
Daytona this year was powered by regular Champion 
plugs! Now Champion has developed this new non- 
resistor, projected core-nose plug to get your service 
department out of your current fouling problems. 


All Champion jobbers are stocked with J-18Y’s. 
Order yours today and give your customers the trouble- 
free performance they can only get with these new 
Champions—designed especially for them! 


DEPENDABLE 5-RIB 





CHAMPION 


SPARK PLUG COMPANY - TOLEDO 1, OHIO 


SPARK PLUGS 
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AUTOMOTIVE NEWS PLATFORM ; 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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How the Used-Car Auctions 
Gained Industry Stature 


NE of the remarkable automotive success stories of the 

postwar era concerns the rise of the used-car auctions 

from a somewhat disreputable shade-tree operation to a 
substantial industry performing a real service. 


This achievement is a credit to the far-sighted men who 
envisioned a market place where responsible new and used 
ear merchants could buy and sell with confidence. 


Today, the used-car auctions provide the industry with 
an important guide to used-car values. They provide the 
new-car dealers with a place to sell excess cars taken in 
trade. And they provide used-car dealers with a source of 
merchandise. 


This was no overnight occurrence. While the opportunity 
had existed for many years, an essential element was 
missing. That element was confidence. Too often the shade- 
tree auctioneers had picked bids out of the air, had pro- 
tected neither buyer nor seller. 


What was needed were men who could see that it was 
— profitable to play it straight than to work for the fast 
ck. 


Such men did enter the field and they grew and prospered 
for the simple reason that trust is an essential ingredient of 
any business. 


The auction operators worked hard to live down the past 
of the fast-buck boys. They provided protection for both 
‘buyer and seller. 


' They built a great industry, and it is fitting that the auto | 


industry salute them during National Auto Auction Week— 
Apr. 7-13. 
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Coming 
Events 


Dealer Conventions 


March 27—Rhode Isiand Automobile Deal- 
ers Assn., Sheraton-Biltmore Hotel Provi- 
dence, 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
Apr. 2—Brooklyn & Long Island Automo- 
bile Dealers Assn., Garden City Hotel, 

Brooklyn. 

Apr, 3-4 — Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita, 

Apr. 45—illinois Automotive Trade Assn., 
Leland Hotel, Springfield, Ill. 

Apr. 10-12—Automobile Dealers Assn, of 
Indiana, Claypool Hotel, Indianapolis. 
Apr. 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 
Apr. 26-27—South Carolina Automobile 


Dealers Assn., Francis Marion Hotel, 
Charleston, 
Apr. 29-30 — Pennsylvania Automotive 


Assn., Penn-Sheraton Hotel, Pittsburgh. 

May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 6-7 — Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis, 

May 9-1|—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2i—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 7-9 — Automobile Trade Assn. of 
— Commander Hotel, Ocean 

ity. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 18-19—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenorier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 
Assn., Inc., Samoset Hotel, Rockland, 
Me. 

Sept. 8-I0—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, 

Sept. 810—Automotive Trade Assn. 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 15-16—Kentucky Automobile Dealers 
Assn., Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 
Dealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
oe Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas, 

Oct. 20-2i—Oklahoma Auto Dealers Assn., 
Tulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., ‘Hotel Statler, Hartford. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 


* * * 


of 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Auto Shows 


March -29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 

Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 


Dec. 14-21 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 
Jan. 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis. 
Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 


(See CALENDAR, Page 47, Col, 1) 


30 Years Ago... 
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Automotive Cartoon 


Of the Week 


avs New 


“OK men—let's get out 
sales.” 


Letterbox 





‘Met’s Category ...... 


there and really push those 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name 


with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





On Registrations 


This concerns your “Top Cars,’ 
registrations, as usually shown on 
Page 1 of each issue. 


It is noticed that beginning with 
the January figures you are show- 
ing the Metropolitan sales, instead 
of including these in “miscellan- 
eous” as previously. 

The purpose of this letter is to 
suggest that you return to your 
former policy. The Metropolitan is 
built by a foreign company, merely 
marketed by an American concern. 
If you are going to carry Metro 
|sales figures, why not similar in- 
formation on the English Ford, 
built and marketed by an Ameri- 
can-controlled company. Also, how 
about the VW? 

If I may make a suggestion, as 
|a subscriber for over 10 years, why 
not set up a “Top Foreign Cars,” 
which could be run each week, or 
once a month, whichever you think 
appropriate. This would include the 
Metro, classified as foreign by 
American Motors — as per their 
press releases placing the car sec- 
ond in import sales, the popular 
VW, etc. The total foreign sales 
would be included in the miscel- 





laneous item in the “Top Cars” col- 


umn, which would itemize only U.!| 


S. cars, to number 20 with the 
Edsel.—Detroir Reaper. 

Eprror’s Note: The Metropolitan 
presents an unusual case. While 
it is foreign built, it is the brain 
child of American Motors, de- 


. 

With the introduction of six models by LaSalle, the companion car 
to Cadillac at prices between Buick and Cadillac, the General Motors 
line of cars now includes 72 models. 

Production of automobiles’ in the U. S. last: month jumped to 260,330, 
indicating a steadily increasing recovery from the slump of early 
winter, according to the Department of Commerce. The figures show 
a formidable gain over the January production of 196,973 units. 

Keeping pace with the upward trend of American factories, Can- 
adian automobile plants last month produced 14,826 cars and 3,829 
trucks, compared with 11,745 of the former and 3,631 of the latter in 
January, according to the Dominion Bureau of Statistics. 

Production of the new Falcon car began this week with 12 cars 


.coming off the line in Detroit the first day. 


—From the files of Automotive News. 





| signed specifically for the Ameri- 

| can market. We would like to 

| publish more on U. 8. registra- 
tions of foreign cars, but the 

| information is not available. 

= = = 


Cramped Supplier 

The discussion in the Feb. 25th, 

Engineering Section on oil bath air 
cleaners is interesting ... 
| Col. Willard Rockwell, of Timken 
jand Rockwell Mfg. Co. and Stand- 
lard, has written some wonderful 
j}comments about the need for the 
| accessory manufacturer. I hold with 
|Col. Rockwell truly in the words 
|he has stated, and I know he is 
| courageous. 
However, the cramping that the 
|automobile manufacturers are giv- 
ing the accessory people and I 
know some of them personally in 
the stamping business, and two 
instances in the filter business, not 
jallowing them to make a reason- 
able profit or to hold business 
which they originated and which 
they would be most helpful in, is 
|Somewhat depressing. 

Of course, the Big 3, the vicious 
circle, follow around with each 
other and it is a test which is 
going to be interesting to see the 
price the automobile people pay in 
|their changeovers, and what they 
are left with, when everyone has 
mopped up and when they are left 
with their gold and glittering to be 
destroyed by their own greatness. 
These could be idle words, I hope 


they are.—Parts SupPuier. 
| .: ee 





Where’s Tubing Appliance? 

Perhaps you or some of your 
readers can help us. 

We had company one night after 
closing hours and lost some tools, 
along with other losses. We have 
been able to replace all our losses 
excepting the tools and box of Tub- 
ing Appliance Co. Our problem is 
to find the company address, or 
determine if they have been ab- 
sorbed by someone else. The en- 
|closed envelope shows the last ad- 
|; dress we had (10321 Anza Ave., Los 
Angeles) and it was returned.— 
C. D. Mvcrray, Murray Motor Car, 
Colby, Kans. 




























wraps up more new car sales 


Smart dealers know this: LIFE reaches more car-owning 
households than any other weekly magazine. And LIFE carries 
more passenger car and vehicle advertising, dollar for dollar, 
than any other weekly magazine. Motoring America sees its 
automobiles come dramatically alive in LIFE. Readers see the 
color, feel the excitement ... and get a chance to linger and 
look, as they would in the showroom itself. 

And LIFE has local impact. LIFE sells in your neighborhood, 
reaching 3 out of 5 households in an average community in 
13 weeks. 

People read, respond to, and are moved to action by LIFE. 
By great words, by vivid photographs, and by compelling 
advertisements. 


LIFE reaches more new-car buying households. An average issue reaches 
39% of all new-car buying households. In 13 issues, LIFE builds up an accumula- 
tive audience of 73% of all new-car buying households. 


LIFE reaches more people. Weekly circulations: LIFE 5,738,226; Saturday 
Evening Post 4,950,061; Look (bi-weekly) 4,191,057. 


Sources: A.B.C. Publisher Statements (July-December 1956); A Study of the Household Accumulative Audience of LIFE. 


motoring America responds to 





eee. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Pittsburgh 

New-car registrations in the 
Pittsburgh area reflected larger- 
than-seasonal gains in the week 
ended March 9, according to the 
Bureau of Business Research of 
the University of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
declined during the week to 112.3 
percent of the 1947-49 average. It 
had been 113.7 percent a month 
earlier. 

Steel-mill o pe rations in the 
district sagged to 97.5 percent of 
practical capacity, lowest figure 
recorded this year. 

New-car registrations in Pitts- 
burgh during January totalled 3,077, 
compared with 3,061 in the com- 
parable month of 1956, according 
to figures compiled by the Pitts- 
burgh Automobile Dealers Assn. 

By make, registrations were: 
Ford, 690; Chevrolet, 554; Plym- 
outh, 490; Buick, 286; Oldsmobile, 


- e 4 3 , 


PZ 
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@ No inventory investment n 
@ No inventory obsolescense 


@ Novi’s 34 


overnight. 
@ Ordering your new cars less Factory- 


204; Dodge, 166; Pontiac, 151; 
Chrysler, 108; Mercury, 101; Cadil- 
lac, 90; DeSoto, 73; Nash, 39; 
Studebaker, 36; Lincoln, 30; Pack- 
ard, 5; Hudson, 3, and miscel- 
laneous, 51.—(Leon M, Leffingwell.) 


* * * 


Detroit 


The new-car comeback story in 
Wayne County (Detroit) during 
February was headlined by General 
Motors, which ‘climbed back into 
first place after yielding to Ford 
Motor Co, in January. 

Ford division, however, main- 
tained an unshakable lead in new- 
car registrations, which totalled 
12,958 for February, compared with 
12,789 the previous month. 

GM’s share of the February 
market was 37.65 percent, com- 
pared with 35.65 for Ford Motor. 
A month earlier, Ford Motor led, 
37.96 to 37.00. Chrysler Corp. 
boosted its market share from 


LS Gas 
aya 


22.84 percent to 24.38 percent, and 
all other makes hiked their share 
from 2.20 percent to 2.32 percent. 

Registrations by makes, with 
market penetration percentages in 
parentheses, were as follows: 

Ford, 3,573 (27.57); Chevrolet, 2,- 
333 (18.00); Plymouth, 1,730 (13.35); 
Mercury, 893 (6.89); Buick, 775 
(5.98); Oldsmobile, 770 (5.94); 
Dodge, 676 (5.22); Cadillac, 548 
(4.23); Ponfiac, 454 (3.50); DeSoto, 
353 (2.72); Chrysler, 286 (2.21); Lin- 
coln, 151 (1.17); Imperial, 114 (0.88); 
Rambler, 111 (0.86); Studebaker, 40 
(0.31); Willys, 19 (0.15); Hudson, 
10 (0.08); Nash, 8 (0.06); Packard, 
8 (0.06); Edsel, 2 (0.02), and miscel- 
laneous, 104 (0.80). 

New-truck registrations in 
February totalled 815, a whopping 
64 percent increase over the 496 
registered in January. 

Registrations and market pene- 
tration by makes included: Ford, 
344 (42.19 percent); Chevrolet, 242 


(29.69); Dodge, 98 (12.03); Interna- 
tional, 37 (4.55); GMC, 35 (4.30); 
Diveo, 16 (1.96); White, 13 (1.59); 
Willys, 10 (1.23); Mack, 4 (0.49); 
Autocar, 2 (0.25); Diamond T, 2 
(0.25); Reo, 1 (0.12), and misceila- 
neous, 11 (1.35).—(Robert M. Lie- 


nert). 
+ * * 


Cleveland 


Used-car turnover continues high 
in the Cleveland area, apparently 
reflecting a buyers’ resistance to 
high prices on new cars. 

In the week ended March 9, a 
total of 1,961 used cars were sold, 
for the best seven-day period of 
the year. New-car sales in the 
same week amounted to 1,774. 
Sales of new trucks came to 126; 
used trucks, 65. 

Reviewing the first two months 
of 1957, Leonard -F. Fuerst, clerk 
of courts, said Ford outsold Chev- 
rolet, 2,485 to 2,206. 

Total new-car registrations for 
February were 5,972, some 2 per- 
cent above the January total of 
5,846. 

By make, February registrations 
were: Ford, 1,269; Chevrolet, 1,126; 





Plymouth, 721; Buick, 501; Oldsmo- 
bile, 456; Dodge, 387; Mercury, 361; 
Pontiac, 301; Cadillac, 213; Chrysler, 
178; DeSoto, 169; Lincoln, 67; Im- 





DEALERS! 


Increase ’57 Profits! 
by using the... 


AUTOMOBILE 


AIR CONDITIONER 


NOW.. YOU CAN BUY A NOVI ~~ 


1. Install it yourself! 


2. Have it installed by a Novi Factory Branch! 


3. Or have it installed by a Novi Authorized Dealer! 
eeded when you use Novi Air Conditioners. 


at end of season. 
Conditioner Units and Service Parts available 


branches make Air 


new car inventory investment. 


@ In this highly competitiv 
of a profit instead of bein 
cost in order to deliver a 


ARCTIC 


~ 
+N 


? TRAVELER 


For complete information contact your nearby Novi Factory Branch or Authorized Dealer . . or write . . 


Nov 


e market, using th 
g forced to give a 
Factory-Equipped car. 


ONE YEAR WRITTEN GU 


Budget terms available for your customers with ap 


Installed Air Conditioners reduces your 


e Novi Air Conditioner assures you 
Factory-Installed Air Conditioner at 


ARANTEE 


proved credit. 


TRUCK AND TRAILER REFRIGERATION UNITS ALSO AVAILABLE 


SALES AND SERVICE CoO., INC. 
NOVI, MICHIGAN 
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perial, 44; Studebaker, 39; Rambler, 
38; Volkswagen, 38; Nash, 13; Met. 
ropolitan, 10; Hillman, 8; Hudson, 
8; Packard, 5; MG, 4; Renault, 4; 
Continental, 2; Jaguar, 2; Mercedes, 
2; Volvo, 2; English Ford, 1; Isetia, 
1; Morris, 1, and Porsche, 1. 
New-truck registrations in Feb- 
ruary totalled 355, down 15 percent 
from the previous month’s 417. 
By make, they were: Chevrolet, 
95; Ford, 89; International, 69; 
White, 28; Willys, 26; Dodge, 22; 
Divco, 8; GMC, 8; Volkswagen, 4; 
Studebaker, 3; Autocar, 1; Mack, 1, 
and Reo, 1.—(Sanford Markey.) 


* * * 


Omaha 


It was neck-and-neck for Chevro- 
let and Ford in Omaha when final 
sales figures for February were 
totalled. 


Chevrolet registered 309 to Ford’s 
305, Buick, by the maring of one 
sale, nosed out Plymouth, 91 to 90. 
Oldsmobile scored 79; Pontiac, 61. 

Total new-car registrations were 
1,131, while new-truck sales 
amounted to 90. 

The top four makes, Ford, Chev- 
rolet, Buick and Plymouth, are 
being aggressively promoted by 
various media and better weather 
should improve sales. Retail activ- 
ity in this area has been slowed 
by the prolonged drouth.—Arthur 
R. Oleson.) 


* * 


Birmingham, Ala. 


Sales of new cars in Birming- 
ham, Ala., during February totalled 
1,511, compared with 1,444 in Janu- 
ary. 

By make, February registrations 
|were: Chevrolet, 494; Ford, 407; 
Plymouth, 115; Buick, 111; Olds- 
mobile, 104; Pontiac, 88; Mercury, 
53; Cadillac, 30; Dodge, 30; Chrys- 
ler, 20; Studebaker, 15; DeSoto, 13; 
Lincoln, 8; Nash, 5; English Ford, 
3; Hudson, 1; MG, 1; Packard, 1, 
and Volkswagen, 1. — (Stuart 
Riddle.) 


* * * 


Toledo 


Toledo and Lucas County (0O.) 
dealers sold 1,827 new cars during 
February, a slight gain over the 
1,788 registered in the previous 
month, according to figures com- 
Piled by the Toledo Automobile 
Dealers Assn. 

Totals by makes were: Ford, 477; 
Chevrolet, 375; Plymouth, 197; Olds- 
mobile, 156; Buick, 125; Dodge, 120; 
Pontiac, 111; Mercury, 86; Chrys- 
ler, 47; Cadillac, 37; DeSoto, 29; 
Studebaker, 21; Volkswagen, 12; 
Imperial, 8; Rambler, 7; Lincoln, 6, 
and Nash, 6.—(George E. Toles.) 


* * x 


Washington, D. C. 


New-car registrations declined 





nearly one-third in the National 
Capital area during February to 
total 1,423, compared with 2,038 for 
January. 


A corresponding decline marked 
new-truck registrations, which fell 
from 146 to 111. 


New-car registrations by make 
were: Chevrolet, 384; Ford, 282; 
Plymouth, 176; Oldsmobile, 88; 
Pontiac, 84; Dodge, 76; Buick, 67; 
Cadillac, 57; Mercury, 53; DeSoto, 
27; Chrysler, 24; Imperial, 15; Lin- 
coln, 12; Studebaker, 8; Rambler, 
6; Packard, 3; Metropolitan, 2; 
Hudson, 1, and miscellaneous, 58. 
New -truck registrations were: 
Chevrolet, 67; Ford, 19; Interna- 
tional, 9; GMC, 6;*“Dodge, 5; Willys, 
4, and Studebaker, 1.—( William Ull- 


man.) 
* - * 


Atlanta 


New-car registrations in Fulton 
and DeKalb Counties (Atlanta) dur- 
ing January totalled 3,557, up 145 
units over the same month a year 
ago. 

New-truck registrations declined 
20 units from January, 1956, to total 
327 for the 1957 month. 

Ford led the new-car field with 
1,210 registrations. Chevrolet totalled 
911, and Oldsmobile took third place 
with 307. 

Other new-car registrations 
were: Plymouth, 220; Buick, 211; 
Pontiac, 197; Mercury, 114; Cadil- 
lac, 106; Dodge, 96; Chrysler, 41; 
DeSoto, 28; Lincoln, 25; Nash, 21; 
Studebaker, 14, and miscellaneous, 
56. 

New trucks were registered as 
follows: Chevrolet, 154; Interna- 
tional, 54; Ford, 32; GMC, 30; 
Dodge, 23; Mack, 14; White, 3, and 
miscellaneous, 17.--(E. C. Bash.) 
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Son the evils of extending corpora- 


| 


After Bit of 


By William Ullman 


Washington Correspondent 


a the fourth straight yea 
Korean War excise taxes 


sories for another 12 months. It also kept the current 52 
| percent corporation tax and the tax on liquor and tobacco. 
The talk that preceded the vote really couldn’t be called a 

————————— 


debate. It was more like the 
finals in a high school oratory 
contest. 


One congressman spoke briefly 


| AUTOMOTIVE WASHINGTON 


Excise Extension OK’d 


AUTOMOTIVE NEWS, MARCH 25, 1957 


director of the Budget Bureau, has 
noted that some people around 
Washington talk economy to the 
|public while talking higher spend- 
ing to the government, 

+ * * 


Spenders Exert Pressure 


Prunes are already coming 
for higher outlays, he said, 
from the very people who claim 
to be economizers. Among other 
things, they want a larger Air 
Force, increased veterans’ pensions, 
more public welfare programs, a 
new $1 billion corn program, ex- 
panded Government credit for 
|housing and general pay raises. 
Merriam admitted that our 1958 
budget is $32 billion higher than 
it was in 1950, but he pointed out 
|that spending for major national 
|security programs is up $30 billion 
|since then. 
A big chunk of the defense 
| budget—$17.5 billion—will go for 


Oratory 


r, the House has extended the | 
on new cars, parts and acces- | 


it made the biggest cuts in the 
budget before it was ever sent 
to Congress. The various execu- 
tive departments and agencies 
asked for close to $85 billion. 





Stion taxes, but quickly added, “I 


| would like to vote against the tax, | 


| but I am not going to vote against 


| air defenses. A single B-52, our 
When the Bureau of the Budget major bomber, now costs $8 mil- 
got through with them, they were lion, he said. 


Government is operating programs 
for school assistance, urban re- 
newal, hospital construction, pollu- 
tion control and medical research. 
The St, Lawrence Seaway has been 
started and there is a new soil 
bank and flood indemnity act. 

“Believe it or not, each of these 
programs costs money,” Merriam 
declared. “These are services and 
|programs which the people have 
demanded, for which their repre- 
sentatives have enacted laws, and 
which the executive is sworn to 
carry out.” 

+ * 


SBA Leaflet Offered 

| & FREE leaflet, “Choosing the 
Legal Structure for Your 
| Firm,” has been issued by the Small 
|Business Administration. It is de- 
|signed to help small business own- 
lers take a new look at the legal 
| structure of their firms in the light 
|of current tax laws. 

The choice of structures is be- 
|tween a proprietorship, partner- 
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are available from any SBA field 
office. 

Motor vehicle manufacturers 
will cut spending on new plant 
and equipment 25 percent from 
last year, according to the De- 
partment of Commerce, 

In 1956, said the report, motor 
vehicle companies spent $1.8 billion 
for expansion, but they will spend 
only $1.3 billion in 1957. 

Overall spending for plant and 
equipment in durable goods indus- 
tries will go up 11.5 percent this 
year, however, thanks to the heavy 
expansion plans of nonferrous 
metals industries. 


Autocar Introduces 
25-Ton Dump Truck 


CLEVELAND. — Autocar has de- 
veloped a new off-highway rear 
dump truck with a planetary-gear- 
drive rear axle. Payload capacity of 
the unit, designated as the AP-25, 
|is rated at 25 tons, 

It is available with a 335 or 375- 
horsepower Cummins diesel engine 


and is designed for construction, 
quarrying and mining operations. 
Autocar also makes a 15-ton unit 
for these fields and plans to intro- 
duce a third and larger model in 
the spring. 


= it.” 

| The next speaker, a Californian, 

| said he “certainly would be the last 

" person in the world to ask for the 

| elimination of the tax upon alcohol- | 

ic beverages.” 

| Then he asked for the same tax 

F rate on carbon-| 
ated wines as on 
still wines. A 
sparkling wine,| 
he insisted, “is an | 
identical wine but | 
simply with a 
little squirt of 
carbonated water 
in it.” 

In the middle | 
of this stirring) 
debate on a bill | 

| William Uliman which involves no 
less than $3 billions of American) 
oney, time was called tem-| 
porarily to permit an address on 
St. Patrick and the Emerald Isle. | 
The privilege of phrasing the 
attack on current auto excises 


| pared down to $72 billion, This $13| As for other expenditures, Mer-|ship or corporation. SBA’s booklet 
| billion saving at the executive 'riam wants to know just what the | offers the case of a proprietor who 
| level probably far surpasses @ny | people would like to eliminate. In | paid a tax of $19,000 on his annual 
|cuts which Congress can make, \the past eight years, he said, mail | net profit of $47,000. If he had in- 
even if it gets reckless. ‘volume is up 33 percent and vete- | corporated, his tax would have been 

Robert E. Merriam, assistant'ran pensioners have doubled. The!only $13,520. Copies of the leaflet 








B.M.O.C.* 


from 
Rochester 


* BETTER MAN ON CARBURETORS 
BECAUSE HE'S BETTER TRAINED 
any other. AT A GM TRAINING CENTER! 
While personally opposed to ex- 
tending auto excises, Chamberlain 
said he found he could not vote 
against extension without also vot- 
ing for reduction of taxes on cor- 
porate income, liquor and tobacco. 
| “What are automobiles doing in 
Ssuch company?” he asked. 
> > > 


Auto Decline Noted 


; ‘D? NOT be misled by the bright | 
/ colors of the new models or 
S happy advertising jingles,” he con- | 
» tinued. “Last year the auto industry) 
) was the only major industry to| 
) suffer a drastic reduction in sales.” 


There’s no secret to carburetor service success! Train- 
ing’s the answer... and the world’s most thorough 
carburetor training is yours for the asking at any of 


30 GM Training Centers. 


Rochester-UMS carburetor courses give you the 
whole picture . . . from basic principles of carburetion 
right on up through timesaving on-the-car adjust- 
ments. Topnotch carburetor experts work with you 
at every step of the way . . .. show you how to make 


When the Michigan congressman 
) took his seat, one of his colleagues 
read a poem on St. Patrick into 


"the Record. The verse ended with | 


» the lines: “And this is the message 
the good saint has 


sent — ‘Eat, | 


| drink and be merry, for tomorrow | 


is Lent.’” 


After a few minutes, the debate | 


on auto excises was over and the 
bill passed with hardly a murmur 
of dissent. With Senate approval 
practically assured, it looked like 
another year of 10 percent excise 
taxes on new cars. 


' In the eyes of many congress- 
men and citizens, the real cul-| 


) prit behind the tax extensions is 
the $72 billion budget for the com- 
ing fiscal year. Many lawmakers 

) are saying, “Let’s cut the budget, 

rand then start cutting taxes.” 

| The House began its economy 
drive by knocking 26 percent off 


) the amount requested by President | 
Eisenhower to run his executive) 


office. The President had asked for 

$17 million. The House gave him 

$12.5 million. This was the biggest 

| cut in any portion of the budget so 

far, but it doesn’t make much of 

)a dent in the total. 
7 


z * 


| What’s the Next Move? 


on big question is where does 
Congress go from there. Law- 
* makers are making a lot of noise, 
but they haven’t yet come up with 
a solid rejoiner to the President’s 
warning that a major budget cut 
will slow up some of the govern- 
ment’s “great programs.” The 
President has reminded legisla- 
tors that it was Congress that 
voted the programs in the first 


The Administration claims that 


(Right:) Rochester-UMS Instructor Herb Hoehne has spent 33 
years in automotive service. Here Herb brings a Training 
Center group up to date on latest carburetor developments. 
Take advantage of expert advice like this .. . thére’s a GM 
Training Center near you: Atlanta, Boston, Buffalo, Char- 
lotte, Chicago, Cincinnati, Cleveland, Dallas, Denver, 
Detroit, El Paso, Houston, Jacksonville, Kansas City, Los 
Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, 
Oklahoma City, Omaha, Philadelphia, Pittsburgh, Portland 
(Ore.), St. Lovis, Salt Lake City, San Francisco, Tarrytown 
(N. Y.), Union (N. J.), and Washington, D. C. 





Over 15,000,000 cars 
on the road are equipped with 


every minute pay. You'll come out a B.M.O.C.! 


To get the benefit of the finest carburetor service 
experience and facilities you can find anywhere, free, 


write: Service Department, 


Div., General Motors Corp., 


United Motors Service 
GM Building, Detroit 


2, Michigan, or ask your Rochester representative. 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS, ROCHESTER, N.Y. 








ow ‘Hard Money’men yield 
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When a really tough bargainer puts on the pressure—maybe Try it next time. Try it every time. No use letting some com- 
you can pack-and-haggle yourself into a profit. petitor fatten his batting average with one of the surest soft 
Maybe. sells in many a hard-sell year. 


Goodyear, Automotive Products Dept., Akron 16, Ohio 


But you have a much better chance if you slip him the right 
brand of soft sell. 


What we mean is—quickly steer him into a demonstrator that’s 
generously cushioned with AIRFOAM. * 


Note how often his crisp demands change to satisfied grunts, 
to luxuriating sighs, to a happy state of super-receptiveness! 


And why not? For AIRFOAM is more than the greatest selling MADE 
name in cushioning—more than the Great Final Flatterer of ONLY GY f 
any car’s performance. AIRFOAM does what every good sales- 


7 : ! 
man does: It GENTLES the prospect into the mood! THE WORLD'S FINEST, - 


AIRFOAM helps 
you sell NOow-— 


Helps you profit LATER: 


® AIRFOAM helps any car demonstrate better 


Protects owner’s 
value— AIRFOA M 


@ AIRFOAM helps keep your customer happy right up 
to trade-in time 


© And when you, the dealer, take that car back in 
trade, its interior will be in so much bettey shape, 
it will sell sooner—-AND AT A BETTER PRICE! 


Lr” Akron, Ohio 
: Rubber Company, 
G Goodyear Tire & 
Airfoom —T.M. The 


MOST MODERN CUSHIONING 
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Month’s Toll Dips 3 Pet... . 





Traffic Deaths Decline 
2nd Time in 2 Years 


CHICAGO.— The American mo- 
torist in January shifted the traffic- 
death toll into reverse for only the 
second time in the last two years, 
the National Safety Council reports. 

Traffic deaths in the first month 
of 1957 dropped 3 percent—2,860 
as compared with 2,950 in Janu- 
ary, 1955. 

The council said October, 1956, 
was the only other month in two 
years to show a death reduction, 
although the December, 1956, toll 
was unchanged from the previous 
December. 

Travel figures for January are not 
yet available, so the council said it 
could not relate the decrease to any 
change in mileage. 

However, Ned H. Dearborn, coun- 
cil president, said he is confident 
the “Back the Attack” campaign 
launched in December and still con- 
tinuing is having a favorable effect. 

In tabulating the 1956 accident 


toll, council statisticians listed 95,000 
deaths, 9,450,000 injuries and an eco- 
nomic loss of $10.8 billion. 

Motor-vehicle accidents re- 
mained the No. One killer. They 
were estimated at 40,000, up 4 
percent from 1955, and were re- 
sponsible for a 2 percent rise in 
the overall death total which 
stood at 93,443 for 1955. 

Following is a comparison of the 
1956 and 1955 death figures: 


1956 1955 
Motor vehicle 40,000 38,426 
Home 27,500 28,000 
Work 14,300 14,200 
Public (not motor) 16,500 16,000 


The council explained that the 
motor vehicle total includes some 
deaths which also are listed as 
home and work fatalities, 

While the auto estimate was 
slightly higher than the 1941 record 
of 39,969, the council emphasized 
that it cannot yet be called a new 
record. “Later figures on delayed 


deaths will revise the estimate, and | 
the total may be greater or less 
than the estimate of 40,000,” the 
statisticians said. 

The accident death rate per 100,- 
000 population dropped from 56.9 in 
1955 to 56.8 in 1956, and was only 
the third time in the history of 
accident records that the rate has 
fallen below 60, It was 25 percent 
below the 1941 rate. 

Nevertheless, one out of every 
18 persons in the U. S, suffered a 
disabling injury in 1956. The same 
ratio prevailed in 1955 when an 
estimated 9.2 million were injured. 

The estimated economic loss of 
$10.8 billion was up half a billion 
oat a from the 1955 estimate of | 

10.3 billion. le 9 

The figure covers both fatal and) Spot’ Conference— 
nonfatal accidents and includes} Comedian Arnold Stang, left, goes over 
wage losses, medical expense and| ideas for a new series of Rambler spot 
overhead costs of insurance for all! announcements with Vern Bowen, vice- 
accidents, production delays, dam-| president, Geyer Advertising, Inc. Stang is 
age to equipment in work accidents | featured on five of the 10 commercials in 
and property damage from home| the series, produced by American Motors 
accidents and fires. | for NBC's “Monitor” and for local dealer 

The 1956 death increase WaS| use. Jack Pearl (Baron Munchausen) is 
shared by all age groups except | heard on others in the series. 
the 45-64 bracket, The most start-| 
ling increase was in the 15-24 class,| Canyon in Arizona in which 128 
where deaths rose 10 percent, persons were killed. 

Only one catastrophe in 1956| In addition to the 40, 000 deaths, 
caused more than 50 deaths. That; motor-vehicle accidents injured 
was the June 30 collision of two| some 1.4 million. Property damage 
passenger planes over the Grand! was estimated at $1.85 billion and 
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THERE 1S A BIG DIFFERENCE IN BRIGHT TRIM. 




































One of America’s leading automotive designers says 
that cars are styled for women. They like trim. 
Particularly stainless steel. Their reaction to trim is 
one of the important factors influencing the sale of a 
car. Make it a point to bring stainless steel into 
your sales story. 





IS PREFERRED BY WOMEN 


Women have been using stainless steel products in 
their homes for years. They know about and 
appreciate its lasting beauty and easy-clean qualities. 
They know that stainless utensils, flatware, sinks 
and counter tops will never crack, chip, flake or peel 
away—that stainless steel trim enhances the beauty 
of their appliances. Offers maximum resistance to 
denting and scratching. Never needs protective 
platings or coatings. 


Review these advantages when talking to women 
prospects. And don’t forget to mention the “bonus 
benefits” of stainless steel 
automotive trim. It is famed for 
its resistance to corrosion. Takes 
bumps and scrapes, protecting 
and helping to prevent paint from 
being chipped off body surfaces, 
and it withstands harsh cleaners. 


Know the facts. Then sell the 
competitive advantage only 
stainless steel trim gives you. 


























REPUBLIC STEEL 
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. INSIST UPON STAINLESS 







total economic loss was $4.75 bil- 
lion, 


Eighteen states reported de 


creases in auto fatalities during 


1956, headed by Rhode Island, down 
23 percent; Nevada, down 21 per- 
cent, and Delaware, down 20 per- 
cent. 

Of 583 cities reporting, 211 men- 
tioned decreases and 123 reported 
no change. Among cities with more 
than 200,000 population, the largest 
reductions were: Cincinnati and 
Rochester, N. Y., 38 percent; St. 
Paul, 31 percent; Jacksonville, 30 
percent, and Washington, 25 per- 
cent. 

There were 105 cities of more 
than 10,000 population reporting no 
auto deaths in 1956. The largest 
was Aurora, Ill. (58,600), followed 
by Lafayette, Ind., and Fargo, N. D. 

Injuries and economic loss in 
other categories were: Home ac- 
cidents—4.1 million and $850 mil- 
lion; work accidents—two mil- 
lion and $3.6 billion; public 
accidents—2.05 million and $800 
million. 

The preliminary estimate of fire 
losses, made by the National Board 
of Fire Underwriters, was $989 mil- 
lion, 12 percent more than the com- 
parable preliminary estimate for 
1955. 

In the motor-vehicle category, 
following is a list of the safest cit- 
ies for 1956, ranked according to 
the number of traffic deaths per 
10,000 registered vehicles: 

Over One Million Population 


BIE: diooseastbthces 2.9 
| Chicago ................ — 
SSO: GRIND ich sccaticapcsveecencesbiatioien 3.6 
750,000-One Million 

FT oi onside tipecelaticthale 25 
| San Francisco . 2.9 


| Cleveland 










I caeiicetiiectienisiesshsciheesiesacesesteininanitsians 1.3 
100,000-200,000 
I MII centhincninsccsunneniveovniate 0.5 
I i ccinedeinnesinnn 0.6 
Fresno, Calif. ......... .. 0.7 
50,000-100,000 
ee — 
Battle Creek, Mich. .................. . 03 
New Britain, Conn. .................. 04 
25,000-50,000 
DT Tonga cecnsensccinin 0.0 
Lafayette, Ind. .................... ease 
GORGOTEED, TOD, ncceccescccesccscsssseee: 0.0 
10,000-25,000 
Birmingham, Mich. .................... 0.0 
Kingsport, Tenn, .......................... 0.0 


Mt. Clemens, Mich. 
= * 


Colo. Approves Tunnel 


An amended version of a new 
enabling act for financing and con- 
struction of a toll tunnel under the 
Continental Divide has been passed 
by the Colorado Legislature and 
sent to Gov. S. L. R. MeNichols, 
who said he was satisfied with the 
measure. It provides that a tunnel 
may be built as soon as an inter- 
state highway designation is made, 
or after Jan. 1, 1958, if no designa- 
tion comes by that time. 

. . = 


Asphalt Paving Study 


Asphalt paving technology will be 
the subject of an eight-week pro- 
gram of graduate study, to be 
offered by the Institute of Trans- 
portation and Traffic Engineering, 
University of California, Berkeley, 
beginning June 17. Twenty grants 
in aid, of $900 each, are being 
offered to qualified college engi- 
neering instructors. This aid has 
|been made possible by a grant by 
|the Asphalt Institute. 
| * - * 


Canada Roads Meeting 


| Technical sessions of the 38th 
convention of the Canadian Good 
Roads Assn, will include 17 papers 
in five general sessions, The con- 
vention will be held in Saskatoon, 
Sask., Sept. 26-27. 





New Jersey Jobbers 
To Meet Apr. 27-28 


| ATLANTIC CITY, N. J. — The 
first annual convention of the New 
Jersey Automotive Jobbers Assn. 
| will be held here Apr. 27-28. 

The program includes talks by 
industry leaders, meetings of trade 
committees and election of officers. 
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Let's Get The Facts 
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re This Is No Time To Fool Around With Doubtful, Untested Get-Volume-Quick Sales And Man- 
nd e ° . 3 : ° ° 
3 agement Experiments—And Costly Desperation Sales Campaigns. It’s A Time For Fact-Finding 
er- ° 
And Sound Operation. 
re 
oat No indeed, you cannot afford to gamble. You must GET THE FACTS of automobile retailing in this new and vastly different world of selling. You must 
2 get them from the only safe Proving Ground there is—namely, from other dealerships operating under the same conditions. There are literally thou- 
in sands of dealers in America who have mastered at least one or more of the new kind of techniques needed to meet the new and changed conditions. 
» = LJ 
I- You have perfected some yourself, but not nearly enough. Therefore, if you could devote the time and expense required to search out the many 
. other excellent techniques used in many of the other dealerships all over, you couldn't help but end up with, not only maximum NET profits, but also 
. accomplish them without undue grief and worry. 
-. BUT WAIT A MINUTE! You actually can do this. AUTOMOTIVE ENTERPRISES MAKES A FULL TIME BUSINESS OF DOING THIS VERY HIGHLY SPE- 
r . 
il. CIALIZED JOB FOR THE DEALERS OF THE NATION, and at only a very small fraction of the cost of doing so yourself. 
me- 
for H * 
ere’s How: 
= 1. We send thousands of questionnaires to thousands 2. Every questionnaire returned—and there are bushels 3. There still_is more. Included in our regular 4. All of these fully tested, very practical plans and 
to et — So the —, asking — » of them—is examined and studied so as to screen “RESEARCH MANAGEMENT" Service package is techniques, are then made availsble to the new 
er tell us of their very successful techniques and sales = gut the best techniques and methods. These are also an "INTERNAL PROCEDURE INSPECTION" car dealers of the nation on either a selective basis 
plans. We also invade other fields for new ideas th de into easily understood form in your own + hich bri t bscribi deal 
coavdh avery, on an queue tor gure aioe on kind of language, os workable plans and ideas for automatically, ones coh neath, a. list of critical — you purchase only what = want, or better 
more powerful ways of doing the job. You can your immediate use. We then go even another step points in the management of a dealership to be still on a complete package basis whereby you 
9 pose problems of your dealership to us, you may further by exposing each fo several dealers who checked into with regular frequency, There are 312 subscribe on an annual basis tor a flat fee and 
5 be assured we will find dealers who have a top rate compose a carefully chosen group of associate points in all, one-fourth of which come fo you each 
6 solution to your problems. THESE ARE NOT JUST consultants, to be picked to pieces and criticized. month. They are the check-off type of reminders, and get everything all wraped up in one ball of wax 
en SRIROTT ts A RF pe pp Boy They then are ready for the use of our subscribing the complete service is a most simple way of quid- including everything newly developed as it becomes 
5 and plans, all ready to be Put to work for you. dealers, and o0 to Sham ie Bosites Samm, or Crewe, _fa8 Your bustoon. Here's 0 sell-impromment plen =— ayatahta, MAY WE SUSGEN THAT YOU CREE 
® This then is our “RESEARCH MANAGEMENT" ——s our twice monthly publication, “TO cue Gao INTERNAL PRO- as LITTLE OR AS MUCH AS YOU WISH BELOW. 
3 rvice. . rvice. : 
o TEAR OFF HERE 
1 mmm ana a a a a a a aa a i YC OF OO O™ Oo '''-—_700 —_— 
3 RECENT 
s Below is a partial list of the many fine things that have been developed Check Price COMMENTS: 
1 in recent months by Automotive Enterprises through its intensive research compensation for extending sound lits, ond Seed bar Phe . 
1 with dealers all over the nation who are actually facing the many prob- delinquent pe 2 esata en's 4. off ......$11.50 y sey: 
lems in the retailing of automobiles in the present difficult market. In — rged A eee 5 
1 order that we may offer some of these benefits to dealers who do not 4. “THE ASSISTANT MANAGER PLAN” Under this newly de- of Chevrolet —_" 
; have an annual subscription to our “Research Management” Service, we veloped way of creating sales of all kinds—more especially “Very timely and prac- 
give you below the opportunity to purchase one or several of these on new vehicles of course—an entirely new approach is made tical” 
5 a selective basis: through a plan where the dealer delegates his all-over A Vice Pres. of a na- 
6 responsibility to his customers, to one or more assist- tiene! fineace company 
7 Geen an ants. Eventual result, present type salesmen will go out ...... $7.95 “Vestve cate ie 
0 es i 5. “SIMPLIFIED DAILY OPERATING CONTROL” A visual something in your Re 
: 1. [ “INCENTIVE COMPENSATION FOR DEPT. MGRS.” A very method of control under which department managers must page were yy oh od 
comprehensive and flexible compensation plan providing for go into the dealer's office daily and post accomplishment — Chev. 
0 a base income to meet the necessities of life, as compensa- for the previous day. A five minute operation ................... $7.85 “Mighty helpful in our 
0 tion for an ordinary performance, plus incentive compensa- s ganization” 
0 tion for the “plus” job of producing plus profits for the 6. "EXPENSE REDUCER" An organized method of preparing an A Tenes volume doaler 
Se Ee ELE ae analysis of dealership expense, with provisions to eliminate of over 2,200 new cars 
: or reduce unproductive expenses, then forecast profits after a@ year says: 
7 2. 1) “ANALYSIS of APPRAISAL & RECONDITIONING JUDG- reductions are made. Routine preliminary work done in ad- “We are putting on a 
0 ' 
MENT” A method by which the dealer or office manager vance by accounting personnel. Dealer and Dept. mgrs. only ae om = to S _ 
may teke off @ cne-time enclysis of the judgment of eny need to make the decisions. REG. PRICE, $5.50—Spec. Intro. oe Se ae 
- individual in the matters above. Or it can be installed as a Price (Temp.) male sue $2.00 o oan enamel — 
n- permanent operation, giving a check on the judgment of all a a An Obie chela owner: 
ne individuals having these duties ..........----c-eccesceeeeeeeeeeeeeneee $1.95 7. PROFIT SELECTOR" A very simplified and basic approach ship dealer says: 
od to determining the profit the dealership is entitled to for a “We missed Inspections 
nd 3. © “INCENTIVE CREDIT & COLLECTION PLAN” A very new year ahead—or unexpired portion of a year—then setting No. 2, 6 and 9, please 
is, and effective way in which one person (not necessarily full up visual base factors that if properly controlled, will, ob- send us duplicates. 
os time) may be charged with handling credit extension and tain the desired results. A marvelous time and worry saver ne olga =p te 
r collections on a basis where he is given extra incentive for the dealer .. $5.95 7 
le, 
a- 
8. © “INTERNAL PROCEDURE INSPECTION” An automatic monthly service in and are extremely difficult to discontinue. It also abolishes all special cam- 
which the dealer is reminded each month to check a portion of the 312 criti- paigns. It makes every day a bonus day, with absolute and instant control 
cal points in the management of a dealership. It is a self-improvement type by the dealer eesremnniiniionneanianiaily: a 
a” of operation of the question and check-off method. Similar kinds of systems Please enter our order for the items checked above for a total of $ Ger wht 
«a are in wide and regular use by Factory sponsored and financed dealer- our check is enclosed, or please bill us for this total ( ), at which time we will remit. 
s- ships. This would come to you automatically as a part of an annual sub- OR 
g, scription to our “Research Management” Service. It is-however, available 
y; to you separately. Cost for a yearly subscription, when purchased sepa- 10.) Please enter our order for one (1) annual subscription to your “RESEARCH 
ts CORE cnamamimcmnes sahsteabaatiniaga ees $36.00 MANAGEMENT™ Service to include all of the above, plus additional items and services 
is allie de bi ale ca ots * for the full term of one year, payment as follows: 
ri- 9 0 “THE IN LOCK" A new and unique m awarding campa 
> bonuses and prizes, monthly bonuses, annual employee bonuses, and yes (check ene) ae $29.25 enclosed, balance to be paid querterly, $29.25 per 
any kind of an achievement award. It does away with annual incentive and Enclosed is our check for $99.45 in full payment for the annual sub- 
bonus plans, which once installed seldom accomplish the desired results, scription, .. eialeddiguinetaaiteeataahanninigiveiiitaieds SAVING $17.55. 
th 
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Ts Dealership Name Street Address City & State 
n- 
n, 
Sig. of Dealer Title Make of Car Handled Units Yearly 
he 
WwW J 
in. 
by 


de 10600 Puritan Avenue, Detroit 38, Michigan 


rs. 








AUTOMOTIVE NEWS, MARCH 25, 1957 


contract price, the dealer is not | car for sale to the public. It entered 
responsible for negligence of the |intoa contract with Rex Wann who 
contractor who injures someone|Wwas engaged in doing such work. 





Wann had agreed to install the air 
conditioner in the Lincoln at a fiat 
contract price, and no agent or 





Lawsuits Aff. ecting Dealers... 





Court Decisions 


| volving other automobile dealers! win the suit. 


By Leo T. Parker 
Attorney at Law 
r IS well recognized that lawyers 
want to win law suits even 
more than clients require favorable 
verdicts. What chance, however, has 
a good lawyer to win a suit for an 
automobile dealer who, having given 


|while doing the 
work. Knowledge 
|of this law en- 
|abled an auto- 
|mobile dealer to 


| know how to conduct the business, | For instanes. in 
from a legal standpoint, and gener-| z;; 

il dt d iq-| Hines v Fred 
ally are prepared to win unavoid-| Jones Co., 229 Fed. 


able law suits. Rep. 213, the testi- 
, s 2» mony showed 


No Control facts, as follows: 
The Fred Jones 





The automobile together with 
the air conditioning unit was 
delivered to Wann. At the time 
it was delivered to Wann, the 
car had no license plate attached. 
The installation was made and 
an accident occurred while Wann 
was driving the car to test the 
efficiency of the installation, In 
the accident a pedestrian was 
seriously injured and he sued the 
Fred Jones Co, for heavy dam- 


official of the Fred Jones Co. had 
any power of direction or control 
over Wann in doing work, or test- 
ing the installation. The court said: 

“The Company had no power of 
direction or control over Wann in 
doing the work, It had no authority 
to direct him to do anything. He 
was free to do the work in any 
way he saw fit. The company couid 
neither direct him to road test or 
refain from road testing the in- 
| stallation.” 





little or no consideration of elemen- | FEW days — = higher court | Co. is the author- L. T. Parker ages. a 
tary law, has already lost the suit?| rendered an important decision |jzeq Lincoln automobile dealer. It| The higher court refused to hold|Check Not Paid 
The answer is: Not much chance!| to the effect that if an automobile) desired to have an air-conditioning |the Fred Jones Co. liable in dam- CCORDING to a late higher 





court decision the failure of 
the purchaser to see that a bank 





Readers who know the cause and | dealer gives a contractor a contract | unit installed in a Lincoln automo-j|ages to the injured pedestrian be- 
outcome of legal controversies in-!to perform certain work, at a flat| bile in the process of preparing the |cause the testimony showed that 











































































That women have long held the nation’s purse 
strings, is a fact with which every marketing man 
is acquainted. In years past, however, it was con- 
sidered the man’s perogative to select the family 
car. But, the market experts will tell you, today 
women are fast invading this last male stronghold. 
The new colors and fabrics are direct results of 
their influence—and, to a great extent, so is the 
increased use of stainless steel. 


The modern woman knows the value of this amaz- 
ing metal. She has worked with it in her kitchen 
and is familiar with its resistance to rust and 
corrosion and she likes the way it stays new for 
years on end with a minimum of attention. She 


check, given to the seller of an 
automobile, is paid results in a 
breach of the contract by the pur- 
chaser and the automobile dealer's 
obligations immediately cease. 

For instance, in State of Cali- 
fornia v. Scholder, 300 Pac. (2d) 
384. the testimony disclosed these 
facts: A dealer named Scholder 
sold an automobile to Mr. William 
J. Barrett. The car was duly de- 
livered with temporary license 
plates attached. Scholder got from 
the Department of Motor Vehicles 
for Barrett a set of new license 
plates. 

As part of the transaction, Schol- 
ider held a check of Barrett for 
|$55.92. At the time Scholder had 





= |the new license plates in his pos- 


= 
© 
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"..and it's all Stainless Steel" 


wants stainless and discerning designers are 
catering to her wish. 


The promise for tomorrow—more and more 
stainless—much of it from the mills of Sharon 
where buyers know they can expect consistent 
quality, plus the industry’s finest finish. 


CORPORATION 
. PENNSYLVANIA 
; Cmrcaco, Cincinnati, CLEVELAND, 





»|ment or felonious 


| session, and before he had delivered 
them to Barrett, he discovered that 
Barrett's check for $55.92 was no 
| good for want of sufficient funds in 
the bank. 


Thereupon, Scholder refused 
delivery of the license plates to 
Barrett who was very much 
angered and immediately filed 
a suit against Scholder for em- 
bezzlement. 

The lower court convicted Schol- 
|der but the higher court reversed 
the verdict, saying: 

“The problem here is whether 
there is any evidence which would 
permit the lower court to draw the 
inference of fradulent intent. We 
|find here no evidence of conceal- 
intent, or any 
jact upon the part of the defendant 
(Scholder) which was injurious to 
a right of the purchaser or by 
| which any undue advantage was 
| taken of him. There is nothing in 
the transaction which affords 
ground for a finding of fraudulent 
intent.” 

In other words, this higher court 
held that a bank check is deemed 
to be cash, and the instant a bank 
check given by the purchaser of an 
automobile is returned to the seller 
unpaid, the purchaser has breached 
his purchase contract and the seller 
is privileged to stop all further per- 
formance under the contract. 


17 Distributors 


Named for UMS 
Council Meeting 


DETROIT. The 17 members of 
the 1957 United Motors Distributors 
Council, who will hold their first 
meeting Apr. 8-9, are announced by 
Roland S. Withers, general man- 
ager. 

The council will meet in Detroit 
with Withers and Edward L. Lape, 
general sales manager. Policy, 
merchandising, marketing, prod- 
ucts and advertising are on the 
agenda. 

“The two-way flow of informa- 
tion gained from our Distributor 
Council meetings has been of tre- 
mendous value to United Motors 
and to our distributors,” Withers 
| said. 

Members of the 1957 council are: 
O. D. Bleakley, St. Petersburg, Fla.; 
M. D. Bodam, Pueblo, Colo.; K. V. 
Browne, Little Rock, Ark.; Robert 
C. Burrell, Salem, Ore.; C. H. Calla- 
han, San Antonio; William Eber- 
hart, Baton Rouge, La.; W. E. 
Glyer, Sacramento, Calif.; Robert 
Judelson, New York; F. A. Mc- 
Hugh, St. Louis. 

W. T. Manning, Fall River, Mass.; 
George Moutoux, Evansville, Ind.; 
W. D. Myers jr., Joplin, Mo.; Har- 
old Peters, Columbus, O.; R. E. 
Sass, Davenport, Ia.; M. D. Taylor, 
Andalusia, Ala.; H. B. Truslow, 





*|Richmond, Va., and H. D. Yeager, 


Ann Arbor, Mich. 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 





Better Systems Needed, but Makers Go Slow... 





Horns: A Dilemma in Sound 


By John T. Benedict 


Engineering Editor 
i horn engineer is well aware that his current produc- 
tion designs are woefully inadequate for certain driving 
situations. Tests have proven that at 60 m. p. h., under nor- 
mal, closed-car driving conditions, the ordinary automobile 
horn is not heard until the passing car is wheel-to-wheel with 


* * * 











New Mechanism— 


Current GM production horns embody | 
the simplified electrical “powerplant” | 
shown on top. Designed for ease of manvu- 
facture and suitability to automated assem- 
bly, the new unit serves the same purpose 
as its predecessor: Producing controlled 
vibrations in the metal diaphragm that 
generates the desired “tone” or musical | 
note for the horn. 


HILADELPHIA. — A develop-| 

ment which promises to bring 
about major improvements in ma- 
terials handling and to save millions 
of dollars for industry already has 
made possible better storage bat- 
teries used to power electric indus- 
trial trucks. 

This development, engineered 
by Exide industrial division of 


Electronics Device 
Tests Distributors 


At Ford Plant 


SILANTI, Mich.—Ford Motor 

Co, has sponsored the develop- 
ment of an electronic test stand for 
distributors and has installed a bat- 
tery of the units in its parts and 
equipment division plant here. 

The test stands, developed and 
manufactured by Airborne In- 
struments Laboratory, Mineola, N. 
Y., check each distributor pro- 
duced at the plant. 

Parameters of performance are 
displayed on a 17-inch television 


(See Photo, Page 22) 


Picture tube for calibration by 
operating and quality-control per- 
sonnel. 

The test is said to subject each 
distributor a more severe range 
of conditions than it normally 
would encounter in the automobile 
engine. 


| alleviate 


‘Filter’ Battery Adds Zip 


Porous Tubing Facilitates Electrochemical 
Action, Lengthens Life 


the car being passed. 


From a technical stand- 
point, the engineer is ready 
with horn improvements that will 
this problem. But his 
hands are tied. The more-effective 


| warning devices cost more money. 


Approval for production release 


|is held up, because the automobile 


companies thus far have been un- 
able to “justify” adding to the cost 
of the car for this purpose. 


Still missing are two essential 
factors required to trigger the 
transition from today’s simple, 
but inadequate horns to tomor- 
row’s more complex warning sys- 
tems. One is a public demand for 
improvement based on recogni- 
tion of deficiencies in present 
horns. The other is a willingness 
on the part of automobile com- 
pany managements to “spend 
more for the warning system” 
than they now spend for horns. 


It is, of course, immediately ap- 
parent that these two factors are 
interdependent. Added costs cannot 
be justified unless the public is re- 
ceptive to the idea of paying more 
for superior designs, 

> 7 * 
| Acume the two powerful cata- 
lysts represented by public 
pressure and increased budgets, the 
horn engineer must content himself 
with refinement and simplification 
of existing designs. 
As a result, there is little likeli- 


Electric Storage Battery Co., has 
enabled the manufacturer to pack 
more storage battery power into 
a given space, an increase of 44 
percent in the rated capacity of 
Exide-Ironclad motive power bat- 
teries within only 3% years. 

This concentration of more power 
into the same battery cube space is 
accomplished through a new type 
of armored porous tubing which en- 
cases the grid spines and active 
material of the positive battery 
plates. 

Users of materials handling 
equipment now can select a battery 
which utilizes this latest develop- 
ment—the new type TG Exide-Iron- 
clad Giant. It has the highest 
ampere-hour-per-cubic-inch rating 
on the motive power market. 

x 7 oe 

A§ THIS new battery becomes 

available, Exide says, users of 
electric industrial trucks will realize 
many advantages. For example, 
improved truck designs and attach- 
ments and new techniques in 
materials handling now enable 
users to operate their equipment 
more efficiently and with greater 
productivity, meaning that more 
power is required within the exist- 
ing space limitations, Exide says. 

Also, with the accomplishment 
of better use of air space in 
warehousing operations, industry 
now is seeking even more efficient 
use of floor space and reduction 

(Continued on Page 31, Col. 1) 





| hood that the horn of the immedi- 


ate future will show any significant 
functional improvements, Changes 
in the offing for the near future 
are not of the type that will boost 
horn effectiveness as a warning de- 
vice to any great extent. 

Yet, despite the discouraging 
outlook, designers are busily at 
work perfecting a variety of ad- 
vanced signalling systems, Ever- 
hopeful that cost barriers may be 
lifted at some future date, horn 
engineers are experimenting with 
dual “town and country” circuit 
layouts featuring equipment that 
will provide the powerful pene- 
trating noise needed for adequate 
warning on the open highway 
and revert automatically to a 
softer tone when used in the city. 

At one auto company, an engi- 
neer reported that several practi- 
cable “answers” are available. He 
said that the new horn can be 
heard when sounded 200 feet be- 
hind a car travelling at highway 
speeds, yet will “cutback” auto- 
matically to a soft, pleasant sound 
when operated at low driving 
speeds in urban areas. 

In reply to a question about the 
“status” of such projects, the same 
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man asserted that development pro- 
grams have been carried to a point 
where the design is considered 
ready for immediate production re- 
lease if approval could be obtained 
for the added cost. 

ed * * 
Radio Frequency Signal 
Called ‘Ultimate Horn’ 


2 they dare turn their 
imaginations loose to free- 
wheel into the future with no re- 
straint imposed by design com- 
plexity or manufacturing cost, horn 
engineers often envision use of in- 
audible sound in the radio fre- 
quency range as the “ultimate” in 
automotive warning systems, 

In essence, such a system would 
enable the overtaking car to broad- 
cast a highly directional radio sig- 
nal which would be received by the 
car ahead and relayed to its driver 
via either a dashboard blinker light 
or buzzer sound. 

Although regarded as technically 
feasible, such a system could not 
be perfected and manufactured 
economically until many difficult 
design and production problems are 
overcome, So far as can be deter- 
mined, the industry at present does 
not have any active, large-scale 
projects under way aimed at de- 
|velopment of radio frequency de- 
| vices for a specific model year in 
| the future. 

For a further glimpse of the 
(Continued on Page 26, Col. 1) 
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New Suspension Systems 


Exemplify Contrasting Views 


S EXPECTED, an overflow 
crowd attended the SAE sus- 
pension meeting in Detroit early 
this month. The capacity audience 
was treated to excellent technical 
presentations on two of the year’s 
outstanding engineering accom- 
plishments: GM air suspension and 
Chrysler torsion-bar suspension. 
Varied presentation techniques 
used by the different authors lent 
added zest to the stimulating pro- 
gram. A method I had not seen 
employed previously at SAE 
meetings of this type was used 
by GM engineers. Their entire 
technical paper on experimental 
development of the air spring was 
given in the form or a recorded 
talk, illustrated by full-color 
photographs keyed to subject mat- 
ter of the talk. 
Cadillac engineers who co-au- 
(Continued on Page 22, Col. 1) 





Automation Captures Army Parts 


prac, an electronic data proc- 
essing system hailed as “a giant 
step toward automation in business,” 
now is operating at the Army Ord- 
nance Tank-Automotive (OTAC) 
headquarters in Detroit. The in- 
stallation is described as “the 
world’s largest electronic brain” by 
Radio Corp. of America, which built 
the $4.1 million system. 

In keeping track of the Army’s 
vast inventory of tank and auto- 
motive parts all over the world, 
Bizmac has three main functions: 
Spare parts inventory, spare parts 
cataloguing and forecasting sup- 
ply requirements. 

Automotive implications are ap- 
= = > 





parent in the obvious carryover of 
Bizmac automatic control principles 
into the industry’s production, ship- 
ping, distribution and warehousing 
functions. 

Interest among auto makers is 
being aroused by the possibilities 
for attainment of better service, 
quicker deliveries and more effi- 
cient manufacturing and stockpiling 
of automotive equipment items. 

= ” +. 
HE four basic units comprising 
the system are devices for: In- 
| formation input, file storage, data 
| processing and information output. 
Covering 20,000 square feet of floor 
| space, the Bizmac installation in- 


Electronic Data Processing System— 

This overall view shows RCA's Bizmac system in operation at headquarters of the 
Army Ordnance Tank-Automotive Command. The console in the foreground is the 
computer, while the other three are sorters. The complete system includes 220 inte- 
grated units comprising 19 different types of equipment. 








cludes some 220 integrated units of 
19 different types of equipment, 
weighing a total of 217 tons. 


The system has reduced months 
of paper work to minutes of push- 
button operation. It keeps track of 
more than 100 million facts about 
the Army’s vast inventory of tank 
and automotive spare parts through- 
out the world—everything from nuts 
and bolts to entire engines. 

Bizmac maintains up-to-the- 

minute information about what 
supplies are on hand, how fast 
they are being used, what has 
to be ordered and in what quan- 
tity. 

Maj.-Gen. Nelson M. Lynde jr., 
commanding general of OTAC, an- 
ticipates that the Bizmac system 
“should make possible a sharp re- 
duction in our inventories because 
of its more timely processing of 


records.” 
* = * 


Continuing Saving 
yas expected substantial cut in 
the amount of inventory carried 
would mean, according to Lynde, 
“that the cost of maintaining our 
inventory may be reduced by many 
millions of dollars—and this, of 
course, should be a continuing sav- 
ing.” At this rate, the OTAC com- 
mander believes the Bizmac system 
would pay for its initial cost “many 
times over” every year. 

Brig.-Gen. David Sarnoff, chair- 
man of RCA, said the Bizmac sys- 
tem has many unique features 
which “mark it as a giant step 
toward automation in business.” 

“Because Bizmac can deliver 
the results of its work in almost 
any form that modern high-speed 
business operations require,” he 
said, “it is capable of producing 
significant improvements in the 
data processing procedures used 
by both military and civilian or- 
ganizations. It provides business 
with a powerful new ally in the 

(Continued on Page 25, Col, 1) 
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thored a paper telling about the 
application of the air spring to the 
production design used on the El- 


sions of the papers, pointed out that 


these two designs provide a con- 
trast in points of view and objec- 


dorado Brougham followed with an | tives that prompted the two differ- 


excellent talk given “live” in more 
conventional fashion and well il- 
lustrated with slides. 

From the standpoint of technical | 
information, the Chrysler talk was| 
equally illuminating. However, the | 
two individual presentations com-| 
prising the torsion-bar description | 
also were notable for a refreshing 
air of informality and humor, as 
the two Chrysler engineers applied | 
“the light touch” throughout their 
talks. 

Fundamental differences in 
operating principles and design de- 
tails on these two types of sus- 
pension are the end-products of| 
diametrically opposite engineering 
“approaches” adopted by the two 
companies which originated them. 

* * * 


OBERT N. JANEWAY, who 
came forth with brief discus- 


ent systems: (1) air suspension is a 


| manifestation of research and de- 
sign engineering aimed at improv- 
ing the ride without regard for cost; 


(2) torsion bar front-end is a prac- 
tical example of what can be ac- 
complished through the normal 
engineering procedure where manu- 
facturing cost is a prime factor. 


For a brief moment, it appeared 
that the discussion period might 
become rather lively, as Janeway 
inquired blandly: “In regard to air 
suspension, what does this suspen- 
sion system do that cannot be 
done at lower cost by other 
means?” 


The GM reply went deep into a 
controversial area of suspension 
theory to assert that no known ar- 
rangement of steel springs can 
match air suspension in providing 








constant ride frequencies through- 
out the vehicle load range. Presum- | 
ably, this answer was related to air | 
suspension attributes such as con-| 
stant riding height and “ideally” 
variable spring rates that give the 
end-result of vehicle ride which 
does not vary its characteristics 
with load changes. 

Time limitations and an under- 
standable restraint in public airing} 
of opinion terminated the air-sus- 
pension discussion. 

Had it continued, many of us were 
hoping the experts might have ex- 
plored such interesting questions as: 
(1) Is “constant ride frequency” 
really a desirable suspension attri- 
bute? (2) Does the constant ride 
frequency of air suspension exist 
only in the realm of theory? 


Popular Guessing Game: 


Air Suspension Cost? 


Ss talk of probable cost 
levels for next year’s optional 


} 





| air-suspension systems is character- 
|ized by much speculation and little 


firm information. 

Most guessing (not to be con- 
fused with “estimating”) places this 
figure in the range of $350 to $500 
—with some variation depending 


= 5 


Testing Ford Distributors— 


An electronic test stand checks Ford 
distributors at the company's parts and 
equipment division plant in Ypsilanti, 
Mich. An operator checks characteristics 
as they appear on a television screen. 
The stands ore manufactured by Airborne 
Instruments Laboratory, Mineola, N. Y. 





upon the particular make being 
discussed. 

In one sense, such extremely 
high prices may be interpreted as 
a deliberate deterrent upon the 


UTICA 


halimark of quality in hand tools since 1895 


As a division of Kelsey-Hayes, Utica will continue 

to produce the world’s most complete line of superalloy, drop-forged, 
electronic induction-hardened pliers and wrenches and other precision hand 
tools . . . quality in tools that has made famous the Utica name. 


Kelsey-Hayes becomes a leader in another 
important field . . . serving industry and the home. 


XID 


Utica is the only line of hand tools comme 
an unconditional guarantee. Distribut 
nationally. 
© Pliers 


© Snips 

© Adjustable Wrenches « Punches 

e Custom Tools « Star Drills 

e Screw Drivers « Nail Sets 

© Chisels e Bit Extensions 


Kelsey-Hayes Co., General Offices: Detroit 32, Michigan. 


KELSEY-HAYES 


Automotive, Aviation and Agricultural 
15 PLANTS / Detroit and Jackson, Michigan; McKeesport, 


Parts « Hand Tools for industry and Home. 


Pennsylvania; Los Angeles, California; Windsor, Ontario, Canada 


Jackson, Michigan ¢ Springfield, Ohio—2 plants—(SPECO Aviation Division) « Utica, New York—4 plants—(Utica Drop Forge 
and Tool Division) « Davenport, Iowa (French & Hecht Farm Implement and Wheel Division) 
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demand for these relatively com- 
plex new suspensions. Some ob- 
servers predict that the production 
and marketing approaches to air 
suspension in 1958 may resemble 
current-model handling of fuel 
injection. 


In other words, a number of 
makes, technically, may be able to 
assert a claim that they are offer. 
ing air suspension—when, in actu- 
ality, the first-year sales of this 
optional equipment will be re. 
strained by extremely high cost and 
rather limited availability. 


In this way, the makers can 
hope to enjoy the advertising ad- 
vantages of air suspension; and, 
at the same time, gain needed field 
experience without danger of im- 
pairing the reputation of their prod- 
uct by large-scale offering of an 
important mechanical feature that 
has not been perfected sufficiently 
for full production release. 


For the near future, the paths of 
air suspension development for 
passenger cars are fairly clear both 
as to production volume and prob- 
able cost levels. What is puzzling 
many industry executives, however, 
is the long-term outcome of present 
intensive efforts on vehicle sus- 
pensions. 

= * ad 

PECIFICALLY, there still is con- 

siderable uncertainty in many 
minds regarding the role air sus- 
pension is to play in standard pro- 
|duction cars of the 1960 and 1961 
|model years. Over-riding the ob- 
|vious technical problems are the 
jhard dictates of “economics.” In 
|basic terms, this requires future 
| product planning based on estimates 
|of anticipated engineering progress 
| and forecasts concerning the vital 
|question: “when air suspension is 
jin volume production, how much 


| will it increase the cost of the car?” 


| 

Again, there is a wide range 
| of opinion on a key point. De- 
pending upon who is doing the 
estimating, and how far ahead he 
| is attempting to peer, I have been 
| 





getting figures in the range of $40 

minimum to $150 maximum. A 

number of individuals who are 
| close to air suspension develop- 
| ments favor a figure in the range 
| of $80 to $100 as a reasonable 
guess for added cost per car at the 
manufacturing level. 


As a guide to validity of all esti- 
mates we have given you relative 
to immediate and long-term air sus- 
pension costs: I must admit they 
are based, in large degree, on in- 
formation from the+same reliable 
|sources who were 50 percent too 
low in guesses of first-year cost 
levels for the industry’s optional 
fuel injection systems. 

= > «€ 


Engineer’s Hobby Provides 


Horns for Every Purpose 

WHEN riding with John E. Irwin, 
you have to be careful about 

pressing any strange-looking but- 

tons or switches that attract your 

attention. Purely 

for test purposes, 

the Delco - Remy 

horn engineer has 

equipped his 

|Chevrolet with an 

Eldorado 

Brougham quad- 

ruple-horn instal- 

lation. This four- 

trumpet quartet 

alone should be 

be sufficient to set 

|his car apart from J. E. Irwin 

other less well-endowed automo- 

biles. 

| But, in addition, Irwin has from 

time to time been known to rig up 

such all-occasion horns as: “thanks 

a lot” sound for those who extend 

courtesy on the road; an unmistak- 

able “raspberry” salute used in lieu 

of a thumbed-nose when someone 

has been particularly obnoxious; 

and a “backup-warning” signal con- 

sisting of a buzzer sound or tinkling 

bells that operate when a car is 

moving in reverse. 


Among other memorable nov- 
elty horn sounds created by Irwin 
are “Chevvy-song” (See the 
U.S.A.) musical horns for Dinah 
Shore and Art Baker. Another in- 
teresting project was the “horn 
organ” used by Delco engineers to 
seek-out various combinations of 
musical notes that would be effec- 
tive for warning signals and still 
sound pleasing to the ear. 

This mobile unit consisted of 12 
horns tuned to different frequencies. 
I’m told that its entertainment value 
was rather limited, since it was in- 
capable of playing anything but 
| simple songs. 


| 
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THE BEST DEALERS 
SELECT THE BEST 


efficiemcy __. positive air-power 
actuation plus automatic retraction helps 
men do faster, neater, better work. 


styling... .clean, functional designcom- 
mands customer confidence... transforms 
any lube room into a “service showcase.” 


dependability __. maintenance 
is the lowest ever recorded for similar equip- 
ment... installation is simple and easy. 


When you are ready to make your lubrito- 
rium a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


*Registered Trade Name 


..-Says President Art Grissom: 

ART GRISSOM BUICK COMPANY, CENTER LINE, MICHIGAN 
“The neat, clean appearance of Lincoln equipment has helped 
build prestige for my business. We have chosen Lincoln equipment 
again and have just installed nine new Overhead Lubreels on the 
basis of past service and performance.” 


Engineers and Manufacturers 


AUTOMATIC LUBRICATING EQUIPMENT 





Tube Bending Press Permits 


2 Angles in Same 'U' Frame 


A vertical ram-type tube bending press, 
capable of making two bends in each 
of two or more tubes, and able to bend 
two different angles in the same “U”" 
frame, has been marketed. 

The press, model 6-T, incorporates a 
self-contained hydraulic system built for 
continuous production. It has a rated 
capacity of six tons and is designed so 
that full ram tonnage is available for the 
bending action. Pines Engineering Co., 


Inc., 601 Walnut St., Aurora, lil. 
i 


Tool Holders Designed 
For Throw-Away Blanks 


A line of tool holders for use with 
throw-away type cemented tungsten car- 
bide blanks has been announced by Car- 
met Division, Allegheny Steel Corp., 
Pittsburgh 22, Pa. 

Tool holders of this kind are used 
with throw-away blanks in the machining 
of metal and other materials. Small car- 
bide tips, designed to give a large num- 
ber of sharp cutting surfaces, used in 
these holders are easily indexed to a 
new cutting surface while holding the 
tool location. The Carmet holders are 
cadium plated to resist corrosion. They 
ore available in more than 90 styles and 
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Chilling Chamber Developed 


For Testing Metals 


A low-temperature chilling machine 24 
inches high, has been developed by Cin- 
cinnati Sub-Zero Products, 3930 Reading 
Rd., Cincinnati 29, O., to chill metal 
specimens for impact testing. 

Known as the Lo-Boy, Model LA-120-2, 
the machine is said to permit accurate 
control of temperatures from +25 to 
—135 degrees Fahrenheit. It moves to 
any location on four swivel-type rubber 
casters. The chilling chamber is 24 inches 
long by 12 inches wide by 12 inches deep, 
with clear opening at the lid 21% by 
10% inches. By ae 


Aluminum-Silicone Tape 
Announced by Mystik 


A pressure-sensitive aluminum foil tape 
with silicone adhesive has been announced 
by Mystik Adhesive Products, Inc. 

Mystik No. 7402 aluminum foil tape is 
‘said to have a two-mil annealed foil back- 
ing and an inorganic silicone rubber ad- 
hesive. A holiand-cloth liner is said to 
allow easy dispensing. It is said to be 
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the only pressure-sensitive aluminum foil 
tape made with silicone adhesive. Temper- 
ature range is rated by the manufacturer 
from minus 100 degrees F. to 550 degrees 
F., but in actual applications the tape al- 
legedly has performed satisfactorily at 
temperatures in the range of 1000 degrees. 


Rotary Storage Unit Offers 
Demand-Feeding System 


A high-capacity storage unit for parts 
or blanks that can roll, for use in auto- 
mated processing lines, has been devel- 
oped by the Gear-O-Mation Division, 
Michigan Tool Co., 7173 E. McNichols Rd., 
| Detroit 12, Mich. 





The rotary unit is designed to offer a 
jtrue demand-feeding system from a con- 
|trolled mobile storage medium. As shown 


| here, the principle is used to store and 


feed ring-geor blanks for a broaching 


operation. Capacity with this part is over | 


300 units. Operation is all-pneumatic to 
insure trouble-free life, it is claimed. 
> 7 > 


Aluminum Industrial Wheel 


Features Neoprene Tire 


An aluminum industrial wheel for sys- 
tems in continuous operation, incorporat- 
ing a DuPont neoprene tire, has been in- 
troduced by R & K Industrial Products 
Co., 1945 N. Seventh St., Richmond, Calif. 


The R & K Loadmaster wheel is said to 
solve the problem of increasing load 


| capacity without sacrificing rollability. 
| Through the use of Neoprene, the wheel 
| resists deterioration caused by animal fats, | 
| oils, greases, acids, brines, as well as | 


abrasion, cutting and 
of its low operating 
wheel is recommended for power-pulled 
systems in continuous operation where 
friction heat is a problem. 

o & 


chipping. Because 
temperatures, the 


Electrical Filing Machine 
Houses 200,000 Records 


An electrical filing unit that requires 
less than 23 square feet of floor space 
to house over 200,000 five by three-inch 
records has been marketed by Diebold, 
Inc., 818 Mulberry Rd., Canton 2, O. 

Known as the Super 63 Elevator File, 
the unit provides automatic record selec- 
tion at the touch of a bution. When 
depressed, a latch-type button automati- 
cally holds contact until the desired rec- 
ord pan reaches correct working position. 
Trays are 13 inches deep and are inter- 
changeable. All mechanical operations are 
guarded by multiple safety devices. 


'Pushnuts Now Available 
\In 410 Stainless Steel 


Type “H" Pushnut Fasteners for un- 
threaded studs of die-cast nameplates, 
medallions, grilles and ornaments are now 
| available made of 410 stainless steel, for 
applications requiring a high degree of 
corrosion resistance. 


The fasteners feature four gripping 


space have been introduced by Torrington 
Co.'s bearings div., Torrington, Conn. 


Featuring compact size and light weight, 
these bearings were designed for appli- 
cation’ demanding precision, small cross- 
section, high-speed endurance and long 
pre-greased life. The cost is said to be 
low for a bearing of this type. 


* * * 


|teeth that hold tight even on hard or | 
| slippery plated studs; long spring arch | 
that compensates for wear on parts; and | 
turned up ends that slide smoothly and | 


prevent damage to seating surface. Sizes 
are available for 1/16, 3/32 and Y% of 


an inch studs, Palnut Co., Glen Rd., 


Mountainside, N. J. 


Drilling, Broaching Unit 
Announced by Colonial 


A multi-station drilling and broaching 
machine has been developed by Colonial 
Broach and Machine Co., P. O. Box 37, 
Harper Station, Detroit 13, Mich. 


The six-station unit drills, chamfers, 
reams and surface broaches 304 auto- 
motive pawls per hour in a cycle time of 
18 seconds. The design is said to be 
applicable to other automotive, aircraft 
and business machine parts. 

> 
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Grinding Wheel Features 
Interchangeable Segments 


A grinding wheel featuring a grinding 
surface that is formed by a series of 
separate, replaceable rubber segments 
gripping the coated abrasive is being 
offered by Nu-Matic Grinders, Inc., 8224 
Carnegie Ave., Cleveland 3, O. 


Segments can be replaced when worn 
or damaged, and are available in a 
variety of hardnesses for use in any com- 
bination to attain different cutting actions. 
Called Flexcore, the wheel is designed so 
that complete peripheral contact is made 
with coated abrasive band. Wheel diame- 
ters of 3, 4, 5 and 6 inches are included 


in the line. 
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Low-Cost Roller Bearings 
Introduced by Torrington 


Drawn-cup roller bearings for installa- 
tions requiring high capacity in minimum 


‘Power Roof Ventilators 


Provide Positive Air Intake 


The ILG Type SRQ power roof ventila- 
ltor is designed to assure positive fresh 
air intake for buildings with inadequate 
| ventilation or with a ‘negative head” of 
| interior air pressure due to high volume 
exhausting. 
| The ventilators, produced by ILG Elec- 
| tric Ventilating Co., 2850 N. Pulaski Rd., 
| Chicago 41, lll., reverse the conventional 
| ventilating procedure, and blow air in in- 
| stead of out. They are available in five 
sizes with low and high speed models, 
| ranging in capacity from 1,310 to 11,880 
c.f.m. Also available with one-phase and 
three-phase motors. 
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Nylon Bearing Designed 
For Snap-In Mounting 


A series of standard sizes of a nylon 
bearing is being manufactured by Thomson 
Industries, Inc., Manhasset, N. Y. They ore 
known as Snap-in Nyliners and are desig- 
nated Type 7. 


* © 


These bearings are said to have a flange 
on both ends which retains them in a 
hole in sheet metal. One flange has suffi- 
cient area to take thrust loads, Thomson 
said. The bearings ore provided with a 
helical split which is said to be equal in 
width to expansion and contraction of 
nylon due to temperature changes and 
moisture absorption. This .will prevent, 
Thomson said, changes in the bore diam- 
eter and permits close fits of shaft to 
bearing. 


Baldwin Compacting Press 
Features Rigid Construction 


A compacting press of rigid design and 
engineered for versatility through easy 
application of accessories, has been devel- 
oped by the Hamilton Division, Baldwin- 
Lima-Hamilton Corp., Hamilton, O. 


Designed in line with a trend toward 
equipment with multiple motions, the 
Baldwin 30-W has packaged D-frame con- 
struction, promoting steadier, more pre- 
cise operation. The welded steel frame 
of the press, it is said to support the die 
set on all sides, directly applying its own 
rigidity to the working parts — the upper 
ram, floating die holder and ejection 
mechanism, each a unit assembly. It is 
pressure-rated at 30 tons. 


Lightweight Differential Hoist 
Placed on Market by Thern 


A lightweight differential hoist, with 
capacity of 1,000 pounds, has been devel- 
cped by Thern Machine Co., 3760 W. 
Fourth St., Winona, Minn. 

Known as the Thern Differential Hoist 
| 31H, this hoist saves up to 25 percent of 
| the pull necessary to operate because of 
incorporation of anti-friction needle bear. 
|ings in the lower sheave, it is claimed. 
Weighing only 29 pounds, it is readily 
portable and can be transferred from 
one job to another easily. If desired, it 
can be mounted on a trolley for move- 
ment of loads from one location to 
another. 





* * * 


Boring Bars Features 
Interchangeable Anvils 


Transferability from a turning to a 
threading or facing operation, or from 
one requiring triangular inserts to another 
requiring round or square throw-awoays is 
said to be provided in micro-adjustable 
boring bars available from Wesson Co., 
1220 Woodward Heights Bivd., Ferndale, 
Mich. 

Complete tool change requires only the 
interchange of one piece, the standard 
anvil. The rest of the boring bar includ- 
ing chip breaker clamp and micro-adjust- 
ment, do not require any change, it is 
claimed. The interchaneable anvils are 
fitted with carbide anvils to support the 
| throw-away inserts. The design is said to 
| provide long-life and shock resistance for 
| the throw-away _inserts. 


Gap Presses Developed 
For Automotive Industry 


A line of Hamilton gap presses, ranging 
in capacity from 100 to 300 tons in both 
single and double crank types, is now 
available from Hamilton Division, Baldwin- 
Lima-Hamilton Corp., Hamilton, O. 

Developed primarily for shallow draw- 
ing, forming and blanking duty in the 
automotive industry, and applicable in 
other industries, the presses have bed 
areas large enough to accommodate the 
more sizable blanks that are formed into 
auto-body grille and bumper guards. 
Single and double crank types are avail- 
able, depending on width requirements 
of the blanks. 
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Vast ‘Brain’ Spee 


(Continued from Page 21) 


continuing battle with paper 
work.” 

Data on more than 170,000 sepa- 
rate tank and automotive spare 
parts are fed into the system daily 
from 10 Ordnance depots in the 
U. S. and ultimately from overseas 
depots. 

Bizmac, under the direction of 
skilled operators, sifts the data to 
make sure the right supplies are 
at the right place at the right 
time, preventing both costly sur- 
pluses and critical shortages that 
might interfere with a task force’s 
combat readiness. 

a. * a 

At ELECTRONIC speed, the Biz- 

mac system can take inventory, 
catalog spare parts, prepare manu- 
scripts for catalogs, forecast supply 
requirements and produce budget) 
summaries. Charles S. Diehl, chief 
of OTAC’s electronic data proces- | 
sing branch, said the system can: 

1. Complete in 48 hours an in- 
ventory procedure that formerly} 
took up to three months. 

2. Handle in a half-hour a price 
calculation that once took a clerk 
five weeks of steady work. 

3. Process by computer in one 
hour as much work as 400 girls 
with hand calculating machines | 
could turn out in the same time. 

4. Record information on mag- 
netic tape and read from tape at 
1,700 words per second. 

5. Store on a single 10%-inch reel | 
of magnetic tape as much informa-| 
tion as previously was held in ten) 
file shelves. 

6. Print shipping orders and | 
other business paper work at a | 
speed of 600 lines per minute. 

7. Reduce by 85 percent, over the | 
next year, OTAC’s visible records | 
which now are on 10 million file 
ecards, punched cards, metal plates 
and handwritten sheets. 


* > * 


Four Basic Units 
[a= Bizmac system includes four | 
basic units: Input devices for 
preparing and feeding Siommetien! 
and instructions into the system; | 
storage devices for filing informa-| 
tion within the system so that it) 
is accessible readily on demand; 
data processing devices for sorting | 
and computing as dictated by in-| 
structions, and output devices that | 
provide finished copies of informa- 
tion required. 
The “input devices” include a 
tapewriter that simultaneously pro- 
duces a typed copy and a punched 
version on paper tape; a tapewriter | 
verifier which checks the punched 
tape for accuracy; a tape tran-| 
scriber that transfers data from 
punched tape to magnetic tape at 








a rate of up to 12,000 characters) 
a minute, and a card transcriber) 


which transfers data from punched 
cards to magnetic tape at a rate of 
400 cards per minute. 

Basic storage units in the “file 
storage devices” are tape stations 
that resemble gymnasium lockers. 
The OTAC installation contains 
182 tape stations. Each station 
stores magnetic tape, 2,400 feet 


to a reel. Each tape file is made | 





accessible to other units in the 
system at the touch of a button. 
“Data processing devices” in- 
clude the computer and sorters. The 
computer can accept data from up 
to four tape stations at a rate of 
10,000 characters per second. It can 
perform arithmetic operations at 
the rate of 50,000 decimal-digit ad- 
ditions per second. It is capable of 
storing more than 4,000 detailed 
and separate operating instructions 
on its high-speed magnetic drum 
memory. 
* * * 
[PATA for the problem are stored 
in a still higher speed magnetic 
core memory. This unit, a compact 
assembly of copper wires and mag- 


North Park S-P Tells 
Chicago Expansion Plans 
North Park Sales and Service 
(Studebaker-Packard), which has 
moved to Packard’s former factory 
branch at 1640 N. LaSalle, has an- 
nounced a major expansion. : 
N Zasiebida, president, 
said plans include a 24-hour cus- 
tomer service that will permit 
motorists to leave or pick up their 
autos at any hour of the day or 


dis Ordnance Flow... 


netic cores, can retain information 
indefinitely and release it upon de- 
mand, in a few millionths of a 
second. 

The sorter is a special-purpose 
computer for handling file main- 
tenance economically. It does the 
electronic equivalent of “paper 
shuffling”—sorting and arranging 
messages in ascending sequence, 
extracting messages from the file 
and combining and substituting 
mes 
Included among the system’s “out- 


Shipley Named Dealer 


‘For Hamilton Presses 


PHILADELPHIA.—W. E. Shipley 
Machinery Co., has been appointed 
a dealer for Maryland for presses 
manufactured by Hamilton division 
of Baldwin-Lima-Hamilton Corp. 

Shipley will be responsible for 
sales of all types and sizes of Ham- 
ilton mechanical and Baldwin hy- 
draulic presses—including metal 
powder and plastics compacting 
types. 
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Automation Captures Army Parts 


put devices” are the ele¢tro-mechan- 
ical printer that prints at the rate 
of 600 lines per minute; the mag- 
netic tape transcriber which trans- 
fers data from magnetic tape to 
punched paper tape, and the docu- 
ment printer that prints the entire 
range of letters and characters 
common to a standard typewriter. 
* * * 


Three Main Functions 


ir KEEPING track of the Army’s 

world-wide inventory of parts, 
Bizmac is designed to handle three 
principal functions: 


1. Keeping inventory of spare 
parts: It maintains up-to-the-min- 
ute information about what supplies 
are on hand at each of the 12 depots, 
how much is needed, what has been 
ordered and in what quantities and 
how much material is in transit. 
By checking supplies daily, Bizmac 
will permit a reduction in inven- 
tories. 

2. Cataloguing spare parts: Biz- 





mac will make it possible to pre- 
pare spare parts catalogs for the 


various depots even before a new 

vehicle rolls off the assembly line. 

It will publish up-to-date cata- 

logs within a few days after 

changes are made, instead of hav- 
ing a lag of several months as 
previously experienced. 

3. Forecasting supply require- 
ments: Bizmac now is keeping track 
of how fast the various parts are 
moving at each depot and predict- 
ing how many parts will be required 
in the months ahead. In the future, 
the system is expected to forecast 
how many parts must be on hand 
or on order throughout the entire 
depot system to keep supplies flow- 
ing in orderly fashion from the 
production lines to all users. Peri- 
odically, Bizmac will forecast the 
spare parts needs for advance budg- 
et planning and prepare financial 
analyses of inventory. 

* + + 


aE is regarded as a highly 
flexible system designed for 
standard business procedures. It 
operates on the “building block” 
principle so a business organization 


may use as many or as few units! 


as it needs for a given job. 

The OTAC installation is the first 
Bizmac system to go into full opera- 
tion, but other systems reportedly 
are on order. 








Plastic Patterns— 


Seiberling Rubber Co.'s plastic division 
at Newcomerstown, O., has developed a 
| new process for bonding “Mylar” poly- 
ester film to a variety of other rigid and 
flexible materials, including steel and 
aluminum. As a result, officials claim trim 
for automobile dash panels and other fix- 
tures can be surfaced with duPont's 
' scratch-proof, corrosion-resistant film. 











Get the Complete 


PENNZOIL 
Profit Story! 


w71ill 


pay 


for opening your door this morning ? 


How Pennzoil’s Service-Selling Program 
Takes the Burden Off YOU 


Measure the load on yourself by the number of new and used-car 
sales you have to make every day just to pay overhead. The fewer 
the number, the easier it is for you to make trades profitably in 
this competitive market. The greater the number, the tougher your 
trading position, the lower your net on the cars you do sell. 

So a service selling program that increases both the number of 
R.O.’s and number of services per R.O. is right at the heart of new and 
used-car profits today, because it is the key to overhead absorption. 


Profit Two Ways With Pennzoil’s Program 


Pennzoil offers the right combination for service profits: An oil so 
good it eliminates all prevalent engine problems, keeps customers 
satisfied; and an easy, effective, proved customer relations program 
that brings in a controlled flow of profitable service business. 


The Pennzoil Kontax System® is the most complete, most flexi- 
ble, and simplest customer control method in the industry—for 
over 20 years the favorite of car dealers everywhere. It helps you 
sell ail your services and merchandise, even cars. It upgrades 
service traffic, creates more regular customers, sells more items per 
R.O.—unlocks profit potentials in every phase of your business. 

Now is the time to back your sales force with the trading advantage 
of high overhead absorption. Phone your nearest Pennzoil distribu- 


tor or mail the coupon today for the facts. No obligation. 


FIRM _ 
ADDRESS 
ciry. 


Sales Manager, Kontax System, 
Pennzoil, Oil City, Pa. 


| am interested in increasing my overhead absorption. I'd like to 
know how your system might fit into my business. 


Name of system being used now 


ZONE___ STATE 
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Horns: A Dilemma in Sound 


(Continued from Page 21) 
complexity dictated by expanded 
functions for warning devices of 
the far-distant future, it may be 
noted that the industry’s ad- 
vanced thinkers are looking to- 
ward the possible installation of 
anti-collision deceleration warn- 
ing systems, 

The “fundamental problem” as 
described by a Ford engineering 
executive, is that “as speeds in- 
crease, it becomes more difficult to 
judge the rate of approach to an- 
other vehicle.” He pointed out that 
“Accident reports from express- 
ways and turnpikes point up the 
prevalence of the rear-end colli- 
sion.” 

Some engineers believe that 
radar-type deceleration warning 
signals eventually will be perfected 
to alert drivers when they lack 
necessary “stopping distance.” Also 
prevalent in some quarters is the 
idea that such devices (which tell 
the driver when he should either 
slow down or apply the brakes) will 
be merely a transitional phase in 
evolution toward an automatic 
radar-brake applicator. 

* * > 


ate such radio frequency and 
radar-type warning systems, 
however, are currently in the prov- 
ince of the industry’s advanced re- 
search or product planning groups. 
These futuristic ideas are far afield 
from the practical everyday design 
tasks of today’s horn engineer. 

He is more concerned with such 
mundane matters as the occasional 
difficulty in meeting performance 
specifications related to endurance, 
tone and loudness—while simulta- 
neously acceding to demands for 
cost-reduction and shrinking the 
horn into a compact assembly that 
can be installed in the steadily 
diminishing space allocated for this 
purpose. 

Weapons used by the engineer 
in his struggle to meet current 
objectives include: Redesign for 
simplification and automated pro- 
duction; introduction of new ma- 
terials such as plastic or mag- 

nesium “trumpets” and aluminum 
wiring; conversion to simple, low- 
cost mounting bracket, and elimi- 
nation of components such as the 
horn relay. 

While useful in reducing costs 
and fulfilling present design goals, 
such tricks do not necessarily pro- 
duce a significantly “better” horn. 
Actually, in his thwarted efforts to 
improve the car’s warning system, 
the horn engineer faces a three- 
way dilemma. 

He recognizes that the perform- 
ance of existing designs does not 
measure up to requirements for 


certain driving situations. Yet, in| 
doing something about this prob-| 


lem and providing more effective 
warning systems, 
sounds that are too shrill or “pene- 
trating.” 

This restriction exists, because, 
on the one hand, legislation in 
many areas bans certain types of 
noise, and, on the other hand, auto 
manufacturers demand a “pleasant- 
sounding” horn that will not startle 
or annoy those who hear it. 

. * = 


Auto Companies Demand 
Distinctive Sound 

N THE meantime, while the horn 

engineer tussles with these vex- 
ing problems and conflicting de- 
mands, some segments of the in- 
dustry are preoccupied with two 
other ideas that further compli- 
cate the situation. 

One is the fond wish of each 
auto maker to equip his product 
with a distinctive horn sound that 
would distinguish it from all other 
makes. This objective presumably 
is based on the assumption that 
sales appeal might be affected fa- 
vorably if people could identify a 
car just by the sound of. its horn. 

In trade circles, it is common 
dropped and the present horn 
sound originally was wanted for 


Send for 
free folder. 
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he must avoid | 





the Mercury Turnpike Cruiser. 
As production plans matured, 
however, this objective was 
dropped and the present horn 
specification for the Turnpike 
Cruiser is identical to that for 
other Mercury models. 

The second idea is an even more 
fanciful extension of the same “in- 
dividual sound identity” concept. It 
has sparked some investigations 
directed toward providing a horn 
whose tones could simulate the 
actual name of the car. 


For example, instead of the con- | 


ventional musical blend of tones, 
the “talking horn” might emit a 
pleasant blast which, in time, could 
be identified as saying “Ed-sel” or 


any other name that was desired. 


* * * 


HERE is, however, no 


instances, they are dropped while 

still in the conversational stage. 
Economics, again, is the com- 

pelling reason. As one horn man 


indica- 
tion that such novel ideas are} 
anywhere near production. In some | 





said, “We can give the car com- 
panies just about anything they 
want in a horn—as long as they are 
willing to pay for it.” 

Turning from novelty effects that 
add little or nothing to a horn’s 
effectiveness to consideration of 
functional advances needed in 
warning systems to keep pace with 
automotive progress and changing 
traffic conditions. 

In many quarters, there is an 
opinion that “it is time for a com- 
plete review of requirements for 
signalling and warning devices.” 

Some authorities who are close 
to this design field share a belief 
that the whole subject should be re- 
viewed, with an open mind for 





Dealership Will Continue 

Kariger Motors, Inc., is continu- 
ing as the Studebaker-Packard 
dealership in Fort Wayne, Ind., ac- 
cording to Virgil Kariger, who be- 
came head of the dealership on the 
death of his son, O. E. Kariger. 


Rigid Mounting— 


In the new Delco-Remy seashell horns, 
the separate laminated mounting bracket 
(formerly required for vibration isolation) 
has been replaced with an integral one- 


piece bracket. 
* * 


“radical new thinking” which may 
arise from a fresh approach to the 
problem. 

Currently in original equipment, 
all horns are of the so-called “air- 
tone,” electric vibrator type. Basi- 
cally, the sound is produced by a 
vibrating air column (in the trum- 
pet or “projector’) which is actu- 
| ated through a vibrating metal dia- 


phragm set in motion by a rudi- 
mentary electric “motor.” 

In principle, an air-tone horn ig 
similar to an orchestral wind in- 
strument, with the musical note 
being produced by setting up reso- 
nance in an air column. 

* + * 


Multiple Horns, Notes 


Not Technical Progress 

'YPICAL sound - intensity ratings 

range from 110 to 120 decibels 
on passenger cars, For the com- 
monly used two-note installation, 
a standard pair of horns provides 
a blend of musical notes E-flat (311 
cycles per second) and G (390 
c.p.s.). 

Buick prefers a somewhat higher 
musical “third”—specifying F and 
A, at 350 and 440 cycles per sec- 
ond, respectively. 

A third horn, presently offered 
as an accessory, adds a B-flat tone 
to the E-flat and G combination — 
while C is the third note for the 
F-A combination. The Cadillac 
Biarritz, for example, uses F, A 
and C notes. The Brougham, on the 
other hand, carries four horns, 

(Continued on Page 27, Col, 1) 
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rudi- Makers Move Slowly ... pensions and central hydraulic sys-| regarded as in the category of 

tems, rather advanced projects of uncer- 
rn fs e tees tain outcome. Of more immediate 
to Air, Hydraulic Power concern, it appears that—if exter- 
‘= |Horns Presenting Air, Hydrentie ye 
eas ossible for Horns any criterion—current emphasis is 


none as air suspension| largely upon holding to minimum 
pneumatic systems call for a| cost standards while maintaining 
supply of compressed air, some ob-| horn performance at present levels. 
servers anticipate renewed interest} Production cost pressures were 
in air horns. chiefly responsible for the still un- 

One authority says there are| abated flurry of design activity, 
some “interesting possibilities”| materials changes and alterations 




























































An Auto Dilemma 


(Continued from Page 26) 


ings which blare out the C, E, G and/|radio frequency systems as a long- 


ibels B-flat quartet of notes. range objective, raised by freedom to initiate new| in manufacturing methods. 

‘om While such musical accom-  & *s designs based on compressed air as Plastic trumpets appear to loom 
tion, plishments admittedly are inter- iy ADDITION, some horn experts the power source. He says an air! as a definite cost-saving factor for 
ides esting as intriguing gimmicks; see a need for improved inter- horn “produces more decibels” and | the future. At least two vendors al- 


(311 and, in their own way, represent | departmental coordination to as- 
(390 “progress” in horns—this is not | sure better planning and integra- 
exactly what a technical man has |tion of the horn system into each 


typically is “pitched higher than| ready have plastic trumpets on test 
an electric horn.” Therefore, it is| by the auto manufacturers. 
“more penetrating and capable of ” 6's 





in mind when he refers to the | new-model program, projecting sound for greater dis- 


sher need for “radical new thinking” The target appears to be some tances.” greene aan Por 
and on the subject of warning de- type of warning system that can be Horn Seasheli— Representative of an entirely dif-| and curing techniques, as well as 
sec- vices, built-into” future cars, instead of| To minimize installation space required| ferent design approach, is the some reported difficulties in attach- 


The engineer more likely is| being “hung on” the vehicle (in| for q horn, the “trumpet” with its air hydraulicall tuated h hich | ; i 

; ; . ’ col- y actuated horn, which | ing the plastic trumpet to the metal 
red a = — of oo ef- a— ee almost as an after-| win is coiled into pp shape as| reportedly has been offered to the oor ot the g-~ toe “eat ce 
orts to solve the current highway | thought). ' : : *._|industry by one supplier. timates o timetable for this 
signalling problem by perfecting When considering the automo- a ae by this typical Delco-Romy sinc When engineers say, “Let’s as- Quvelapinent nates on the probabil- 
the town =, country” systems based/ bile design with all components ee | ee eS sume we have a central hydrau- | ity of plastic trumpets in at least 
on evolutionary development of} forming an “integrated whole, cant factors in opening up possible lic system on the vehicle and pro- | pijot production next year, with a 





lac conventional audible horn prin-| styling implications are obvious ceed to mak 

e @ list of functions | jie}; 
A | ciples. as an influence upon the location |"€W Power sources for horns (or! that can be tied-into the system,” | imoortant factor by 1988. 
the At the same time, he probably| of a horn and space available for | the broadened concept of “warning| the horn often shows up as a sell i ii 
ns, would advise that further work be! its installation. systems”) may be seen in future} prominent item for consideration. One authority who is familiar 


with experiments aimed at substi- 
tuting other materials for the zinc 
die casting and stamped steel pres- 
ently used in horn trumpets, has a 
somewhat different opinion, He says 
that, in experiments to date, mag- 
nesium die castings look more fa- 
vorable than plastic. 

Insofar as its function is con- 
cerned, the trumpet or “sound 
projector” is indifferent to the 
choice of materials, The trum- 
pet’s purpose is to enclose an 
air column which flares at a cal- 
culated rate and produces a pre- 
determined musical note. In es- 
sence, it simply amplifies the 
sound generated by the vibrating 
steel diaphragm which is actu- 
ated by the horn motor. 

Thus, the intense activity in 
| trumpet materials is purely a cost- 
saving measure. It is aimed pri- 
marily at reducing basic costs of 
the horn. However, one cost- 
conscious expert pointed out that 
the weight-saving inherent in the 
use of either plastic or magnesium 
trumpets ranks as an important 
secondary goal. 

He said, “Horn weight is of more 
importance than generally realized, 
because of the effect on shipping 
costs for the millions of horns 
which are transported over long 
|distances annually to automobile 
assembly plants. 

“It is not unreasonable,” he stated, 
“that weight savings derived from 
|use of lighter trumpet materials 
may, in some instances, yield a 
freight charge reduction of as much 
as 10 cents per horn.” 


Chemicals for Industry oe Teeth 
EGE ROHM E HAAS 2s Mounting Trend 
ogee Seen in Bracket Design 
—= COMPANY Y SOME estimates, there is an- 
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other five cents to be saved 
Representatives in pnncipal foreign countnes 


done to explore the feasibility of Furthermore, potentially signifi-| vehicle designs embodying air sus- Such things, however, must be 


























|in a changeover from flexible to 
rigid mounting brackets. 

Until this year, the majority of 
| horns (excepting only one make) 
required a spring-bracket or simple 
vibration-isolator. This type of 
| mounting served the dual purpose 


PLEXIGLAs is @ trademark, Reg. U. S. Pat. Of. 
and in other principal countries in the Western 





. of preventing horn vibrations from 
spaneghes, being transmitted to the car and 
Canedian Distributor: Crysto! Gloss & Plastics, lid., 130 blocking-off extraneous vibrations 
Queen's Quoy at Jorvis Stree!, Toronto, Ontario, Conada. that might impair purity of the 

X\\ Detroit Representative: RC Oglesby, Nor-Way Building, horn tone, 


|) SER Caen eye eae PERE In 1957, Delco-Remy’s redesigned 
: horn cleared the way for use of a 
solid mounting bracket spot-welded 
to the horn on most GM cars. It is 
‘ assumed generally that Ford and 
Chrysler will adopt rigid mounting 
brackets for their horns as soon 
as such a move is feasible, ai- 


rylic . though they have not yet admitted 
* or plastic molding any intention of doing so. 
_ powder for tail lights, toe One move that is being watched 





parking lights, instrument > with great interest by the entire 

eS horn industry is the elimination 

of the conventional horn relay on 
(Continued on Page 30, Col. 1) 
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DEALER NAME PLATES 


are made by 
Wlorgren-STEMAC. inc. 
(FORMERLY STEMAC, INC.) 


1281 Se. Cherokee, Denver 23, Cole. 
Ask for typical sample, complete details 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


This symbol of achievement, worn by Ford 
Merchandising School graduates, represents 
another dealer-company project. 


At the right, a typical class in session. 
Subjects are thoroughly covered by dis- 
cussions and demonstrations, as well as 
solving actual on-the-job problems in class. 
Every member is urged to ask questions, to 
offer comments, to contribute anything 
from his experience that might be of value 
to the entire group. 
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No. 23 OF A SERIES 


FORD 
MERCHANDISING 
SCHOOL 


a partnership in learning 


At the start of the Ford Motor Company’s vast post-war expansion 
program you realized, and we agreed, that if you were to manage 
and operate dealerships more profitably, it would require increased 
numbers of qualified and trained personnel. 


To meet this situation with a comprehensive educational 
program, a Ford Merchandising School was started. The objective 


“ewas to establish an informative and stimulating school where 


your promising young employees could meet together with top 
management to seek—to share—to learn the answers that would 
lead to efficient and successful dealership operation. 


The first step was a four-week course designed for Ford 
Dealers’ sons, ahd dealer-recommended employees, who were 
ready for advanced training in order to take on greater respon- 
sibility in the business. The course was a carefully planned 
schedule of down-to-earth lectures, discussions and demonstra- 
tions directly related to profitable dealership operation in a 
competitive market. 


At the school, these men would have their finest opportunity to 
separate and study every phase of dealership operation—to gain a 
clear picture of company plans and policies—to get the inside 
story of sound management procedures from the executives and 
specialists of Ford Division—and to swap ideas and experiences 
with other young Ford men from al] sections of the country. 


Since the first class assembled in 1947, ten years ago this 
month, the Ford Merchandising School has proven so successful 
that—at the Dealer Council’s request—the School has expanded its 
curriculum and services. Today, in addition to the dealers’ sons 
and employees courses, there are Dealer Seminars— Ford field 
managers courses—and annual regional meetings of graduates. 


Over 3,800 alumni proudly call the Ford Merchandising School 
their “‘automotive alma mater,”’ and the record of their success 
is outstanding—over 60% of these men are now dealers, general 
managers, sales managers or business managers. 


In the next few weeks the Clearinghouse will give you a close-up 
look at the various phases of the Ford Merchandising School— 
where knowledge and training lead to leadership! 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY #LINCOLN *® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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Horns: A Dilemma in Sound 


(Continued from Page 27) 
current Plymouth and Dodge 
cars. 

In normal design practice, when 
the horn button or ring is de- 
pressed, current is taken directly 


through the relay winding to an 
electrical ground. This attracts the 
armature to close the contact 
points which complete the circuit 
between the battery and the horns. 
A spring opens the horn circuit 
when the button is released and 
breaks the circuit through the re- 
lay windings. 

Instead of using the conventional 
horn relay between the horn and 
battery, Plymouth and Dodge now 
have a modified horn switch that 
permits elimination of the relay. 

Also, contrary to past practice of 
including the ignition switch in the 
horn circuit of Chrysler Corp. 
automobiles, these two makes cur- 
rently have an arrangement whereby 


Styling 


from the battery and passes| Now, the 





the horn may be operated without 
turning the ignition “on.” 


* * * 


PLYMOUTH electrical engineer 

stated that this circuit change 
facilitated dropping of the relay. 
“hot” line is carried to 
the horn, and electrical grounding 
is accomplished through the horn 
ring. The horn is wired directly to 
a switch which is controlled by the 
ring. 

With the present arrangement, 
Plymouth and Dodge claim the ad- 
vantage of one simplified circuit 
controlled by the horn switch, in- 
stead of the double circuit formerly 
required with the relay. In making 
possible this design change, one 
contributing factor was said to be 
the decreased current used with 12- 
volt systems, 

The horn switch now is re- 
quired to handle currents of only 
12 to 15 amperes, instead of the 
25 to 30 amperes fed to the horn 
relay in a six-volt system. The 
Plymouth engineering spokesman 


that sells 








cited advantages gained by hav- 
ing a “straightforward, sim ple, 
spring-loaded mechanical switch 
operated by thie horn ring.” 

Many qualified technical people 
are skeptical of this idea, But if it 
does prove satisfactory in service, 
a trend may be established that 
could spell an early demise for the 
horn relay. 

For original equipment installa- 
tion, the principal horn suppliers 
are GM’s Delco-Remy division; 
Electric Auto-Lite Co.; Sparton Au- 
tomotive Div., Sparks Withington 
Co., and, to a lesser extent, Jubilee 
Mfg. Co. Of these four firms, only 
Delco-Remy agreed to release in- 
formation on the latest horn de- 
velopments and opinions of design 


trends, 
* + + 


Delco Assembles Horns 


On Automated Line 

7 Delco horn was completely 
redesigned for 1957 production. 

The principal change is a vastly 


Steel-Backed Bearing 
Bridges Design Gap 

DETROIT. — A steel-back, 
precision engine bearing has been 
designed and developed for use 
in passenger car and light com- 
mercial vehicle engines by Detroit 
Aluminum & Brass Corp. 

Salient feature of the bearing, 


according to its maker, is that it | 


bridges the wide separation be- 
tween babbitt and heavy duty 
copperlead from the standpoint 
of fatigue resistance, crankshaft 
and bearing wear, 

The bearing consists of a por- 
ous matrix of copper-base alloy 
sintered onto steel strip. After 
sintering the strip enters a mol- 
ten bath of lead-tin babbitt, per- 
mitting the babbitt to permeate 
the porous matrix by capillary 
action. The bearing surface is 
then given a flash coating of tin 
plate. 


simplified and “more rugged” power 
plant (motor) comprised of parts 
deliberately designed for ease of 
manufacture and assembly. 


These new horns are manufac- 


The functional beauty Of 


DU PONT LUCIT E°* 


Distinctively beautiful, automotive parts made of DuPont Lucire make an 
eye-appealing contribution to the over-all style and design of the industry's 
finest 1957 automobiles. The Dodge medallion, for example, illustrates the 
creative designs possible with Lucire acrylic resin. Because of its remarkable 
beauty, durability and economy, Lucire has solved many decorative and func- 
tional design problems for the automotive engineer. Available in a wide range 
of colors, Lucire demonstrates unusual strength and form stability ...can be 


economically molded to close specifications. For more information write to 
E. I. du Pont de Nemours & Co. (Inc.) , Polychemicals Department, Room $325, 


Wilmington 98, Delaware. 


BETTER THINGS FOR BETTER LIVING, 


8E6 U.s. paT.OfF 


THROUGH CHEMISTRY 


tured with the aid of continuous- 
flow “automated” equipment and 
production techniques regarded by 
Delco as “unique in the horn busi- 
ness.” Tests conducted at the end 
of the horn assembly line include 
trials at four different voltages (to 
assure operation throughout the 
range encountered in a nominal 12- 
volt system), in addition to a test 
for horn vibration frequency. 

In a general comment that 
typifies the opinions of horn de- 
signers, John L. Mail, Delco- 
Remy section engineer for horns 
and switches, agreed that present 
horns are inadequate under cer- 
tain driving conditions. It also is 
the consensus that all auto manu- 
facturers stress the desire for a 
horn that is as “pleasant-sound- 
ing” as possible, 

Horn engineers are in accord in 
saying that the “immediate prob- 
lem” confronting them is to come 
up with more effective horns that 
make a “pleasing” sound which 
does not annoy or irritate those 
who hear it. 


Mail also agreed with project en- 
gineers John E. Irwin and Willard 
C. Shaw that there is not much in- 
terest in “town and country” horn 
installations—because this, in ef- 
fect, requires two duplicate horn 
systems that inevitably add to the 
cost of a car. 

Furthermore, the Delco engineers 
agreed, this design approach really 
does not add appreciably to the 
penetrating power of a horn for 
highway use, hence is not regarded 
as a satisfactory answer to the 
problem. With this limitation in 
mind, Delco is not “pushing” for 
acceptance of such a dual-purpose 
horn setup. 

* * 
| ge-enyren. Delco engineers believe 
that “something different” in the 
way of sounds is needed to pene- 
trate and “attract attention” 
through the composite of noises 
surrounding a car driver. 

They say the problem is to avoid 
“masking” effects whereby the horn 
sound just blends in with other 
noises. To be effective, it is neces- 
sary that the horn sound be capable 
of “cutting-through” other noises— 
without, of course, being so loud 
that it would be outlawed by legis- 
lation or rejected as “unpleasant” 
by the car makers, 

Continuing this line of reason- 
ing, Delco engineers stated, “You 
get down to the idea that air is 
a poor medium in which to trans- 
mit a warning signal; and, ul- 
timately, it may be desirable to 
retain an audible horn only for 
city use — while adding a radio 
frequency system for all-out 
needs on the open highway. 

“We recognize the need (for more 
effective warning systems), but the 
impetus to initiate a change re- 
mains lacking at the moment,” Mail 
said. 

The prevailing opinion of men in 
various companies is that the “im- 
petus for improvement” will come 
only from strong evidence of public 
dissatisfaction with horns and will- 
ingness to “pay the price” for more 
complex warning devices. 


Now You Can ‘See’ 


That Blowing Horn 


DEARBORN.—A new safety de- 
vice to let drivers “see” the warn- 
ing horn blast of a car approach- 
ing from the rear was announced 
last week by Ford. The device 
picks up the sound of an ap- 
proaching horn and flashes a 
small amber light on the instru- 
ment panel to warn that a car 
wishes to pass. 

Ford’s electrical engineering de- 
partment made the device because 
unusual road noises sometimes 
make it difficult for a motorist 
to hear horn signals from the 
rear. The warning signal consists 
of only three parts—a tiny micro- 
phone just above the rear bumper, 
a midget-sized amplifier and a 
button-type warning light on the 
inside of the car. 

The microphone picks up only 
horn signals because it is encased 
in a tube that resonates only at 
the sound-wave frequencies of 
horns, and the instrument light 
flashes on and off only when a 
horn blows. 
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‘Filter’ Auto Battery 
Provides More Zip 


(Continued from Page 21) 


of aisles, which calls for smaller, 
more maneuverable trucks, with 
the same or even greater power, 
Exide says. 

The new TG Exide - Ironclad 
Giant, with more power in the same 
or less space, meets these require- 
ments, Exide says. 


Another important advantage of 
this new battery is that users of 
electric trucks, whose present 
battery capacity is adequate, now 
can obtain the same capacity in 
less space for greater interchange- 
ability in equipment and reduced 
costs, Exide says. 

A 2,000-pound truck, for example, 
now using an 18-cell, 36-volt, 360 
ampere-hour battery with 13 plates 
per cell, can be equipped with a 
new TG Giant, also having 13 plates 
per cell, but rated at 432 ampere- 
hours, Exide says. Or, the truck 
can be equipped with a new i11- 
plate TG battery, having the same 
360 ampere-hour capacity, Exide 
says. 

= * * 
gee eee a larger truck, now 
using an 18-cell, 36-volt, 720 
ampere-hour battery with 25 plates 
per cell, can be equipped with a new 
25-plate TG Giant, having a capac- 
ity of 864 ampere-hours, Exide 
says. Or, it can be equipped with 
a new 21-plate Giant, rated at the 

same 720 ampere-hours. 


In the first of the above ex- 


| 


amples, the 11-plate TG battery | 


is 2% 
former 13-plate battery. The 21- 
plate TG saves 4% inches in 
width, as against the former 25- 
plate battery. 


The concentration of greater 


battery power into the same space 
and the ability to provide the same 
capacity in smaller space open the 
door to a new era of electric indus- 
trial truck development and storage 
battery capacity standards, Exide 
says. 


The present capacity increase —| 


which might be only a beginning — 
foreshadows new concepts in truck 
designs involving continuous opera- 
tion, load capacities, travel and 
lifting speeds and truck maneuver- 
ability. It removes a major barrier 
to further reduction of truck dimen- 
sions and correspondingly increased 
utilization of valuable aisle space, 
Exide says. 


Exide said it is prepared to assist | 


truck manufacturers in the search 
for smaller, more maneuverable 
truck designs by developing other 
new batteries with power output 


Punch Cards Used 
To Control Lathes 
In Year-Long Test 


SCHENECTADY, N. Y. — More 
than one year of experimental 
operation of what is believed to be 
the nation’s first punched-card- 
controlled lathe indicates that it is 
possible for users to speed produc- 
tion cycles by going directly from 
process drawings to finished pieces. 

Experiments conducted by Sund- 
strand Machine Tool Co. show that 
application of the recently devel- 
oped General Electric numerical 
positioning control to the new Sund- 
strand Model 14 multi-cycle, single- 
point production lathe has made it 
practical to punch control cards 
directly from process drawings. 

Once the cards are punched, di- 
rect production operations are pos- 
sible. 

Test results also reveal that use 
of the numerical positioning con- 
trol has on many jobs brought 
about an 80 percent reduction in 
setup time and a consequent boost 
in production, 

GE said tests have shown that 
one man can efficiently operate as 
many as five punched-card-con- 
trolled lathes simultaneously, de- 
pending upon the cutting cycle. 
Moreover, the operator can adjust 
the lathes for a wide variety of pre- 
programmed jobs merely by chang- 
ing the-control cards which direct 
the machine’s operation. 


inches narrower than the | 





standards comparable to or above 
those available today. 

The new TG Exide-Ironclad Giant 
has a rated capacity of 72 ampere- 
hours per positive plate. This is in 
contrast with the 50 ampere-hour 
rating of the still widely used type 
TLM Exide-Ironclad, the capacity 
standard of the industry just 3% 
years ago. The TG also surpasses 
the even more modern type TH 
Exide-Ironclad battery, rated at 60 
ampere-hours capacity. 

- + = 


EY to this capacity break- 
through is the incorporation of 
armored porous tubing into Exide’s 
tubular-type plate design. The tub- 
ing is highly permeable to the 
diffusion of electrolyte and the 





High Porosity— 


L. E. Wells, director of engineering for 
Exide industrial division of Electric Storage 
Battery Co., blows smoke to demonstrate 
the high porosity of armored tubing used 
in positive plates of the new TG Exide- 
Ironclad Giant batteries for electric indus- 
trial trucks. 

= ~ cm 
tating the electrochemical action. 
The battery with the new tubing is 
particularly effective at high dis- 
charge rates. 


The tubing prevents practically 


passage of current. It acts like a| any loss or shedding of active 


highly efficient cigaret filter, facili- 


material. Although the porosity is 


the minute open- 
such that virtually no 
can work their way 
Thus, Exide said it is 
able to make more efficient use 
of the space within the battery, 
and the high capacity is preserved 
for long working life. 


The new tubing material is im- 
pervious to electrochemical action 
within the battery and is highly 
resistant to the attack of acid, 
Exide says. Stability of the tube 
dimensions is assured both by the 
material’s high resistance to 
chemical and physical action within 
the battery and by the securely 
interlocked and reinforced con- 
struction of the tubing, Exide says. 


The tubing has the required 
elasticity for holding the active 
material firmly in contact with the 
grid spines during battery cycling, 
Exide says. Its chemical properties 
and grades can be controlled pre- 
cisely and specified to assure 
constant conformity to highest 
materials standards, Exide says. 

In addition to the new tubing, TG 
Exide-Ironclad Giant positive plates 
consist of Silvium grid _ spines, 
specially blended long-life active 


31 


the bottom of the tube assembly, 
Exide says. 

Silvium, Exide’s patented alloy, is 
said to have the highest resistance 
to electrolytic corrosion of any 
battery grid alloy. 

* * od 

—- plates of the TG 

battery are specially designed 
and processed to develop positive- 
plate efficiency for maximum ca- 
pacity and long life, Exide says. 

Insulation or separation be- 
tween positive and negative plates 
is provided by means of micro- 
porous separators. 

Thorough tests in Exide’s en- 
gineering laboratories and in electric 
industrial truck service fully con- 
firm the higher capacity, long-life 
characteristics of the TG battery, 
Exide says. Superior performance 
of the armored porous tubing in 
motive power batteries has been 
corroborated by Exide studies of 
some 15 years’ application, both in 
this country and abroad. 

The new TG Exide-Ironclad Giant 
battery is available in finished steel 
trays in eleven sizes, with from 11 
to 33 plates, capacities ranging 


material surrounding the spines and| from 360 to 1,152 ampere-hours at 


polyethylene tube sealers bonded to 


|the six-hour discharge rate. 





Socony Mobil can help boost your 


service absorption in many important ways! 


How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
. . increase volume. 


over. 


i 
| 
| 
| 
| 
| 
| 
We’re ready to give you the benefit of years of merchandising ex-_ | 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 
And, of course, there’s our lubrication training program. We’ll in- 

| 

| 

i 


struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


personnel. 


the oil business. 


Mobil means business ...more business for you! 
Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP, 


Here’s why it’s good business 
to do business with Socony Mobil 





® You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


® You get the help of experienced men to 
help you boost service absorption. 


® You get expert on-the-job training for your 


® You get the benefit of the greatest mer- 
chandising and lubrication knowledge in 
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Filament Wire— 
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For Gauging and F eedback ... 
Control in Single Unit 


DAYTON, O. — Sheffield Corp.’s 
autometrology division has an- 
nounced development of a new de- 
vice combining multiple automatic 
gauging and feedback machine con- 
trol in a single unit. 

It is designed to overcome the 
problem of adapting individual size 
and machine control units with 
feed back at each machine to 
achieve precise, high speed meas- 





Job Platers to Join 


Electroplating Group 


WASHINGTON, — The Depart- 
ment of Commerce has announced 


Auto bulbs are said to burn longer with | that it will form an Electroplating 
@ new tungsten filament wire developed|Industry Advisory Committee on 
by the lamp division, Westinghouse Elec-| which job platers will be repre- 
tric Corp., Bloomfield, N. J. Known as | sented. 


“M" wire, the wire is said to have up| 


This will insure an equitable 


to nine times the strength of ordinary fila- | distribution of nickel in the near 
ment wire, and offers unusual resistance to| future, an equitable distribution of 


shock and vibration. Here, Thomas Calla- | cadmium, 


zinc, tin, copper and 


han, Westinghouse technician, subjects|other metals in emergencies and 
some automotive lamps to a standard|a voice for the job platers in 


shock test, using the new wire. 


matters affecting the industry. 





urement of the parts being pro- 
duced by a series of machines. 


It consists of a set’of gauge tool- 
ing and provisions for receiving 
and measuring precision parts from 
each of a series of machines, Shef- 
field said. Individual parts are con- 
veyed through the automatic gaug- 
ing control system through a series 
of part-handling devices. 

A “memory system” is said to 
position the incoming parts into 
gauging stations one at a time as 
they flow from the different ma- 
chines. 

Controls go into action as each 
part is being inspected. Electrical 
gauge signals received from the 
part are transmitted to the particu- 
lar machine that produced the part, 
Sheffield said. 

These signals can then be used 
to stop or correct the machine if it 
begins producing a predetermined 
number of reject parts, the firm 


|said. These signals anticipate and 


correct by “loop feed back size con- 
trol,” or a combination of both. 


Plating Process 
Said to Avoid 


Corrosion Ills 


TORONTO, — Fretting corrosion, 
one of the most troublesome prob- 
lems encountered with anti-friction 
bearings. can now be avoided by 
means of the Dalic process, accord- 
ing to Dalic Metachemical, Ltd. 

Using these newly developed tech- 
niques and materials, it is possible 
to achieve a tight, uniform fit 
between the bearing rings and the 
housing (or the shaft), thus elimi- 
nating the so-called “t h re e-point- 
fit,” the firm says. 

Even under severe vibration, the 
bearing will remain in place and 
will not seize the shaft, or cause 


j;galling or other damage, Dalic 


This Better Homes and Gardens two-page advertisement in April, 
another in the Post, April 6, a page in Life, April 1... feature the 
names of advertisers using the Yellow Pages emblem. 


GIANT 
PROMOTION 


...Makes your 
Yellow Pages advertising 
even more profitable ! 


The Yellow Pages emblem will be displayed by 104 lead- 
ing advertisers in their April ads appearing in Better 
Homes and Gardens, Life, and Saturday Evening Post. 
It’s part of a continuing Yellow Pages emblem promo- 
tion. In these same magazines, Yellow Pages emblem ads 
feature the names of tie-in advertisers. 


Auto-Lite, Carter, Delco, DeSoto, Plymouth, Stude- 
baker-Packard, U. S. Royal, Willard are among the firms 
participating in this tie-in promotion. 

Bell telephone companies promote the Yellow Pages 
emblem locally — in newspapers, television, billboards 
and other media. Many local businessmen also display 


the emblem. 


What does this giant tie-in promotion 
te you? More and more 
people will use the Yellow 
Pages to find who sells the 
products and services they 
see advertised. 


Your own advertising in 
the Yellow Pages will be 
more effective than ever. 


claims. 


In essence, precision-fitting 
means a thin deposit of a soft 
metal on the outer surface of the 
bearings rings, so that this metal 
will conform during press-fitting or 
compress in a shrink-fit, and com- 
pletely fill the space between the 
bearing and the stationary machine 
member. 


Dalic equipment and materials 
offer a simple means of area plat- 
ing: One can plate only the section 
of a housing which is to receive the 
bearing, without having to immerse 
the entire unit in electrolyte. 


Basically, the Dalic unit consists 
of a special rectifier, with a finely 
graduated voltage control to permit 
deposits accurate to within 0.00005 
inch. Connected to the rectifier are 
two leads; the cathode is clamped 
to the work, the anode to the stylus 
with which the plating solution is 
applied. 


If small enough, the housing (or 
shaft) is chucked in a low-speed 
lathe and rotated. The cathode lead 
is connected to the lathe, the stylus 
in the anode is wrapped in ordinary 
cotton and the right voltage is 
selected on the rectifier. 


The cotton swab is dipped in 
plating solution, then held against 
the rotating bearing housing, 

If the housing is too large, the 
same results can be obtained, in 
place, by swabbing the wet stylus 
around the periphery of the sur- 
face to be plated. Or, as an alter- 
nate, the bearing itself may be 
chucked, and the ring surfaces 
plated. 

Dalic says its method permits ex- 
act bearing fits without having to 
machine or grind bearings to size 
and allows much finer tolerances. 


Cone Forms Division 


For Copying Lathe 


NEW YORK. — Cone Automatic 
Machine Co., Windsor, Vt., has 
formed a new division to handle 
engineering and sales for the Pilot 
automatic copying lathe, according 
to H. P. Chaplin, president. 

Headquarters of the Pilot divi- 
sion will be in the company’s New 
York office at 30 Rockefeller Plaza. 
The division will be directed by J. 
A. Gerard, first vice-president of 
Cone, 


\Gauge Control— 


This schematic view shows gauging and 
control components and assemblies of the 
new “‘Multi-Feedbak" device developed by 
| Sheffield Corp. Number of components in- 
| dicated on photo correspond as follows: 
(1) Narrow Part with common diameter; 
|(2) wide part with common diameter; (3) 
stepping bar memory system; (4) Primary 
gauge station for common diameter; (5) 
secondary gauge station for wide part; 
(6) secondary gauge station for narrow 
part, and (7) segregation chutes for sort- 
ing parts. 
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Bijur Dual Unit 
Provides Cyclic, 
Continuous Oiling 


ROCHELLE PARK, N. J. — Two 
independent lubrication systems, 
providing both cyclic and continu- 
ous oil flow to different bearings 
on the same machine, now are 
being built into a single automatic 
lubricator, according to Bijur Lub- 
ricating Corp, 

Bijur said its new AP-3 lubrica- 
tor is designed specifically for 
machines with a dual lubrication 
problem where some bearings need 
periodic lubrication and others 
require oil continuously. 

Initially installed on a multiple- 
spindle automatic bar machine, the 
AP-3 lubricator can solve dual lubri- 
cation requirements on many 
machine tools, textile machines, 
printing equipment and special 
machinery, Bijur said. 

The lubricator consists of two in- 
dependent gear pumps with a com- 
mon drive gear, mounted in a 
single housing, both drawing oil 
from a common reservoir in the 
bottom of the housing. 


OUR LAST DROP CORD’'S SHOT 
AND I GOTTA DO SOMETH/NG 


THROW NEW LIGHT ON GARAGE 
OPERATING EFFICIENCY 


CHANGE TO 


Available in 
20’, 30’ & 40’ 
cord lengths 


A standard in garages and service stations everywhere, 
the Cordomatic Drop Light Reel outilasts a dozen drop 
cords, saves mechanics’ valuable time, is low in cost. 


Mounts easily on wall or ceiling, locks and releases at 
any desired length. Works like a window shade. 


Send for free brochure and dealer price sheet. 


T corpomatic, Dept. "6" 


17th & Indiana Ave., Philadelphia 32, Pa. 
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The Chevrolet Dealer 


first te 


Year after year he delivers the most new cars! 


The fact is, Chevrolet dealers have been doing that for so long (Chevrolet has been 
America’s first choice for over 20 years!) that there are 2 million more Chevrolets on Chevrolet Dealers and Chevrolet 
the road than any other make! That’s an enviable record, testifying to the consistent 
? — THE FIRST TEAM IN THe AUTOMOBILE INDUSTRY 
quality and overall appeal of our product. At the same time, this record serves to — 
illustrate what real teamwork can do. Chevrolet dealers and Chevrolet work together 
in an atmosphere of close cooperation and mutual respect. One complements the 
other so well that together they have been able to form an unbeatable combination. 


. . . Chevrolet Division of General Motors, Detroit 2, Michigan. 





HEX DRIVER HOLDER—A holder for L- 
type hex wrenches, called the ‘Handy 
Holder,” has been marketed by Hunter 
Tool, Box 564, Whittier, Calif. Made of 
plastic material, the holder is not affected 
by grease, oil or acid, it is claimed. Two 
selections are available: One, a popular 
seven-key selection, sizes 5/64 of an inch 
to % of an inch; the other a 10-piece 
selection, sizes .050 of an inch to 5/16 
of an inch, 


WINDSHIELD WIPER—The all weather) 
“Klere-Vue" windshield wiper is now | 
being offered to customers pre-packaged | 
by Industrici Wiping Cloth Co., 29-28 
Forty-first Ave., Long Island City, N. Y. 
The Klere-Vue wiper holds a double roll 
of specially-treated Texel wiping cloth. 
Once the exposed portion of cloth be- 
comes soiled, the roller is turned and a 
clean section is ready for use. Purchasers 
need only drop the soiled cloth in their 
home washing machine then dry for re- 
use, it is claimed. The two-prong holder is | 
made of sturdy plastic with o beveled top | 
edge to scrape off windshield ice in 
winter. | 

o > > 
Fixtures in Color 

Colored fluorescent fixtures! 
designed to blend with interior 
decorating schemes has been an- 
nounced by Westinghouse Electric | 
Corp. The first colors to be mar- 
keted by Westinghouse will be Sea 
Mist Green and Sun Tan Brown. 


> > > 
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NEW PRODUCTS 


ings or in new construction, the 
method is said to employ two coats 
of Jennite J-16 surface seal, applied 
in accordance with specifications 
developed by Maintenance Inc, in 
cooperation with architects, build- 
ers, government officials and indus- 
trial maintenance experts. 
* ao + 


HAND TOOL — ‘'Herbrand Tools, Fre- 
mont, O., has announced an addition to 
its line of automotive hand tools. The 
item, known as the Herbrand Ratch-A- 
Dapter, M-8, converts any '%4-inch drive 
handle into a ratcheting tool, it is claimed. 
It is said to be compact, extremely useful 
in close clearance operations and is in- 
stantly reversible. The Ratch-A-Dapter will 
also convert the standard spin handle to 
a fully reversible ratcheting tool. It is 
completely sealed to keep out dirt and 
dust. 


LIQUID CEMENT—Stick-N-Seal, a brush- 
able, rubber-based liquid with initial tacki- 
ness and adhesion, has been introduced 
by Permatex Co., Inc., 1720 Ave. Y, Brook- 
lyn, N. Y. The quick-setting adhesive is 
designed for use where gaskets or other 
material to be assembled must be held in 
place by a cement until the mechanic can 
place and tighten screws, it is claimed. 
The cement is not affected by gasoline 


| and lubricants, and will take pressures up 


LEVELING JACK —A leveling jack for 
leveling of machine tools, assembly fix- 
tures, surface plates and other industrial 
equipment is being offered by Enterprise 
Machine Parts Corp., 2731 Jerome Ave., 
Detroit 12, Mich. The jack, known as style 
JS, is said to support up to 20 tons and 
raises or lowers easily by means of the 
adjustable nut. Compensation for floor 
slope is made by the concave spherical 
rodivs in the lift screw and aligning disc 
which provides adequate “float” and main- 
tains horizontal alignment of the equip- 
ment, it is claimed. Available in 12 models, 
ranging in height from 13% to 3% inches. | 
Leveling adjustment % of an inch. 

- « : 


Surface Seal Method 
Bared by Maintenance 


A low-cost method of sealing, | 
damp-proofing and preventing water 
seepage through concrete floors in 
industrial plants or multiple story | 
and underground parking areas, 
has been announced by Mainten- | 
ance Inc., Wooster, O. 


Suitable for use in existing build- 





| nandez, 
| Monica, Calif. When mounted just above 


to 500 pounds per square inch and with- 
stands temperatures from —-40 degrees 
to 200 degrees Fahrenheit, it is claimed. 
The adhesive is available in 2-ounze, %- 
pint, I-pint, gallon and five-gallen con- 
tainers. 


SPEAKER—A mounted auxiliary speaker 
designed for automobiles, trucks, taxis, 
emergency vehicles, boats and airplanes, 
has been developed by Carruthers & Fer- 
Inc., 1501 Colorado Ave., Santa 


ear level, the “Whisper Speaker’ is said 


| to provide soft, intimate reception beard 


only by the person sitting adjacent to 
the speaker. Multiple installations allow 
each passenger to enjoy the advantages 
of the speaker. Universal mounting 
brackets allow easy installation, even in 
convertibles and hardtops, without need 
of panel cutting, it is claimed. Each unit 
provides a panel switch for “on-off” 
selection. 








HEADLIGHT AIMER—Adapters that al- 
low Miller C-3552 Headlight Aimers to be 
used on the 1957 cars equipped with 
smaller diameter, dual headlights have 
been marketed by Miller Mfg. Co., 5919 
Tireman Ave., Detroit 4, Mich. The adapter, 
known as C-3612 clips directly to the 
sealed beam unit and projects beyond the 
overhanging “eyebrow.” Four springs clip 
the unit to the aiming pads of the small 
diameter light. The headlight aimer is then 
mounted to the adapter, and used exactly 
as on cars equipped with two ordinary 
large diameter sealed beam lights, it is 


claimed. 
* * & 


ELECTRODE HOLDER—The ‘‘Tong-Grip” 
electrode holder, which is said to de- 
liver 300 amps on a heavy-duty cycle 
when connected to a 00 cable, has been 
introduced by Martin Wells, Inc., 5886 
Compton Ave., Los Angeles 1, Calif. 
Weighing 17 ounces, the unit features. all 
glass insulators and spring cup; patented 
slip-on insulator — with no screws or 
rivets; patented feature of no current in 
hinge pin or upper tong; patented wedge 
cable connector makes perfect and per- 
manent connection on first installation, it 
is claimed. 

s &¢ & 


Valve Assortments 


Two new assortments, containing 
all the valves, extensions and tools 
necessary for servicing tubeless tire 
valves, have been announced by Dill 
Mfg. Co., 700 E. Eighty-second St., 
Cleveland. 


SCREWDRIVER—A screwdriver delivering 
four times as much power as present types 
has been announced by Kent-Moore Or- 
ganization, Inc.,, 28635 Mound Rd., War- 
ren, Mich. Called the Palm-Grip, the screw- 
driver's increased power is said to result 
from a grip fitting into the palm of the 
hand. A shaft from the grip slips into a 
square socket in the handle of the screw- 
driver and a small lever on the grip allows 
left or right ratcheting. The. unit gives an 
even and direct pressure, eliminating slip- 
page, screw head damage and blisters, it 
is claimed. A full set takes in all types of 
heads, including Phillips, Frearson and 
clutch-type. ek 


‘Maintz’ Is Introduced 


As Protective Coating 


“Maintz,” a coating which is said 
to provide protection against severe 
chemical and weather exposure, has 





ri 


been introduced by West Chester 
Chemical Co., West Chester, Pa. 

Based on a duPont formula, 
“Maintz” was said to be particu- 
larly suited to truck and automo- 
bile undercoating. It is manufac- 
tured in black, white and gray and 
can be supplied in a variety of pas- 
tel colors custom tinted to speci- 
fication, 


DISTRESS SIGNAL—The Road-Wag, pro- 
duced by Da-Nite Safety Industries, 248 
South G St., San Bernardino, Calif., is a 
highway distress signal featuring both a 
swinging reflector and stationary reflec- 
tors. The unit is said to give an effective 
warning signal both day and night which 
exceeds ICC requirements, and will still 
meet these standards if the moving re- 
flector becomes inoperative. The swinging 
reflector is operated by a magnetic motor 
with only one moveable part and is pow- 
éred by a 1'%-volt battery which lasts up 
to 96 hours. it is claimed. | 


WHEEL LIFT—A lower free wheel auto- 
motive lift has been introduced by the 
Joyce-Cridiand Co., Dayton, O. Desig- 
nated model B4, the lift has a four-inch 
high superstructure designed for greater 
convenience in guiding low cars onto the 
lift, it is claimed. Webbing reinforcement 
has been added to the electric-welded, 
one-unit H-beam superstructure, giving ad- 
ditional strength and rigidity to compen- 
sate for lowering of H-beam from five 
inches to four inches, according to the 
manufacturer. The unit has a 60-inch 
height of rise and a capacity of 8,000 
pounds. Five models ore available. 


Antioxidants Offered 


Guardian Chemical Corp., 38-15 
Thirtieth St., Long Island City 1, 
N. Y., has added two antioxidants 
to its line. They are Voidox D, a 
deterged dispersed grade of Voidox 
for lubricants, and Voidox S, for 
use in motor and aviation gasolines 
and rocket propellants. 


Ss 
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SANDBLAST CABINET—A sandblast cab- 
inet that may be used either with its 
adjustable mounted blast unit or with a 
trigger-controlled hand blast gun, has been 
announced by Cyclone Sandblast Equip- 
ment, 42 Clara St., San Francisco, Calif. 
The mounted unit may be raised or low- 
ered to more conveniently blast the object, 
and it may be raised out of the way when 
the hand gun is used. The blast action of 
the mounted unit is controlled instantly by 
a stop-and-start foot valve. The hand gun, 
shown above, is optional equipment. 





VOLTAGE REGULATOR TESTER — Kal- 
Equip Co., Box 567, Kalamazoo, Mich., has 
introduced the fourth in its series of elec- 
trical testing tools designed to simplify 
motor tuneups. The KAL-REG is specifically 
designed to make voltage regulator tests, 
as well as the other normal volt-ammeter 
tests. The heart of the unit is said to be 
a three-position thumb control switch 
which automatically sets up the correct 
conditions for specific tests. Other KAIL- 
REG features are said to be color-keyed 
leads which are connected the same way 
for all tests, all makes and models of 
cars; thumb-operated polarity selector 
switch, universal six- and 12-volt opera- 
tion, and lightweight, unbreakable chrome 


plated metal case. 
See 


PAINT MIXER—Automotive and other 
industries using acrylic finishes can now 
obtain for their multi-color touch-up opero- 
tions an eight-cup paint mixer said to 
assure uniform, matching colors. De- 
veloped by DeVilbiss Co., Toledo 1, O., 
the mixer incorporates eight one-quart suc- 
tion feed cups with spray gun attachments 
in a single unit equipped with a built-in 
air drive unit which operates an agitator 
in each cup to keep the material properly 
mixed at all times. The cups lift out or fit 
into the pocket, with the agitator drive 
engaging automatically. The unit is 63% 
inches long, 8% inches high and 7% 
inches wide. 


TAIL LIGHT—A unique taillight, powered 
by its own 100-hour battery, is a night 
safety accessory for trailers, wagons, mo- 
chinery, and equipment hauled by auto or 
truck. Designed by Burgess Battery Co., 
Freeport, Ill., the “Trailer-Lite’’ is said to 
eliminate necessity of wiring into the igni- 
tion system of auto, trucks and fractors, 
and guards against nighttime rear-end 
collisions. Operated by a self-contained 
switch, the unbreakable red taillight is 
mounted at the rear end of any trailer. 
Weatherproof lead wire and two insulated 
screw caps connect it to a double-pow- 
ered steel encased battery which is 
mounted to the bottom or side of the 
trailer or hauling rig. The leakproof and 
weatherproof battery incorporates two six- 
volt batteries in a unified battery-and- 
case which lasts up to four times the life 
of an ordinary six-volt battery, it is 
claimed. 











(One of a series) 





Arrested-motion styling will help you sell many an Im- 
perial, but don’t overlook what the large picture above 
shows. Each arrow points out the careful use of Stainless 
Steel for important trim areas. Don’t neglect this vital sales 
point! 

When you talk ’57 Imperial to a prospect, show him the 
Stainless. Remind him that Stainless Steel trim withstands 
corrosion and pitting, even from harsh road salts, better 
than any substitute brightwork. Stress rust-free ease-of- 
cleaning. Detergents can’t bleach or discolor Stainless 
Steel. And because Stainless is solid, it can’t peel. Remem- 
ber to emphasize hardness; Stainless is harder even than 
carbon steel and will resist denting and scratching far 
better than trim made of other materials. 






Use that Stainless Steel trim 
on your new cars to help you sell! 


And here’s the clincher: Stainless Steel trim means lasting 
good looks, brightwork that will stay bright for years to 
come. (That’s an attractive resale point.) 


Don’t forget that your prospects know about Stainless 
Steel; they see and use it every day in hundreds of appli- 
cations. Why not let that familiarity and acceptance go 
to work for you? Use Stainless Steel trim to help you sell! 


USS 
Stainless Steel 
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EXTRA COPIES AVAILABLE 


Order one for your: 
@ Sales Department 
@ Service and Parts Department 
@ Engineering Staff 
@ Library 


Supply Limited — Order Today 


$2.50 PER COPY 
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Sliding Vanes for Small 


New Look in 


| geomet for higher output from 
smaller machines is bringing a 
pronounced shift from the recipro- 
cating piston and turbo type air 
compressors to the rotary sliding 
van type, according to Synthane 
Corp., Oaks, Pa. 

Synthane said this type is 
being employed successfully on 
automobile superchargers. 
Synthane, which supplies plastic 

for the vanes, said the new type 
compressor—in addition to higher 
output for a smaller size—affords 
many of the advantages of the 
older types. 

Also, Synthane said that de- 
signers have realized that thermo- 
setting, industrial laminated plas- 
tics make what was called the 


L-O-F Sees Gain 
In Market for 
Glass Products 


TOLEDO. — The investment of 
$59,327,554 in the last two years for 
expansion of facilities by Libbey- 
Owens-Ford Glass Co. looks for- 
ward “to the creation of enlarged 
markets” for glass products, the 
firm said in its annual report. 

Specific improvements in polished 
plate glass, advances in automotive 
safety glass, aircraft glass, tele- 
vision, railroad and bus safety glass 
are noted in the report. Much at- 
tention is being given to improved 
quality and efficient production of 
window glass, the report said. 

It also announced the new Vitro-| 
lux spandrel glass for curtain) 
wall construction. 


The statement, signed by John D. 
Biggers, chairman, and George P. 
MacNicholl jr., president, reported 
that L-O-F factories worked | 
throughout 1956 on normal operat- 
ing schedules “except for three 
window glass furnaces which had 
to be shut down principally be- 
cause of the influx of foreign glass 
las a result of low tariffs.” 
| L-O-F had on payrolls an average 
|of 13,391 employes in 1956 and the 
total payout was $98,391,881 includ- 
ing wages, salaries, and employe 
benefits. During the year 144 em- 
ployes qualified for 25-year service 
awards bringing to 2,250 the total 
so honored, 








Chicago’s Adolph Plating 
Completes New Plant 


CHICAGO. — Completion of a 
47,000-square-foot job-plating plant 
to serve the automotive, electronic, 
appliance, metal fabricating and 
other industrial fields has been an- 
nounced by Adolph Plating, Inc. 

The new plant features a 225-foot 
electroplating line. Its 35 tanks and 
hot-air dryer handle parts up to 4 
by 4 by 14 feet. A mechanical plat- 





ing department capable of produc- 
ing 200,000 pounds of plated parts 
per day also has been installed. 
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Aluminum on the Upgrade— 
Chrysler's ‘57 New Yorker utilizes more 


' 


| to @ survey by Aluminum Co. of America. 


quarter window frame of aluminum. 


Machines... 


Compressors 


“ideal” material for the sliding 
vanes. 
* * * 

a new type compressor, Syn- 

thane said, provides the same 
displacement of air as the recipro- 
cating piston type and thus can be 
used to furnish medium pressure 
outputs (around 100 psi). 


Synthane said the sliding vane 
machine also has the turbo type’s 
advantage (over the recipro- 
cating) of not starting under 
load, 


Synthane said it thus lends itself 
to wide use in connection with 
electric motors with across-the-line 
starting. 

Synthane said the sliding vanes 
are thrust against the housing by 
centrifugal force, forming sealed- 
off compartments which provide 
positive-displacement type of air 
pumping action. 

* * oe 

AEE to Synthane, if the 

vane is made of laminated 
plastic, it will be softer than the 
metal housing, hence housing wear 
practically will be eliminated. The 
vanes are easily replaceable, Syn- 
thane said. 

The plastic, Synthane said, must 
resist warping or swelling, particu- 


Rotary Vane Compressor— 


Above is shown a cross section view of 
@ rotary vane compressor. The sliding 
vanes ore thrust against the housing by 
centrifugal force, thus forming, Synthane 
Corp. said, sealed-off compartments which 
provide positive displacement type of air 
pumping action. 

+ oe = 
larly when subjected to high tem- 
perature gases often present in 
compressors, icularly those 
used for supercharging internal 
combustion engines, 

Synthane said that one success- 
ful application of the new design 
is the Judson supercharger. 
Floating blades made of Syn- 
thane’s laminated plastic are said 
to maintain positive sealing ac- 
tion. 

Synthane said that considerable 
design research was necessary be- 
fore Judson hit upon the rotary 
van method as being best suited to 
the speed range of the auto engine. 







than 100 pounds of aluminum, according 
The young lady is holding an extruded 
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By Martin L. Whitmyer 
Staff Writer 

Two national magazines| 
accounted for more than half of 
the total investment motor truck | 
manufacturers made in magazines | 
advertising space in 1956, accord- 
ing to the annual survey of truck | 
magazine advertising issued by | 
Farm Journal magazine and pro-| 
duced by Damon S. Gall, manager | 
of the publication’s Detroit office. | 

The Saturday Evening Post, 
with $1,519,230 of revenue and 
66.5 pages, maintained its hold 
on first place, accounting for 
37.71 percent of all the dollars | 
placed in magazines last year by 
truck makers, 

Farm Journal, with $497,110 of | 
revenue and 46 pages, accounted 
for 12.34 percent of the truck in- 
dustry’s magazine expenditures. 
The farm magazine moved into} 
second place as it nosed out Time, | 
which had held the spot the pre- 
vious year. 

Unlike car manufacturers, who | 
cut back their magazine invest- | 
ments in 1956, truck producers | 
boosted their budgets from $3,457,- | 
375 in 1955 to $4,029,252 last year. 

Ford continued in the No. 1 
advertising spot, investing $1,041,- | 
084 in 1956, up from $924,670 in 
1955. For its money it bought | 
124.94 pages of advertising. 

Chevrolet moved up from third 
position to second position. It 
scored its gain at the expense of | 
GMC which cut its magazine ap-| 
propriation from $702,407 to $584,113. | 
Chevrolet’s 1956 appropriation was | 
$681,189, compared with $638,146 in | 
1955. 

International, which held fourth | 
spot in 1955, moved into third, while | 
upping its appropriation from $373,- | 
095 to $601,439. | 

Mack, sixth-place runner in 1955, | 
and Dodge, which was in fifth place | 
that year, reversed their positions | 
in 1956, although both increased | 
their advertising allowances. 

Mack’s budget rose from $229,- | 
612 in 1955 to $363,008 in 1956, 
while Dodge upped its investment 
from $284,226 to $339,650. 

Willys moved up strongly, with | 
an increase from $48,665 to $233,505 | 
to take over seventh place from | 
Studebaker. Studebaker also made 
a larger investment, increasing 
from $114,085 to $143,020. | 

White completed the 1956 list, 
with an investment of $42,244, up 
from the previous year’s $39,479. 
The past year saw the list of na- 
tional truck advertisers narrowed 
by one—Reo, which invested $102,- 
990 in magazines in 1955. 

Manufacturers concentrated 
their advertising in fewer maga- 
zines in 1956. They bought 21.38 
more pages of space, but used | 
only three fewer publications, The 
result was that no magazine on 
the list carried less than three 
pages of truck advertising. 

In order of revenue (witn pages 
in parenthesis) magazines carrying 
truck schedules in 1956 were: 
Saturday Evening Post, $1,519,230 
(66.5); Farm Journal, $497,110 (46); 
Time, $464,640 (40); Newsweek, 
$283,888 (44); Progressive Farmer, 
$217,600 (37.08); Business Week, 
$165,065 (50); Successful Farming, 
$158,500 (35); Life, $115,287 (4); 
Town Journal, $110,161 (14); Farm 
é Ranch, $93,200 (19); Nation’s 
Business, $91,870 (24); U. 8. News 
&é World Report, $84,633 (20); 
Capper’s Farmer, $81,360 (16); Grit, 
$67,568 (20.48); Fortune, $60,000 
(12); Dun’s Review, $14,340 (9); 
Ebony, $4,800 (3). 

Translating magazine advertising 
investments into cost per unit pro- 
duced, Chevrolet had the lowest 
budget per truck—$1.93, followed 
by White, $2.46; Ford, $3.50; Willys, 
$3.56; Dodge, $3.71; International, 
$4.36; GMC, $6.40; Studebaker, 
$9.73; and Mack, $19.22. Average 
for the industry was $3.66 on a 
total production of 1,100,153, which 
includes the output of three non- 
advertisers—Diamond T, Reo, and 
Diveco. 


* * 
BBDO Booklet Available 
Batten, Barton, Durstine & 
Osborn advertising agency has 
published ‘a new source-book of 
tconomic facts about American 











* 


Affecting Factories and Dealers .. . 


Auto Advertising 
















consumers for use by all adver- 
tisers. 

Entitled “Your Target,” the 64- 
page booklet covers changes in the 
market since 1946 and is presented 
in three sections: Markets, Market- 
ing and Media. 

Copies are available on written 
request to the Research Depart- 
ment, Batten, Barton, Durstine & 
Osborn, Inc., 383 Madison Ave., New 
York. 

* * +* 


Fox to Speak in Chicago 

Eldon E. Fox, advertising man- 
ager of Edsel, will discuss the 
advertising strategy for launching 
a new car at a luncheon meeting 
in connection with Chicago Direct 
Mail Day, Apr. 3, in the Morrison 
hotel. 

+ * * 

2 Dealerships Have Top Ads 


Two automobile dealerships 
were among 386 advertisers win- 
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ning national recognition for 
“creative excellence and effective 
use of outdoor advertising dur- 
ing 1956.” 

Named by the Outdoor Adver- 
tising Assn. of America, Inc., 
Chicago, were Beecroft Chevrolet 
in Providence, R. I., and Fields 
Chevrolet Co. in Portland, Ore. 


* + * 


ABC Opens Detroit Office 


Formation of a Detroit sales 
division of the ABC Television Net- 
work has been announced by Slo- 
cum Chapin, sales 
vice-president. 

Simultaneously, 
Chapin an- 
nounced that Wil- 
liam P. Mullen is 
promoted to sales 
manager for the 
Detroit division. 
Mullen will make 
his headquarters 
in New York and 
report to Chapin. 

W. P. Mullen Mullen has been 
an account executive in the ABC- 
|TV sales department since joining 
the network in May 1955. Pre- 
viously, he was eastern sales man- 
lager for John W. Loveton Produc- 











tions, account executive with Trans- 
Film, Inc., and Cappel MacDonald 
& Co., and with the William Morris 
Agency and CBS Television net- 


work. 
* * * 


Anthony Cut to Half Hour 


Dodge and Plymouth will con- 
tinue to sponsor three ABC tele- 
vision programs for the 1957-58 
season, but the “Ray Anthony 
Show” will be cut back to a half- 
hour beginning Apr. 12, 

“The Lawrence Welk Show,” 
sponsored by Dodge, will continue 
in the 9 to 10 p.m, time slot on 
Saturdays, and “Lawrence Welk’s 
Top Tunes & New Talent” will be 
presented from 9:30 to 10:30 p.m. 
on Mondays. It is sponsored by 
both Dodge and Plymouth. 


The “Ray Anthony Show,” spon-| | 


sored by Plymouth, will run from 
9:30 to 10 p.m. Fridays. The An- 
thony show is now an hour pro- 
gram. 

* o * 


Auto Readers Survey 


Readers of consumer automo- 
tive publications are a predomin- 
antly young group with special- 
ized interests, and a higher than 
average family income, a survey 
conducted by A. 8. Bennett-Cy 
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Chaikin, Inc., New York, for 
Petersen Publishing Co., reveals. 

Readers of three Petersen pub- 
lications, Motor Trend, Hot Rod, 
and Motor Life, were covered in 
the survey. 

The survey shows automotive 
publication readers have a median 
age of 23.3 years, and a median 
income of $5,832. 

* + *” 


Hertz Appoints Gantner 


Andrew S. Gantner has been 
named advertising manager of 
Hertz Rent A Car System, replac- 
ing Jay P. Kent, 
who will fill the 
newly created po- 
sition of director 
of Hertz training 
schools. 

Gantner for- 
merly was direc- 
tor of advertising 
and sales promo- 
tion for Peter 
Hand Brewery 
Co., Chicago. 

Gantner will co- 


A, 8S, Gantner 
the Hertz national ad- 


ordinate 
vertising and sales promotion 
program, including a national ad- 
vertising budget for 1957 of $2,- 
600,000, 


get All the B E AR FACT, 1S and you ll buy 
a BEAR. OnACar Balancer 


Dial indicates amount 


of unbalance. 


White bar shows up as 
continuous white line 
across face of balancer 
while wheel spins. Ex- 
pends, contracts as you 
add or subtract weight. 














ONLY BEAR 

with the SPEEDIE Adapter has 
the FASTEST accurate centering! It 
always goes on right the first time be- 
cause it uses the truest part of the 
wheel ...the spindle center. 


ONLY BEAR 

balances on the HOIST or FLOOR 
with equal ease, speed and safety! 
Limited space need not keep you from 
getting in on BIG BALANCING MONEY! 
Spinner fits easily on rack. 


ONLY BEAR 

gives you such superior balancing 
control! Just 2 knobs to use! Tells you 
if you're adding or taking away weight 
while wheel is spinning... Balance 
Prover tells when you're through! 


Compare Fact for Fact...See for Yourself Why You Can Make More, Do More with BEAR On-A-Car! 


ONLY BEAR 

lets you sit while balancing... 
no squatting or stooping! It’s the most 
convenient, safest arrangement: you 
work from the side, spin from the front. 
Closely simulates driving conditions. 





eee 





...and ONLY BEAR brings you the 
BEAR) pulling power of the NATIONALLY- 
OnACar || ADVERTISED BEAR SIGN! Nothing 
BALANCENG ||)... 

| like it to draw more cash customers! 


7) FREE ON-A-CAR DEMONSTRATION 
: PROVES ALL THE BEAR FACTS! 


See why only Bear brings you so much speed, accuracy 
and ease of operation! What’s more, you can be sure your 
ON-A-CAR will never be out-of-date! Everything you need 
to get right into big-profit balancing is there.. Handles all 
wheels, including the new 14” size... nothing extra to buy 
... nothing extra to install! Get all the Bear Facts and a 
FREE DEMONSTRATION from your Jobber or write: 


Bear Mfg. Co., Dept. A-14, Rock Island, Illinois 


ONLY BEAR 

has the Balance Prover! Nothing 
like it to dramatize the need for balanc- 
ing! A real sales clincher...shows 
customers just how badly wheels are 
out of balance. 


ONLY BEAR 

brings you all these ease-of- 
operation features in an On-The-Truck 
Balancer,too! Handles all types of Budd- 
type wheels, cast-spoke types or light 
truck wheels. 
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But Potential Volume Is Limited .. . 


East African Market Is Strong 


Eprror’s Norte: 


Slocum, chairman of the board of 
AUvToMoTIVE News, is on a world 
cruise contacting key auto deéal- 
ers and distributors on business 
conditions. Here is one of her 


reports: 


+ 


Mrs. George M. 


* * 
By Mrs. George M. Slocum 
Chairman, Automotive News 


territories of Kenya, Uganda and 
Tanganyika, distances are vast and 


public transport is limited. It is| Nairobi, which is the biggest 


there that motor vehicles become a 
necessity. 

As in all developing territories 
—and East Africa is just be- 
ginning to come into its own— 
motor transport plays a vital role. 


Motor transport is used exclu- 
sively in these ons. 


automotive marketing. center in this 
corner of the “dark continent,” will 
probably see 1,300 new cars and 
1,500 new trucks sold this year. 
Trucks are used extensively for 
local deliveries and for collection of 
farm produce and delivery to rail 


to be covered by salesmen to 

contact relatively few customers. 

Most selling is done by personal 
contact, although regular advertise- 
ments are used in newspapers. 
Commercial radio is available to a 
limited extent, and used only for 
special sales promotions. There is, 
of course, no television. 

Some advertising is placed in na- 
tional magazines and direct mail- 
ing is also used. 

A key selling point is the avail- 


ability of spares and service 
throughout the territory. Shipping 
delays and transit damage, Jones 
said, cause supply problems which 
are much more acute than those 
experienced in the domestic 
markets. 

Although new units are freely 
available, there is still a good 
market for used cars, Jones said. 
He noted that among African 
buyers, reliability of a vehicle is 
more important than its age or 
styling. 


—!= 


DeSoto Cites 54 Salesmen 


ANZIBAR, East Africa, — 
Although the automobile is 
considered a necessity in British 


In population centers, such as 
Dar es Salaam and Nairobi, a 
considerable number of private cars 


heads. 
Kenya, particularly, is a growing 
agricultural territory, and the 


East Africa, the 
market is not 
particularly large 
because of the 
relatively sparse 
population. 

On this island 
23 miles off the 
coast, the market 
is limited by an- 
other factor—the 
isJand’s area is 
only 640 square 
miles. 


are used for personal transporta- 


tion, 
* * * 


a a cars are also virtually 


the only manner in which busi- 
ness men can travel through the 
three territories. 

A number of cars and trucks 
also are used in the tourist indus- 
try, which is growing rapidly, par- 
ticularly in Kenya. Nairobi, the 
capital of Kenya, is the jumping- 
off place for most safaris and 


farmers represent a strong auto- 
motive market. 
> a o 

i MY visit to this charming 

island, which supplies virtually 
all of the cloves for world con- 
sumption, I had the pleasure of 
discussing this auto market with 
J. A. Jones, managing director of 
Motor Mart & Exchange, Ltd., 
Nairobi. 

He told me that the selling 
problem hinges largely on the 
fact that the population is widely 


On the mainland, however, in the | tours into the big-game country. | dispersed and vast distances have 


6 Mey 
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As Its Best in Nation 


DETROIT. — DeSoto has an- 
nounced names of the 54 top men in 
its national Master Salesman’s Club, 
first formed last September. 

Membership has grown, DeSoto 
said, from 240 originals to more 
than 800 which is better than 10 
percent of its retail sales staff. 
Participation is limited only to 
floor sales personnel, the company 


Three top salesmen in each of De- 


Massachusetts Investors Trust 


has the largest investment portfolio of all US investment 


companies... 
$971,584,516*—10.7% 


on December 31, 1955 had a value of 
of the $9 billion plus total. But its 


outstanding size does not fully suggest the extent of its service 
to the public. 


Big figures do not always indicate big values. For instance, 
SuccEssFUL Farminc has only 1,300,000 circulation—but 
delivers 26°%, of all the commercial farms of the US and 
42%, of all farms earning $10,000 or more. 

SuccessFuL Farminc subscribers alone account for more 
than one-third of the national farm output and almost 
two-thirds of the livestock products. They are big producers 
and big earners. In 1955, SF farmers had an average cash 
income from farming alone exceeding $10,o00—add up to 
an. $11 billion market. 


Selective in circulation, SuccessFUL FARMING concentrates 
coverage among the 44% minority who get 91% of the US 
farm income. It is a major selling tool in a major market. 

SUCCESSFUL FARMING gets a warm welcome from its 
readers, enjoys unmatched confidence and deep influence, 
the reward of more than fifty years of service helping the SF 
audience live better and.make more money. For finer quality 
prospects and to balance national schedules, you need 
SuccessFuL Farmine. Ask the nearest SF office for details, 


*Source: Investment Companies, 1956 


MEREDITH PuBLisHING Company, Des Moines... 
with offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, and Los Angeles. 


Soto’s 18 divisions were chosen 
on a point system for the $500 
award which will be accompanied 
by other honors. 

Irving Miller, Rockman Motors, 
Maplewood, N. J., 
was the top na- 
tional DeSoto 
salesman, Other 
national winners 
were George Pez- 
nola, Guy’s Super 
Service Garage, 
Roxbury, Mass., 
and A. R. Defran- 
cesco, Freed Bros. 
Motors, Consho- 
hocken, Pa, 

Area winners 
were Miller (eastern), Earl C. La 
Croix (midwest), Goldbeck 
Motors, Inc., St. Louis; J. Garrity 
(central), A. D. Pelunis, Inc. 
Lakewood, O., and John Maddox 
(western), Muller Gordon, Inc., 
Albany, Calif. 

The $500 in silver dollars was pre- 
sented to the winners in a treasure 
chest bearing an engraved name 
plate at local ceremonies last week. 

Standard master salesmen priv- 
ileges include a gold lapel pin, en- 
graved business cards, a special 
club membership card and a signed 
scroll certificate. Club members also 
have their own magazine, the De- 
Soto Report. 

The other 48 winners are: 

James Etheridge, Columbus, Ga.; 
Harrel J. Morgan, Anniston, Ala.; 
Charles A. Sorter, Guntersville, Ala.; 
Nathan Fritz, Chelsea, Mass.; 
Charles Bonelli, Medford, Mass.; E. 
E. Forrest, High Point, N. C.; U. S. 
Lee, Charlottesville, Va.; Henry 
Odom, Rocky Mount, N. C. 

Bertram Weinman, Chicago; Mi- 

chael F. Graham, Libertyville, Il.; 
William McKie, Glen Ellyn, 
Iil.; Howard Breedlove, Indian- 
apolis; Walter Havens, Plainfield, 
Ind.; Robert B. George, Circleville, 
O.; J. R. Becker jr., Fort Worth; 
Ralph Dickinsoh, Plainview, Tex.; 
Norman G. Turner, Valasco, 
Tex.; D. Parker, Bay City, Mich.; 
0. P. Piipo, Sault Ste. Marie, 
Mich.; Ray Loftin, Overland Pass, 
Kans. 

Robert Cauthron, Augusta, Kans.; 
W. R. Cannon, Shawnee, Okla; S. 
E. Coops, Alhambra, Calif.; Harold 
Dodds, San Bernardino, Calif.; 
Stann Butt, Redlands, Calif.; Eu- 
gene Montagnet, New Orleans; Ja- 
son T. Jermyn, Biloxi, Miss.; Wilson 
Harrell, El Dorado, Ark.; Harold J. 
Huff, LaCrosse, Wis.; Fred Ripp- 
linger, Bismarck, N. D.; George E. 
Lusk, Jackson, Minn. 

Arthur C. Frisbie, Newton, N. J.; 
Henry J. Ringers, Wyckoff, N. J.; 
C. W. Hickey jr., Red Lion, Pa; 
John Koval jr., Mahanoy City, Pa.; 
Sandy Scrimenti, Erie, Pa.; John H. 
Snelson, Pittsburgh; John F. Sind- 
linger jr., Gnadenhutten, O.; Ed 
Dale, Portland, Ore.; Fred N. Benoit, 
Butte, Mont. 

Grant Zollinger, Wendell, 
Jim Logan, Quincy, Ill.; Fred C. 
Wilhite, Princeton, Ind.; W. W. 
Willardsen, Idaho Falls, Id.; Stanley 
B. Catlett, Twin Falls, Id.; Arthur 
Maturo, Albany; Kenneth Sullivan, 
Potsdam, N. Y., and Richard La- 
Fave, Ithaca, N. Y. 


Irving Miller 


Ida.; 


Knox County Dealers 
Cast Vote for Niggles 


MT. VERNON, O. — Howard 
Niggles, Niggles Pontiac, has been 
elected president of the Knox 
County Automobile Dealers Assn. 

Vice-president is J. Ira Metcalf, 
Metcalf Motors, Inc.; and secretary- 
treasurer is R, B. Kincaid, Kincaid 
Buick, Inc. All three have their 
dealerships in this city. 
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Average Prices of Used Cars Sold at Auction 


8 & 
: 7 8287 
si &3 : 4 


"65 «7°56 "5S = °56 
March Apr. 


Market Trend 


The overall average 


used cars sold at wholesale auc- 
tion last week advanced one dol- 
lar to $953, according to Automo- 


tive News’ index. 


All models except three shared 
in the increase, which amounted 
to $12 on ’57s, $14 on ’55s, $2 on 
"53s, $1 on ’51s and $5 on ’50s. 

Setbacks amounted to $8 on ’56s, 


$14 on ’55s and $5 on 


price adjustment on ’56s brought 


them to a new low. 


At a group of representative 
auctions last week, the average 


COLORADO 





COLORADO AUTO AUCTION 


souTH DENVER; PEABODY AUTO AUCTION, 


Wire Colorado Auto Auction FAX 


Denver, Colo. 
Auctioneers: 


Colonels Johnny Wood and Dean Davis 
All cars paid for. by our own check through 
The Bank of Denver 








DENVER AUTO AUCTION CO. 
Oldest Auto Auction) | 


(Denver's 
4595 S. Santa Fe 
Ph. SU 1-6673 — Ed Smith or 


Auction Every Friday at I1: 
We Issue Auction Checks and Guarantee Titles 








MID-WEST AUTO AUCTION | 


1155 So. Platte River 


DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at |! A.M. 
Phone Sherman 4-3263 








CONNECTICUT 


(Compiled by Automotive News from Auction — 


'5S "56 
ine Say Aug. 


Prices of ’56s added and ’48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


be 





consignment was 184.6 units, the including °53 models, 54s soft, while ’55 2-dr., $1,060; Bel Air (6) 4-dr., $710; 
highest since early January. The Soon ine Ste ans ef at very little ac- gence 98 (8) 4-dr., $940, $920°, $905, 
- ° out o -) 90°, 70; station wagon, $925. 
price of | average had been 1794 a week | BUICK—'56 Special Riviera, $1,975*, $1,-| DeSOTO—'52 Sportsman coupe, $255*. ’50 
earlier. 840* ee Super Riviere, 2 at $1,450*| Custom 4-dr.. $120 
(ps), $1,375* (ps); RM 4-dr., $1,150* , : > , cs 
The sales ratio was 66.0 percent, | (pa): “Si apecial sar, $075", $800, "53 DODGE “54 station wagon, $760. °53, Cor 
compared with 70.8 percent the Super Riviera, $800*; Special 2-dr., $630,| gij9* , 7 
® >. . 
previous week. a ous” —— — FORD—’57 Del Rio Ranch Wagon, $2,150*, 
Prices marked with an as- | CADILLAC—'s7 (62) sedan de ville, $5,-| $2,100"; Custom (8) 300 4-dr., $2.120°; 
7 s , ; 4 000* (ps). °56 (62) coupe, $3,405* (ps). ustom (6) 300 2-dr., $1,680 x 56 Fair- 
terisk indicate a wnit equipped | 55 (62) coupe de Ville, $2,825° (ps); 4-| jane (8) vpoeee, $510", Soe, ee. 
; ; Leos dr., $2,800* (ps), $2,450* ; , | . ’ , 
with an automatic trans? mission eaves (pe). be teks acume ine ae | 500*, $1,370*: Ranch Wagon, $1,400; 
or overdrive and (ps) indicates 540* (ps), $2,300° (ps). eae oe (8) 4-dr., $1,425, $1,365°, $1,275°, 
"52s. The | Power steering. CHEVROLET—'57 Bel Air (8) coupe, $2,-| _ $1,190*; Main (6) 2-dr., $1,180 
245°; Two-ten (8) 2-dr. $1,880; Two-ten HUDSON—'55 Hornet 4- -dr., $1,000°, °53 
DYER. IND (6) 2-dr., $1,650; One-fifty (6) 2-dr., $1,-| Hornet 4-dr., $435°. 

° = 500. °56 Bel Air (8) Hardtop, $1,710*;| LINCOLN —’'56 Premiere coupe, $2,775* 
(Dyer Auto Auction. Sale every Friday. 4-dr., $1,560*; Two-ten (8) 2-dr., $1,550*, (ps). °55 Capri 4-dr.. $1,470° (ps). °49 

Prices are for sale of March 8.) $1,420°, $1, 360; Two-ten (6) station wag-| Cosmopolitan 4-dr., $145°. 
(Market strong on everything up to and | on, $1,435; 2-dr., $1,350. °55 Bel Air (8) | MERCURY—’55 Monterey coupe, $1,380*, 








MASSACHUSETTS MISSOURI NEW YORK 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


| 
INC. | TIM ANSPACH 


For Dealers Only 

Checks and Titles Guaranteed | 
Auction Every Thursday at 11 A.M. | 
Newburyport Turnpike, U. S. Rt. 1 | 
West Peabody, Mass. Jefferson 1-7500 


ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. Ev 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — |! O'Clock 

80 car sale average 











Joseph Herbert Phillip Glick | St. Louis, Mo. All Titles and Checks Guaranteed 
| Phone Franklin 1-3845 | 
MICHIGAN SALES EACH TUESDAY | LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Insured 
| Checks and Titles (Wed.). 


AND FRIDAY 





Littleton, Colo. GRAND RAPIDS AUCTIONS, INC. Checks and Titles Guaranteed } 
Mil Nece [™ M2i—One Half ame west of Grandville, | Owned and Operated by NORTH CAROLINA 
00 A.M. EVERY TUESDAY—CHECKS INSURED BILL McCRACKEN and 


At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


ROY McMANAMA 
(Dealers Only!) 
Operating Since 1946 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
10 A. M. 





checks guaranteed. Mon. 





Dr. 





MICHIGAN OHIO 





| MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Detroit's Barometer 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday 


SOUTHERN AUTO SALES, INC. 


AUCTION 


Warehouse Pt., Conn. 





IOWA 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
-E. 14th Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 


4701 S. 










and sellers .. . 


tions of the nation .. . 


an ad in Automotive News. 


Crossroads 


new ond used car Open week Friday 
dealers. They meet at the dealer auc- <n vs pera fn 


pages of Automotive News. 
You will, reach both groups through 





APTCO AUTO AUCTION 
8 Years Old 
Conveniently located ¥% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. 5. ROUTE 25) MANHEIM AUTO AUCTION, 
MELVINDALE, MICHIGAN Manheim, Penn. 
Ghosts and Mites Guarantees Phone Dunkirk 3-0150 5 miles om z iain Turnpike 
| Sale Every Friday—i0:00 A.M. 


On U. 5S. Rowte 20A Phone 5-9535 





at 11:00 


| 
| Your Good Will—Our Most Valuable Asset 
| PENNSYLVANIA 





INC. 





MISSOURI Checks and Titles Guaranteed 


Phone Manheim 5-240! 


NEW YORK 











AUTO DEALERS AUCTION, 
INC. 


Friday is Sale Day in Kansas City, Mo. 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safc because ail titles 


TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 


Auction Company Checks to Sellers 231-41. Thursday 11:00 a.m. 






Guaranteed Titles to Buyers 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 





. . buyers || Bob Ring—Owner Fred Reed—Mgr. JOHNSON AUTO 


AUCTIONS 








end on the 6200 Independence Hy 3-7470 BROOKLYN 22, N. Y. 
Auctioneers Tel. EVergreen 3-4800 Lawrenceburg, Tenn.—Tuesday 
Geo. Workman Phil Spurgeon Auctioneers—David 8B. Spielman Huntsville, Ala.—Friday 
Jack Erwin Je. Whitman John W. Becker 100% Insured—No Registration Fee 
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$1,245*; 2-dr., $915*. °54 4-dr., $765*, 
$760*. '53 2-dr., $560. '52 4-dr., $355*. 

NASH — ’'57 Rambler station wagon, $2,- 
255*. '55 Rambler station wagon, $1,145*, 
$1,140*, '53 Rambler Country club, $610*; 





conv., $345*; Statesman 4-dr., 

OLDSMOBILE—’56 (98) Holiday, $2,375* 
(ps), $2,310* (ps). ’55 (88) conv., $1,- 
730*; Holiday, $1,800* (ps), $1,585*; Su- 
per 4-dr., $1,460* (ps). °53 *(88) Holiday, 
$985* (ps); 4-dr., $840°. '52 (98) 4-dr., 
$690* (ps), $390°. 


PACKARD—’ 52 coupe $525". 

PLYMOUTH—’55 Belvedere (8) coupe, $1,- 
290°; Plaza (8) station wagon, $1,095*; 
Savoy (8) 4-dr., $960. °54 Savoy 2-dr., 
$590°. °53 Cranbrook 4-dr., $500*. °52 
Cambridge 4-dr., $135. 


PONTIAC—'53 Chieftain (8) conv., $750* 
(ps); 4-dr., $580. ’51 (8) 2-dr., $175, 
$150. °50 (8) 2-dr., $225*. 


STUDEBAKER — '57 Golden Hawk coupe, 
$2,565*. '55 Champion 4-dr., $950*; Com- 
mander 2-dr., $750*, '53 Champion 4-dr., 
$360*. '51 Champion 4-dr., $110*. 

MISCELLANEOUS—’52 Studebaker %-ton 
pickup, $335. 


FLINT 


(Flint Auto Auction, Inc, Sale every Wed- 

nesday. Prices are for sale of March 13.) 

(As far as we can see, there still has 
not been the expected upsurge in prices 
everyone has been looking and waiting 
for. Large block buying has not mate- 
rialized as yet, and prices have not taken 
any noticeable change. Sold 128 cars out 
of 219 offerings.) 

BUICK—’55 Century conv., $2,210* (ps); 
2-dr., $1,500* (ps); Super Riviera, $2,080* 
(ps), $1,600° (ps), $1,470* (ps); 4-dr., 
$1,900*; Special Riviera, $1,475*, $1,415°*; 
4-dr., $1,330*, '54 Super Riviera, $1,175*; 
Century Riviera, $1,080*; Special 4-dr., 
$910. '53 Special 4-dr., $700*, $640*; 2- 
dr., $400°. °52 Special Riviera, $325°. '51 
Special 4-dr., $215; Super Riviera, $175*; 
RM 2-dr., $140*. '50 Special 2-dr., $165. 

CADILLAC—’56 (62) club coupe, 465° 
(ps). °55 (62) coupe de Ville, $2,650*° 
(ps). °54 (62) coupe de Ville, $2,400° 
(ps). "51 (61) 4-dr., $250°. 

CHEVROLET — '57 Two-ten (8) station 
wagon, $2,275*. °56 Two-ten (6) 4-dr., 
$1,425*; 2-dr., $1,225; One-fifty (6) 4-dr., 
$1,435°. °55 Bel Air (8) club coupe, $1,- 
375°, $1,360°; 4-dr., $1,210°; Bel Air (6) 
4-dr., $1,185* $1,110*: Two-ten (8) sta- 
tion wagon, $1,305*, $1,240°; 4-dr., $1,- 

, $1,005*; 2-dr., $1,060°; Two-ten (6) 
$995°, $830. °54 Bel Air 4-dr., 
$710*; Two-ten Delray coupe, 
$730°*; 4-dr., $690. "53 Bel Air 2-dr., 
$575*; One-fifty 4-dr., $555; Two-ten 2- 

r., $480°, $400, $375; 4-dr., $400. "52 SL 
Deluxe station wagon, $555; 4-dr., $155. 
‘51 SL Deluxe club coupe, $345*, $330*, 
$275*; 2-dr., $260°, $145. '50 FL Deluxe 
2-dr., $120. 

CHRYSLER—’'56 Windsor club coupe, $2,- 
150° (ps). 

FORD—’'56 Fairlane (8) Victoria, $1,790*° 
(ps); club coupe $1,690*; 2-dr., $1,410; 
4-dr., $1,380; Country sedan, # 775° ; 
Ranch Wagon, $1,600°; Custom (8) 2-dr., 
$1,475*, $1,250; 4-dr., $1,390; Main (3) 
2-dr., $1,300, $900. "55 Country Squire, 
$1,630*; Country sedan, $1,615* (ps), $1.- 
410, $1,400, €1,100; Fairlane (8) Crown 
Victoria, $1,495*; Custom (8) 2-dr., $1,- 
100*, $1,005*, $970; 4-dr., $1,050°, 
Delivery sedan, $580. 54° Custom (8) - 

r., $705* (ps). $700°. "53 Country sedan, 
$700*; Crest (8) Victoria, $650°, $600. 

HUDSON—'51 Hornet 4-dr., $130. 

MERCURY—'56 Monterey club coupe, $1,- 
775°. °55 Custom 2-dr., $1,030. "54 Cus- 
tom 2-dr., $675. "53 Custom 2-dr,, $375. 
'51 Custom 4-dr., $340*°; club coupe, $230. 

NASH—'51 Ambassador 4-dr., $100. 

OLDSMOBILE—'56 (98) Holiday, $2,250° 
(ps); (88) Holiday club coupe, $1,600*. 
"55 (98) 4-dr., $1,575° (ps); (88) Super 
4-dr., $1,520° (ps). "54 (88) Super 4-dr., 
$1,215° (ps); 2-dr., $1,395° (ps), $1,- 
110°. ‘53 (88) Super Holiday, $850°. ‘52 
(88) Super 2-dr., $400; (98) 4-dr., $330°. 

PLYMOUTH—'55 Savoy (6) station wagon, 
$1,015. ‘53 Cranbrook Belvedere, $390°. 

PONTIAC—’'55 Star Chief (8) Catalina, $1,- 
475°; 4-dr., $1,260°, $1,210°, $1,150. "54 
Star Chief 2-dr., $850°; Chieftain (8) 4- 
dr., $715° (ps). °53 Chieftain (8) 2-dr., 
$530, $430°. ‘S51 4-dr., $360°; conv., 


$310. 

STUDEBAKER — ‘52 Commander Land 
Cruiser, $155°. 

WILLYS—'53 station wagon, $400. 


CHICAGO 


(Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of March 12.) 
(Sold 270 cars out of 433 offerings.) 
BUICK—’57 Special Riviera, $2.585* (ps); 
"56 Super Riviera, $2,150*°, $2.030° (ps); 
Special Riviera, $2,045° (ps). "55 RM 
Riviera, $1,695° (ps), $1,600° (ps); Cen- 
tury 4-dr., $1,600° (ps); Special Riviera, 
$1,500°, $1,495°. "54 Super Riviera. 2 at 
(ps); 2-dr., $1,100°, $1.085°, 
conv., $1,245*; Special Riviera, 
, $1,215°, $810*: Century Riviera, 
4-dr., $1,145° ¢pe:. “53 Super 
$710", $485-; Special «- 
, $740°, 52 Super Riviera, 


$505°, . 

OADILLAC—'56 (62) sedan de Viile, $3,- 
900° (ps); coupe de Ville, $3,600° (ps*; 
4-dr., $3,245° (ps). 53 (62) 4-dr., $1,340* 
(ps); coupe, $1,205* (ps). "52 (62) 4-dr., 
$895°, $780°, $565°. "51 (62) 4-dr., $590°, 
$580°. '50 (62) 4-dr., $390° $350°. 

cH — 'S6 Bel Air (8) Hardtop, 
$1,800° ; Bel . Air (6) Hardtop, $1,600; 
Two-ten (6) station wagon, $1,525; Two- 
ten (8) 2-dr., $1,380, $1,355. '55 Two-ten 
(6) station wagon, $1,315; Delray coupe, 
$1,210; 2-dr., $1,085, $1,055, $1,025, $950, 
$930, $890; 4-dr., $875; Bel Air (8) Hard- 
top $1,300*; 2-dr., 2 at $1,200°; 4-dr., 
$1,120°; Bel Air (6) Hardtop, $1,230°: 
2-dr., $1,175, "54 Two-ten station wagon, 
$985*; 4-dr., $880°; 2-dr., $725°. "53 Bel 
Air Hardtop, $680° ; $510° (ps); 4-dr., 
$655; Two-ten 2-dr., $620, $430; 4-dr., 
$600*, $520, $500. 

CHRYSLER—’56 Windsor, Nassau, — 
(ps) '55 Windsor 4-dr., ‘3. 555° (ps): 


4- ‘er, 
$765°*, 


4-dr., $1,425°. 50 4-dr., $220°. 
— °'SS Firedom Hardtop, $1,525° 
(ps), 2° at $1,420° (ps), $1,330°. °54 


Firedome 4-dr., $720* (ps), $500*. 
DODGE—'55 Coronet 4-dr., $1, 325°; Hard- 
top, $1,250°. ‘53 Coronet 2-dr., $400*, 
$365°. 50 Corpnet 4-dr., 
FORD—'56 Fairlane 


"$1, 300: 2-dr., 
‘55 Fairlane 18)" conv., $1,305 

Victoria, $1,300°; 4-dr., $1,255", 

$1,060; ‘Fairlane (6) 4-dr., $1,000; 
tom (8) 4-dr., $945; 2-dr., $925, 
$860. °54 Crest (8) ‘2-ar., “'g875°, 
$785*, $740°; Victoria, $820; conv., $720; 
Custom (8) 4-dr., $800°; Crest 


(Continued on Page 42, Col. 3) 





“Balanced Volume” 


Franchise... 


You come out on top when you have control—control over the extent of your investment 
. .. control over your volume... in short, control of your whole operation. Our unique 
“Balanced Volume” Franchise gives you that control! And with Studebaker-Packard you’ve 
gota big pitch for every market—low- and medium-priced cars, sports cars, fine cars, station 
wagons and trucks. The strong Studebaker-Packard sales team gives solid support to help 
you develop your franchise and do the amount of business you can handle profitably. Yes, 
with Studebaker-Packard you can go the distance and win. If you’re thinking of a fran- 
chise of your own, or about taking on a new line, scout the “Balanced Volume” Franchise. 





Studebaker Broadmoor 


Studebaker Siiver Hawk Packard Clipper Sedan 


: 


ee 
ay 
- 


Transtar 4-ton Pickup 


For complete information concerning the ‘Balanced Volume’’ Franchise, write: Dept. A, Studebaker-Packard Corporation, South Bend 27, Ind. 


Studebaker-Packard 


CORPORATION 


Where pide of Workmeansleje comes frst! 
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Auto Auctions BUMPA-TEL FOR '57 


(Continued from Page 39) 

$655*. °53 Crest (8) Victoria, $795; 2- 
dr., $725; Custom (8) 4-dr., $700, $585*; 
2-dr., $460*; Custom (6) 2-dr., $375*. 
’52 Custom (8) 2-dr., $380, $325; Main 
(6) 2-dr., $365, $315. °51 Custom (8) 
Victoria, $300. 

HUDSON—’56 Hornet 4-dr., $1,550*; Ram- 
bler 4-dr., $1,300*, °54 Hornet 2-dr., 
$435°*. 


MERCURY — '56 Montclair 4-dr., $2,185° 

(ps), $2,065*; Custom 4-dr., $1,490*. ’55 

Custom 4-dr., $1,040; 2-dr., $985%. ’54 

* Monterey 4-dr., $980*, $670*; Custom 4- 

A must in todays dr., $815, °53 Monterey Hardtop, $840°; 
4-dr., $725* (ps), $670*, $595* (ps); Cus- 


iti i tom 4-dr., $445*. '52 4-dr., $215*. ’51 2- 
competitive automotive dr. $325%. 


- NASH—’56 Rambler station wagon, . 

field, where you need 54 Statesman 4-dr.. $895", $400°. 
OLDSMOBILE — '56 (88) Hoitday, $2,150° 
. (ps), $2,070* (ps). °55 (88) Holiday, ~ 
continuous 610° (ps), $1,595° (ps), $1,560°, $1,350°; 
2-dr., $1,335", '54 (98) 4-dr., $1,380° 

i (ps), $1,275* (ps); (88) 4-dr., ; 
up-to-the-minute (ps). °53 (98) 4-dr., $835*%; (88) 4-dr., 
merket tafermation $825°, gsi0° (ps), $660*, 51 (88) 4-dr., 

ie 700°, 15°. 

mw re 9 bo wg 8 ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
$s00*. ee oe. $430, $340. ’51 BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 
6 aa? -dr., $1,070*, : 
Fe eee oy ie) Delt. $050, Belvedere | Absolutely no damage to car: May be mounted or dismounted in 
OO Gribe’ ee Gaver 242. 168, gio, | seconds without tools (after original installation which requires about 
Belvedere conv., $650; Plaza Suburban, . 
$425. '51 Cranbrook 4-dr., $280; | Cam.| 30 minutes) 
bridge 2-dr., $275; 4-dr., $225, $220. 
PONTIAC—'56 Star Chief (8) station wag- “Models available for all American Made Cars of 1957 model." 
on $2,250* (ps); Catalina, 9 A wk, 
Chieftain (8) Catalina, $1,695*. ’ ief- 
tain (8) 4-dr., $1,195, $1.145*, $1,105*; UNLETTERED $14.00 
Catalina, $1,175; Star Chief (8) 4-dr., 
$1,005*. "54 Chieftain (8) 2-dr., genes. {3 LETTERED (Max. 80 Letters) 18.00 
Chieftain (8) atalina ; -dr., 
you get many other $605*: 2-dr., $600; (6) 2-dr., $335. °52| LETTERED & REFLECTORIZED 21.50 


Chieftain (8) 4-dr., $350°, $235. '51 sta- 


outstanding features |eibesaittn nd" Siintatace 20, LETTERED OW FULL SCOTCHLITE — 26.80 


7 $515. "53 Commander 2-dr., $395*, $290. Add each for turned edge panel 2.00 
found in your 


LITTLETON, COLO. All prices F. 0. B. Mounds, Ill. 2% off for cash with order: 
NADA Official (Denver Auto Auction. Sale every Friday. Please state make, model and series when ordering. 


ee ae Due to the low lines on '57 cars we recommend use of the petite 


Used Car Guide BUICK—’57 Estate wagon, $3,200* (ps). | 


56 Super coupe, $2,330*; Century coupe, | " ” 2 ° : ¢ : : 2 
$2,0008, "SG Fat’ 4dr. $1,720" (pe): Boe (40" x 12") sign and unless otherwise instructed will furnish this size. 


AVERAGE RETAIL =, —- oe oa wees tna a We will accept collect calls far orders of 5 or more signs. 
Super 4-dr., $375*, $255, $180°, $175°, 


AVERAGE LOAN Ciimkine es a) om, BO 0n.| BUMPA - TEL SIGN DIV. 


(in most areas) "55 (62) coupe de Ville, $2,865° (ps). '53 





Published 
Every 

30 Days in 
6 Regional 
Editions 











(62), Sar. $1,550" (ps). "49 sedanet.| WARREN HASTINGS MOTOR COMPANY, INC. 
$1 ees*; Two-ten (8) station wagon, $1,.| Phone SH. 5-9415 Mounds, Illinois 
NATIONAL AUTOMOBILE DEALERS Sneratty tar, $100, "53 Bel ai sar | — 
CHRYSLER—’51 Saratoga 4-dr., $290°. | . . Baltimore 11, Md. 
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Coronet Hardtop, $230. | Henri Gasque 

4-dr., $1,925. '56 Fairlane (8) 4-dr., $1,-| Day or Night 

Victoria, $1,575*; Custom (8) 4-dr., $875. 
HUDSON—'53 Jet 4-dr., $380. 


IDENTIFYING CHEVROLET—'57 Bel Air (8) 8 
° ° c cT— port coupe, 
Quantity Prices on Request SPECIFICATIONS $2,315*, $2,300°; 4-dr., $2,170, $2,100°. (Canadian & U. S. Pats Pending) 
750, $1,725; 4-dr., $1,600°. ‘55 Bel Air 
(8) 4-dr., $1,300°; Two-ten (8) 4-dr., SALES REPRESENTATIVES 
$675*. '51 SL Deluxe 2-dr., $275. "50 SL 1 5 Ph. HOpkins 7-8118 
Used Car Guide Co. Deluxe 4-dr., $175. 3728 Roland Ave. 
K Str fs A iuetan & ©. ¢ DODGE — '56 Coronet coupe, $1,550*. °55 
ec dtl did aah die Royal Lancer, $1,375*; 4-dr., $1,350°. "52 
FORD—'57 Fairlane (8) 4-dr., $2,275*, $2,- yo . JAckson 8-3880 
050°; 500 2-dr., $2,180; Custom (8) 300 | 
650* (ps), $1,530° (ps), $1,525°; Custom . 2115 Norfolk 
(8) 2-dr., $1,085°. 55 Fairlane (8) or | . . ©. Houston, Texas 
"54 Custom (8) 4-dr., $870*; Custom (6) 
2-dr., $750. '53 Custom (6) 2-dr., $290. 
MERCURY-—’'57 Monterey coupe, $2,730° | 





(ps). "55 Montclair coupe, $1,620*° (ps); | 
conv., $1,530° (ps); Monterey coupe, $1,- | 
475°. °54 Monterey coupe, $960; 4-dr., | 
$890°, $850. '53 Custom 2-dr.. $575°*. | 
OLDSMOBILE—'57 station wagon, $4,250° | 
(ps), $4,100° (ps). "56 (98) 4-dr., $2,345* 
Se -F HELP YOUR SAGGING SALES WITH... 
dr., $1,460° (pe). °54 (88) Super 4-dr., 
$1,250°; Deluxe 2-dr., $835. '51 (98) Holi- 
day, $230°. | 
PLYMOUTH—'57 Fury Sport coupe, $2,-) 
850°; Belvedere (8) 4-dr.. $2,550°, $2,-/ 
375° (ps); Savoy (8) station wagon, | 
$2,525; coupe, $2,250°, $2,225*, $2,150°; | 
Plaza (6) 4-dr.. $1,950. "55 Savoy (8)/ 


rf ae 
EU TeR spare 
, sedan, $925. ‘54 Belvedere 4-dr., $800; | 


| oma ay | Savoy 2-dr., $550, $540. '53 Suburban, | 
i : $705, $660; Cranbrook 4-dr., $445. 
j PONTIAC—’'55 Star Chief (8) Catalina, $1,- 


575° (ps). 52 2-dr., $350*. °51 Catalina, 
$415*; 2-dr., $130. 

MISCELLANEOUS — ‘57 Chevrolet %-ton 
pickup, $1,760; Ford %-ton pickup, $1,-/ 
776. "55 Dodge %-ton pickup, $680; Willys 
jeep pickup, $750. "52 MG roadster, $710. | 
"51 Dodge %-ton panel, $285. "47 Stude- | 
baker %-ton piekup, $125. | 


ALBANY 
mahim Anspach Auto Auction. Sale every’  NEPTUNA’S “Sportsman” Features Retractable Wheels 


The market here today held steady : . e not 
A ge el Ay BH This dual purpose land and water cruiser was the “hit” of the recent Chi. 
2 bad. & N. Y. Boat Shows (Time & Newsweek, Jan. 28th). For full info. regarding 
AOST MODI in a ay wan eo ph py a. | dealerships ($1100 profit per unit), call Mr. Kendall, CH. 5-6991. Neptuna 
dificult to sell, Our buyers are looking | Corp., 723 Sonora, Glendale, Calif. 
} Be An aN ws for, and buying, only ready-to-sell mer- 
S a NIC? chandise. Most of them can either buy or 
trade for bums at home, they don’t have 
te come to Albany. Sold 152 cars out of 
208 offerings.) 
BUICK—’'55 Special Riviera, $1,540*, 
510*. °54 Super coupe, $1,200*; Special 
2-dr., $1,130* (ps). '53 RM 4-dr., $750* 
(ps). °52 RM Riviera, $550* (ps); Super 


T ic WHE pH I Vf $270, a240* ? MGpesial. Riviera, $300° A 
i hd tate elle ar. $200~, 90 Special cr. 3210"; Sioer|  / NYY WORLD'S BEST FISHING! 
‘Tol } | OAR AAC—100 (08) compe do Vile, 2. | | LA PAZ, B.C., MEXICO, in Gulf of California 


_ =" sees ibe ae alton | Many different kinds of game fish in La Paz waters, Marlin, 

$1,470° (ps); 4-dr., $1,285*, $1,035* (ps); * Swordfish and Sails, the broncos of the ocean, latter part of 

conv., $1,200*. '51 (62) 4-dr.. $730, '50 j March to December. Smaller fish plentiful the year round. 

(60) 4-dr., $570°*; (62) 4-dr., $590*; (61) Good skippers and guides. 5-hour flight in DC3. 8-day trips. 

cane, ee (61) 2-dr., $220°. 48 I conduct every trip. Good boats, hotels. $290.00 includes 
-dr., ae) everything. Ideal climate. Plan as far in advance as pos 

aie g ae ae ane : 
ye my a oy Bey pi Fg sible. You will like this trip. Write for brochure. 
on, $1,525. '55 Two-ten (8) 2-dr., $1,400*; HN LAmbe 
Delray coupe, $1,300*; Two-ten (6) 2-dr., 10) D. ARDAIZ Phone rt 5-0792 


$1,025, $950, $905, $825; 4-dr., $1,050°, BRONCOS of the OCLAN . Highlan: rton, Calif 
ae SS. SP 2S. 1008 No. Hig! d, Fullerton, , 
$1,325. °54 Two-ten 2-dr., $885, $775; 


(Continued on Page 43, Col, 1) 
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era, $1,825* (ps), $1,780°; Special 4-dr., (ps). °55 (88) Super Holiday, $1,805* 
$1,530°; 2-dr., $1,395, $1,225. '54 Super (ps); 4-dr., $1,765* (ps), $1,700* (ps); 
: : ethane Seat taot tsar | Model Breakdown = | trie *iicatin suis “eb 
, ’ ; Super 4-dr., , tp 
seq-LCar uction Prices cial Z-dr., $700, °52, Super 4-dr. $070°.| OF Auction Averages | Holidey, $1,100" (ns); (a8) Super ar. 
7 juper coupe, . -dr., ps). ’ ) Holiday, $850*, $745*° 
$125. : (ps); 4-dr., $695* (ps). '49 (98) 4-dr., 
CNA et ig SRO SMY:| Moat "To Bate eet” 007 | p ftetang OD at" ae 
(Continued from Page 42) Bz Ganon 41 (ee) Ste, $190°. BB snsiiccsiniess $2,354 $2,404 $2,432 | PLYMOUTH—’56 Belvedere (6) 4-dr., $1,- 
CHEVRO —'56 Bel Air (8) Hardtop, 305*. °55 Belved *: 
/ Bel Air 2-dr., $850. 53 Bel Air coupe, MERCURY—’57 Montclair 4-dr., $2,865* $2,025*; Two-ten (6) station ay $1. 1,721 1,764 Savoy (8) ‘dr, - on. $1, a3, $1,350"; 
$790, $750°; Two-ten 2-dr., $570. "52 SL| (ps). 56 Monterey Hardtop, $1,810*. '54/ 800; Delray coupe, $1,490*; 2-dr., $1,445; 1,275 1,289 | vedere Hardtop, $800* (ps); 4-dr., $760; 
Deluxe 4-dr., $420; 2-dr., $300. ’51 SL| Monterey 4-dr., $1,160*. '51 Custom 4-| One-fifty (6) 2-dr., $1,290. '55 Bel Air (8) Savoy 2-dr., $705, '53 Cranbrook 4-dr., 
Deluxe 2-dr., $360*; 4-dr., $320°; FL De- r., $210*, $185*, $160*, $150. 50 4-dr.,| Hardtop, $1,625* (ps), $1,555*; Two-ten 906 898 $695, $525: ‘Belvedere, $500 bridge 
luxe 2-dr., $200, "50 SL Deluxe Bel Air,| _ $250*, $150. (6) station wagon, 2'at $1,575, $1,540;| 4959 573 596 go9 | 4:4r., $525. '52 Cranbrook ‘4-dr., $395. 
$280*, $230; 4-dr., $170; SL Special 2-dr., ra Rambler 2-dr., $190*. ’50 4-| Bel Air (6) Hardtop, $1,505; 2-dr., $1,-| ~“SS° ‘51 Cambridge Suburban, $475. °SO Sub 
$160. "49 SL. Deluxe 4-dr., $150. $260°. 375*; Two-ten (8) 2-dr., $1,200; One-fifty| 1962.............. 382 388 394 | urban, $265; 4-dr., $145. °49 4-dr., $210, 
GHRYSLER—'55 Windsor 4-dr., $1,510*. OLD&MOBILE— 57 (98) Holiday, $3,350*| (6) 4-dr., $1,005, 54 Bel Air 4-dr., $950°; | '48 2-dr., $155, , 
'52 Saratoga club coupe, $430*..'50 Wind-| (ps); (88) Super Holiday, $3,000* (ps).| 2-dr., $885*. '53 Bel Air 4-dr., $830*;| 195L.............. 261 270 266 | PONTIAC—'56 Chieftain (8) Catalina, $1,- 
sor 4-dr., $190*, $160*. "55 (88) Super Holiday, $1,740* (ps). '53 Two-ten 2-dr., $700*; club coupe, $650;| 1956 198 199 200 890°; 4-dr., $1,725". '55 Chieftain (8) 4- 
SOTO—'50 Custom 4-dr., $110*. (88) Super conv., $870° (ps). ’51 (88) Delivery sedan, $525. ‘52 SL Deluxe, 0" dr., $1,520*; Catalina, $1,520, °53 Chief- 
DGE—’53 Coronet 4-dr., $500*. °51 Cor- Super 4-dr., $360*. coupe, $420*; 4-dr., $415, $360*; 2-dr., Overall tain (8) Catalina, $700*. °51 (8) 4-dr. 
onet club coupe, $190 PLYMOUTH—’55 Savoy (8) station wagon, $305. ’°51 SL Deluxe 4-dr., $395*, $380*, $355*. ” 
poRD—’ 57 Fairlane (8) 500 Sport coupe,| $1,370; Savoy (6) 4-dr. $845. '54 Savoy| $350: 2-dr., $345, 50 SL Deluxe club| Average $ 953 $ 970 $ 981 | STUDEBAKER — °52 Commander 4-dr 
$2,100. ‘56 Fairlane (8) 4-dr., $1,825* 4-dr., $710*, '53 Plaza’ 2-dr., $505, ’52 coupe, $350*, $320; 4-dr., $290*. ‘49 SL/| — $275; Champion 4-dr., $170, °50 Cham- 
(ps); Custom (8) 2-dr., $1,250*. '55 Fair- Cambridge 4-dr., $225. ’51 Cambridge 2- Deluxe 4-dr., $225; FL Deluxe 2-dr., $220. | pion coupe, $110. 4 
lane (8) Victoria, $1,350*, $1,300*; Ranch| dr., $280, $195. ''50 4-dr., $130, '49 sta-| ‘48 FL Aerosedan, $110. '46 2-dr., 2 at| Country sedan, $1,620*, $1,415*; Fairlane | MISCELLANEOUS—'55 Volkswagen 2-dr. 
§ Wagon, $1,025; Custom (8) 4-dr., $960; | | tion wagon, $145. $125. | (8) Crown Victoria, $1,555*; 3-dr., $1,-| $1,400; Chevrolet Cameo Carrier, $1,200. 
» 2-dr., $850; Main (6) 2-dr., $750. ’54| PONTIAC—'56 Chieftain (8) Catalina, $1,-| CHRYSLER —’'55 Windsor 4-dr., $1,770*| 410*; Victoria, $1, 405°. $1, 375°; ‘4-dr., *54 Ford %-ton pickup, $715. 53 Dodge 
Ranch Wagon, $1,070*; Custom (8) 2-dr., 710*; 4-dr., $1,690*. °55 Chieftain (8) (ps). °54 Imperial 4-dr. $1, 400° (ps), $1,365*; Custom (8) 4-dr. $1, 125; Main %-ton pickup, $555. °47 Dodge %-ton 
$835*, $785; 4-dr., $750° (ps), $710*;| station wagon, $1,465*, '54 4-dr., 8775*. $1,365* (ps). °50 Windsor club coupe, (6) 4-dr. $755. °54 Custom (6) 4-dr panel, $120. 
Crest’ (8) ‘Victoria, $930*. ’53 Custom (8)| °53 4-dr., $606*, ’52 Catalina, $500*, °51| $385*; 4-dr., 2 at $330°*. | $620. '53 Country Squire, $845; Crest (8) 
4-dr., $775°; 2-dr., $720*; Crest (8) Vic-|  4-dr. $250°. °50 Catalina, $300°. DeSOTO—'53 Custom 4-dr., $580* (ps); Victoria, $845*, °51 (8) 4-dr., $245, $225 DANVILLE VA 
toria,. Sri; ‘Ranch Wagon. a tl ——~ 53 Lark 2-dr., $350. "52 2-dr.,| Firedome 4-dr., $370* (ps). | °49 (6) 4-dr., $150. e P ; 9 ° 
-dr., : oS res ) c- DODGE—’55 Custom Royal 4-dr., $1,405*.| LINCOLN—’52 Cosmopolitan 4-dr. * (Danville Auto Auction, Sale every Wed- 
toria, $550*; Custom (8) 4-dr., $400*; | MISCELLANEOUS — ’53 Chevrolet %-ton ’54 Meadowbrook club coupe, $650. °53| MERCURY—’56 Sonterey Hardton,’ Ghenes nesday. Prices are for sale of Mareh 13.) 
Main (8) 4-dr., $410; Custom (6) 2-dr.,| pickup, $660. '52 Chevrolet %-ton pickup, Coronet Diplomat, $620*, $605*. °49 2-dr.,| (ps); 4-dr., $1,800; Montclair Hardtop (A geod, average a 
$330. ’51 Custom (8) 2-dr., $340, $200; $410. *51 Chevrolet %-ton pickup, $300. $135. $1,700*, ’55 Montclair Hardtop $1,860° clean units selling high. We ede aa 
Victoria, $300, $200; Deluxe (8) 2-dr.,| ’49 Ford %-ton pickup, $210. FORD—’57 Country sedan, $2,600* (ps); (ps); coupe, $1,430 (ps); Monterey} °f clean units and a few more rough 
$200, $120. '50 Custom (8) 2-dr., $210, | Fairlane (8) 500 Victoria, $2,435* (ps); Hardtop, $1,635* (ps); 4-dr., $1,500*, '54| Cars than we expected. Sold 126 out of 
$160. PORTLAND. ORE. 4-dr., $2,400* (ps); 2-dr., $2,300* (ps),| Custom 4-dr., $1.100*; Hardtop, $980*. 180.) 
i ne so, Csemepemam S-Gr.,_ 550". ’ $2,300. "56 Country sedan, $1,965*; Fair-| NASH — °54 Rambler Hardtop, $980, ’53| BUICK—'56 Super 4-dr. $1,930* (ps). ’55 
in MERCURY—’57 Monterey 4-dr., $2,510*. (Portland Auto Auction. Sale every Tues- lane (8) Victoria, $1,850° (ps); Town Rambler Hardtop, $775*; station wagon Century 2-dr., $1,470* (ps); Special 2- 
"53 Monterey Sport coupe, $915° (ps); | day. Prices are for sale of March 12.) sedan, $1,520*; Ranch Wagon, '$1,730,| $600. "52 Rambler Hardtop, $400; States-|_ @F-, $1,690* (ps). ‘53 Special 2-dr., $650 
ut coupe, $650*; Custom 2-dr., $550, °'51| BUICK—’56 Century 4-dr., $2,235* (ps); $1,665; Custom (8) 4-dr., $1,485*, $1,-| man 4-dr., 2 at $315. . CADILLAC—'55 (62) coupe, $2,505* (ps). 
ie ae 4-dr., $210. '50 Cus- Special Riviera, $2,090". ’55 Century Rivi- 475*, $1,350; Main (6) 2-dr., $1,425. '55' OLDSMOBILE — ‘56 (88) 4-dr., $2,300* (Continued on Page 44, Col, 1) 
NASH — ’55 Rambler 4-dr., $1,000. °53 — 
Statesman 2-dr., $530; 4-dr., $360°. } 
OLDSMOBILE—’53 (88) 2-dr., $980*, $480; | 
(98) 4-dr., $725*, $610* (ps). °52 (88) 
4-dr., $330*. 51 (88) 2-dr., $330*, $290*; | 
(98) 4-dr.. $140*. °50 (88) 2-dr., $110*. | . . : , " P - : 
a ben Gat. Meeting the big change in cars with the big change 1n bearings: 
PLYMOUTH—’56 Plaza (8) 4-dr., $1,160.) 
’55 Belvedere (8) 4-dr., $1,100; Savoy (8) 
2-dr., $1,050*; 4-dr., $960. ’54 Belvedere sO ECS d sg Wy t M t Pal W. 
station wagon, $890; Plaza station wagon, a 
$690. °53 Cranbrook conv., $600; 4-dr., Bgl iS O @) a (= ay 
$410*,. °52 Plaza station wagon, $490; 
Cambridge 4-dr., $330. 
PONTIAC—'55 Star Chief (8) Catalina, $1,- 
070°, °54 Star Chief (8) Catalina, $930*; 
Chieftain (8) 2-dr.. $635. ‘53 Chieftain | 
. (8) 4-dr., $690° (ps), $535*. °50 (8)) 
ite conv., $300*; 4-dr., $240*; 2-dr., $190°. | 
STUDEBAKER — '54 Commander station | 
re. wagon, $980. 53 Commander 4-dr., $470*; ' 
Land Cruiser, $400*. °51 Commander 
Land Cruiser, $200°. 
WILLYS—’53 station wagon, $840, $535; 
Aero 2-dr., $110. "48 Jeepster, $410. } 
sp | 
N. LITTLE ROCK, ARK. | 
. (Arkansas Auto Auction, Inc. Sale every! 


Tuesday. Prices are for sale of March 12.) } 
(First sunshine we have had on a sale | 
: day in a month, Market still slow, but | 
gaining some, Sold 35 out of 105.) 
BUICK—’55 Special 4-dr., $1,515*. '54 Spe- 
cial 2-dr., $1,230°*, $1,010*. "50 Special 4- 
r., $235°. °47 2-dr., $107 
CADILLAC—'55 (62) conv., 
'54 (60) 4-dr., $2,150° (ps). 
CHEVROLET—'55 Two-ten (8) 
050*. '54 Bel Air 4-dr., $925*. 53 Bel Air 
2-dr., $600, $590, $550. "51 SL Deluxe, 
4-dr., $225. "50 SL Deluxe 4-dr., $215. 
DODGE—'52 Coronet 4-dr., $135. ‘50 4-dr., 


$125. 

FORD—'57 Victoria, $2, 
’55 Fairlane (8) 4-dr., $1,145, $1,012. '53 
Custom (8) 4-dr., $620. ‘52 Custom (8) 
2-dr., $235. "51 4-dr., $130. j 

WILLYS—’57 Jeep, $700. } 

MISCELLANEOUS—’'57 Ford %-ton pick-; 
up, $750, $725. "55 Ford %-ton pickup. 
$775; Chevrolet %-ton pickup, $750. °54/ 
Ford %-ton pickup, $520; Chevrolet %- 
ton pickup, $635. ‘53 Chevrolet %-ton/ 
pickup, $520, $510. "52 Chevrolet %-ton 
pickup, $520, $225. 


FT. WAYNE, IND. 
(Fort Wayne Auto Auction. Sale every 


Tuesday. Prices are for sale of March 12.) 
(Sold 30 cars out of 45 offerings.) I 


(ps). 
4-dr., $1,- 


$2,550° 


Fairlane (8) 175. | 
















BUICK—’56 Century Riviera, $2,010° (ps), | 
$2,005*. "54 Special 4-dr., $950°. ‘52 Spe- 
cial 2-dr., $410° (ps). | 

CADILLAC—’56 (62) coupe de Ville, $3.- 
550° (ps); Eldorado conv., $4,100° (ps). 
"52 (62) coupe, $970° (ps). 

CHEVROLET—’54 Bel Air 2-dr., $540*. *51 
SL Deluxe 2-dr., $310. "49 2-dr., $160. 

DODGE—’57 Royal 4-dr., $2,325*. '55 Royal 
Hardtop, $1,360*. 

FORD—’57 Custom (6) 300 2-dr., $1,775; 
Fairlane (6) 4-dr., $1,640. °54 Custom (6) 


4-dr., $570. "52 Crest (8) Victoria, $460°; 
Custom (8) 4-dr., $375. "51 Custom (8) | 
2-dr., $240, $225; 4-dr., $225°. | 
: MERCURY—’57 Monterey Hardtop, $2,775". 
- "50 Custom 4-dr., $215. 

PACKARD—’'53 Clipper 4-dr., $400°. 
PLYMOUTH—’'50 2-dr., $210. 





r PONTIAC—’52 conv., $435. 
STUDEBAKER — ’51 Commander Land 
Cruiser, $250*, $160°*. 
MISCELLANEOUS—’ 48 GMC %-ton panel, 
, $165. 
~ MINNEAPOLIS 
= (Minneapolis Auto Auction. Sale every 


Wednesday, Prices are for sale of March 6.) 
(66 models still weak; "53s and ‘54s 
good. Retail remains weak in this area.) 

BUICK—’55 Super Riviera. $1,680*, °54 Su- 
per 4-dr., $1,410°. °53 Super Riviera, 
$805*, $700*. 52 Super 4-dr., $400°. 

CADILLAC—'56 (62) sedan de Ville, $3,- 
810* (ps). *53 (60) 4-dr., $1,470* (ps). 
'51 (62) 4-dr., $805*, $610°. "50 (62) 
Hardop, $610*. 

CHEVROLET—'56 Bel Air (8) conv., $1,- 
810*; Two-ten (8) 4-dr., $1,305. °55 "Two- 
ten (8) Hardtop, $1,350*; 4-dr., $1,115, 
$1,020. ’54 Two-ten 2-dr., $745; One-fifty 
2-dr., $605. "53 Two-ten Hardtop, $700. 
'53 SL Deluxe 4-dr., $370. "51 SL Deluxe 
4-dr., $360; conv., $310. '50 SL Deluxe 
2-dr., $240, $220. '49 SL Deluxe 4-dr., 
$110, $100. 

OHRYSLER—'53 Windsor 4-dr., $560*. °51 

Windsor 2-dr., $250*, $240°*. 

DeSOTO—’55 Firedome 4-dr., $1,390*. 
Firedome 2-dr. $410*. 

DODGE —'55 Coronet 4-dr., 
Meadowbrook 4-dr., $250*. 

FORD —’56 Fairlane (8) 4-dr., $1,390*; 

Custom (8) 4-dr., $1,340, $1,320. 55 Cus- 

tom (8) 4-dr., $1,115*, '54 Custom (8) 

4-dr., $850*, $710*, $685*. °53 Custom 2- 
T., $680*, $650*. "52 Custom 2-dr., $440*, 

$355. °51 Custom 2-dr., $315*, $290. '50 

Custom (8) 4-dr., $140*. 

ER—'53 2-dr., $220*. 


"52 


$1,305*. °51 






N the face of rising costs, automakers 

can make substantial savings: by using 
the new Timken® Moto-Mated tapered 
roller bearings in millions of front wheels 
of 1957 cars. Savings of 14.6% or more in 
bearing costs! 


Timken Moto-Mated bearings—a new 
breed of bearings—offer a whole raft of 
new advantages. They’re smaller to per- 
mit more compact designs, make possible 
savings on related parts. Lighter to cut 
unsprung weight and improve the ride. 
Capacity-packed to take the loads of to- 
day’s more powerful cars. Made with a 
new high in uniform quality. And they’re 
lower cost because they’re produced by 
the millions, by revolutionary new pro- 
duction line methods in a new kind of 


How to cut bearing costs 
14.6% or more 







plant. Something entirely new in the 
bearing industry! 


You can make immediate savings by 
adapting to the standardized Moto- 
Mated bearing sizes. And the savings 
will multiply as use of these new bear- 
ings extends to opinions, differentials, 
steering gears and other applications. 


There’s no need to substitute. No 
reason to take less than Timken bearing 
quality. Write for helpful information. 
We'll gladly help on adapting your de- 
signs, aid in opening up money-saving 
opportunities for you to use Timken 
tapered: roller bearings. The Timken 
Roller Bearing Company, Canton 6, Ohio. 
Canadian plant: St. Thomas, Ontario. 
Cable address: “Timrosco” 
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(ps); Custom Sport coupe, $975. °49 Cus- $420*; RM Riviera, $320*. ’51 Special 2-| PLYMOUTH—’55 Savoy (8) 4-dr., $1,010, 
tom 4-dr., $590. dr., $240. '50 Super Riviera, $195*; Spe-/| ’52 Cranbrook 4-dr., $260. '51 Cranbrook 
NASH—’'56 Statesman 4-dr., $1,650°, ‘55 cial 4-dr., $135*. '41 4-dr., $195. | 2-dr., $200, '50 4-dr., $200; club coupe, 


> p = Statesman 4-d $950*; Rambler station CADILLAC—’56 (62) sedan de Ville, $4,- $175. ’49 station wagon, $100, 
se T ar uc ion rices — oo 53 Ambassador Country) 975* (ps); (60) 4-dr., $3,565* (ps), '52) PONTIAC—’53 Chieftain (8) 4-dr., $450*. 


OLDSMOBILE — ‘56 (98) conv., $2,450°| _‘82) 4-dr., $1,255° (ps), $800°, "50 (6) 2-dr., $160. 


a ‘ _| STUDEBAKER — '53 Commander Landa 
(ps); Holiday, $2,290* (ps); 4-dr., $2,200* | CHEVROLET—’57 Bel Air (8) 4-dr., $2, Cruiser, $450*, ’52 Champion 2-dr., $120. 


(ps); (88) conv., $2,350* (ps); Holiday, 345* (ps). ’56 One-fifty (6) 2-dr., $1,150. a’ 
(Continued from Page 43) $2,100° (ps), $2,035* (ps), 31,950° (ps). oa or a ae ab Cree ee ence nAenun ve. here ‘SG aee dill 
’55 (88) Super 4-dr., $1,575* (ps); De- -dr., $1,050; o-ten -dr., $1,050, | “''s, "53 Chevr 1, « " $5R0’ 
52 (62) 4-dr. $1,055*, ’51 4-dr., $660*.{ (ps). ’55 NY St. Regis, $1,680* (ps). luxe 4-dr., $1,425°; 2-dr.. $1,230;' (98) | $910. '53 Two-ten 4-dr., $625*, $620. '52 1ea odes aon ob eee h $50 
'49 2-dr., $435°. DeSOTO—'55 Firedome Sportsman, $1,375*| Holiday, $1,515* (ps). ’54 (88) Super| SL Deluxe Hardtop, $255°. ’51 SL Deluxe . » $350, 
CHEVROLET—’57 Two-ten (8) 2-dr., $2,- (ps); 4-dr,. $1,275°* en Holiday, $1,475* (ps), $1,260* (ps); (98) 2-dr., $325*; Carryall, $375. "49 SL De- . 
330. '56 Two-ten (8) station wagon, $1,-| nonce ose’ gi ; ..| 4-dr., $1,295* (ps). °53 (88) 4-dr., $795*,| luxe 4-dr., $200; SL Special 4-dr., $150, FARGO, N. D. 
515*. '55 Bel Air (8) 2-dr., $1,085; Two- | DODGE —- erra station wagon, $1,505*;/ +59 (g8) Super 4-dr., $400°. CHRYSLER—’52 Imperial Hardtop, $420; | 
ten (8) 2-dr., $1,030; One-fifty (6) 2-dr., Oronet (8) 4-dr., $1,220%, $1,150°, $1,-| pacKARD—’'54 Clipper 2-dr., $615°*. Windsor club coupe, $350°, ’50 Windsor| ‘Tri-State Auction, Sale every Thursday, 
’ i " : 2. . 125*, $1,025; Royal (8) Lancer, $1,200* 7 , * Prices are for sale of March 14.) 
$815. '54 Two-ten 4-dr., $710; 2-dr., $565; ; as PLYMOUTH — ’56 Belvedere (8) Sport| conv., $315*. i 
Bel Air 4-dr., $665, "53 Bel Air 2-dr.,| (PS). ‘54 Coronet (8) 2-dr., $630°. '53| “coupe, $1,580*; 4-dr., $1,360*, '55 Belve- | DeSOTO—’53 Custom 4-dr., $645; Firedome (We had # good sale today in spite of 
$760; Two-ten station wagon, $710*; 2- Coronet (8) 4-dr., $435°. dere (8) Sport coupe, $1,340*; conv., $1,-| 4-dr., $555*. Custom (8) 4-dr., $308; | Stormy weather. Sold 72 out of 129.) 
dr., $595, $555, $550, $480; club coupe, | FORD—’57 Fairlane (8) 500 Victoria, $2,-| 125%; 2-dr., $1,020*; Plaza (8) 4-dr.. 31:.| Custom (6) 4-dr., $220*. '51 4-dr., $275*, | BUICK—’56 “wy sedan, $2,060 
$485. '52 SL Deluxe 4-dr., $420, $365;| 300° (ps); Custom (8) 300 2-dr., $1,830;| 110°: Savoy (8) 4-dr., $965; Savay (6)| $225*. ’50 4-dr., $210*, $195*, '49 Subur-| SPecial 2-dr., $1,275°, $1,250°. 
2-dr., $385, ’51 SL Deluxe 2-dr., $300, Ranch Wagon, $1,730. '56 Country sedan,| 4-dr., $960. ’53 Suburban station wagon, ban, $155. '48 4-dr., $150. | _ 4-dr., $665°. : 
$275, $210: conv., $250, '50 SL Deluxe| $1,800*; Fairlane (8) Victoria, $1,660*| $545. '51 Cranbrook 2-dr., $215; 4-dr.,| DODGE—'53 Coronet (8) Hardtop, $515*. | CHEVROLET—’57 Bel Air (8) coupe, §2,- 
2-dr., $265, $245*, "48 2-dr., $115. '47 2-| (ps), $1,645*; conv., $1,625*; 4-dr., $1,-| $200. 52 Meadowbrook 4-dr., $265. '51 Coronet| 360°. '56 Handyman, $1,910*; Two-ten 
dr., $120. 550*, $1,535*, $1,450*, $1,425*; Custom| PONTIAC—'56 Chieftain (8) Catalina, $1,-| 4-dr., $175*. '50 Wayfarer 2-dr., $145. °49| (8), 4-dr.,_ $1,465, $1,440, $1,430, $1,390, 
CHRYSLER—’53 Windsor 4-dr., $305. '52| (8) 2-dr., $1,185, '55 Fairlane (8) conv., 790* (ps), $1,625*. °55 Star Chief (8)| 4-dr., $120. $1,350. 55 Two-ten (8) 2-dr., $1,1 30° ; 
Windsor 4-dr., $445°*. | $1,425*; Victoria, $1,310, $1,275°, $1,200;| Catalina, $1,385*; Chieftain (8) 2-dr.,| FORD—’57 Custom (8) station wagon, $2,-| Delray coupe, $1.010. °54 Bel Air 2-dr., 
DODGE—'52 Meadowbrook 4-dr., $260, '49| Custom’ (8) 2-dr., $995°;'4-dr., $905,| $915. '53 Chieftain (8) Catalina, $635°.| 330°. "56 Fairlane (8) conv., $1,700%;| $745. '53 Bel Air 4-dr., $730; 2-dr., $705, 
4-dr., $150. $870. '54 Ranch Wagon, $790; Custom| ‘52 Chieftain (8) Catalina, $315. | club sedan, $1,600*; 4-dr., $1,560*; Cus- $695*; Two-ten 4-dr., $590. '52 SL Deluxe 
FORD—'56 Fairlane (8) 2-dr., $1,605*%; 4-| (8) 2-dr., $745, $730; Main (8) 4-dr., DEBAKER — ‘55 Commander station| tom (8) 2-dr., $1,300, "55 Country sedan,}| 4-4F., $475*. ’51 SL Deluxe 4-dr., $245, 
dr., $1,595*; Custom (8) 3-dr., $1,205.| $545. °53 Custom (6) 4-dr., $470. '50| wagon, $1,085; President 4-dr., $1,070*| $1,260; Fairlane (8) club sedan, $1,065;| $220. '50 SL Deluxe 4-dr.. $200°, 
’55 Fairlane (8) 2-dr., $1,075*; 4-dr., Custom (8) 4-dr., $245. (ps). °53 Commander 2-dr., $355. °52 Custom (8) 2-dr.. 2 at $1,100; Fairlane) CHRYSLER—'50 Windsor 2-dr., $150°. ‘49 
$1,065*; Custom (8) 4-dr., $1,005; 2-dr.,| HUDSON—’55 Hornet Hollywood, $1,005*. Commander coupe, $240°*. (6) 2-dr., $950. '54 Ranch Wagon, $950*; Saratoga 4-dr., $100*. 2 
$1,000, $800. '54 Custom (8) 4-dr., $805*,| '54 Hornet 4-dr., $595*. ’53 Hornet 4-| MISCELLANEOUS — ’57 Chevrolet carrier| Custom (8) 2-dr., $695; Main (8) 2-dr.,| DeSOTO — 53 Firedome 4-dr., $600°. '51 
$650; Main (8) 2-dr., $515; 4-dr., $410.| dr., $265*. pickup, $1,735. $445, 53 Custom (8) 2-dr., $710, $575*; | _ Custom 4-dr., $150°. = j 
'53 Crest (8) 2-dr., $655* (ps); Victoria, | IMPERIAL—’57 South Hampton 4-dr., $4,- 4-dr., $615, ’52 Crest (8) Victoria, $625*, | FORD—'56 Ranch Wagon, $1,675, $1,625, 


$635; Custom (8) 4-dr., $610, $570, '52| 200* (ps). -RENG . $525: Custom (8) 2-dr., $205. '50 2-dr.,| $1,565; Custom (8) 4-dr., $1,560*, $1,- 
Crest (8) Victoria, $555*; Custom (8) | LINCOLN —’54 Capri coupe, $1,195, °52 EBENSBURG, PA. " $150, $140, 535, $1,440, ’55 Country sedan, $1,200°; 
2-dr,. $430, $355, $350*; 4-dr., $415*,| Cosmopolitan 4-dr., $515*. ‘48 Continen-| (Ebensburg Auto Auction, Sale every| SON—'52 Wasp 2-dr., $165. Custom (8) 4-dr., $1,305, $1,100. °54 Cus- 
$400. °51 Custom (8) Victoria, $405,| tal 4-dr., $755. Thursday. Prices are for sale of March 14.) | ! SURY—’55 Custom 2-dr., $1,300*. °53 tom (8) 4-dr., $830; 2-dr., $805; Main 
$385*; 4-dr., $415*, $400, $265, $165; 2-| MERCURY—’57 Monterey Sport coupe, $2,- (Clean cars bring absolutely top dollar | Monterey conv., $775*; 4-dr., $630. (8) 4-dr., $710. aS rest (8) Victoria, 
dr., $230*; Deluxe (8) 4-dr., $180. '50| 600° (ps). '56 Monterey Sport coupe, $1,-| here. Junk a little sick, but then it has | NASH—’52 Statesman 4-dr., $250. 740, $700; Custom (8) 4-dr., $690, $675. 
Custom (8) 2-dr., $315*, $295, $285, $265,| 725°; 4-dr., $1,700* (ps); Custom Sport| always been, Sold 104 cars.) | OLDSMOBILE—'54 (88) Holiday, $1,210°| 52 Custom (8) 4-dr.. $305, $255°. °51 
$230, $215; club coupe, $260, $130. '49| coupe, $1,650°. "55 Monterey station wag-| BUICK—'56 Special 2-dr., $1,530*. '55 Spe-| (ps). '51 (98) 4-dr., $350%, $215*; (88) | Custom (8) 4<dr., $240, $225. '50 Custom 
Custom (8) 2-dr., $225; 4-dr., $165, $155.| on, $1,650°; coupe, $1,400*, $1,385*. '54 cial Riviera, $1,470*; Super 4-dr., $1,455*.| Super 2-dr., $135*. (8) 2-dr., $200. 
’46 coupe, $245. '36 2-dr., $150. | Monterey coupe, $1,005*; 4-dr., $950* '54 Special 4-dr., $890, '52 Super Riviera, | PACKARD—’53 4-dr., $260. (Continued on Page 45, Col. 1) 
LINCOLN—’'56 Capri 4-dr., $1,930° (ps). | ——-—— — 
RCURY—’55 Monterey 2-dr., $1,505*. 
4-dr., $120. °51 2-dr., $330°, °50 2-)| 
, $235. °49 2-dr., $105. } 
OLDSMOBILE—’' 54 (88) 4-dr., $1,295* (ps), 
$1,180*. '53 (98) 4-dr., $935° (ps); (88) | 
2-dr., $640. '51 (88) 4-dr., $335*. 50 (88) | 
4-dr., $300*, $155°; 2-dr., $305°, $165°; 
club coupe, $215, ‘49 (88) 4-dr., $115°. | 
PACKARD—’'51 4-dr., $155. "50 4-dr., $310. 
PLYMOUTH — ‘54 Plaza 4-dr., $400. °53) 
Cranbrook 4-dr., $355. °'52 Cranbrook 4-| 
dr., $275. '49 2-dr., $185. '48 4-dr., $105. 
PONTIAC—’55 Chieftain (8) 2-dr., $1,055°, 
$1,015. °53 Chieftain (8) 4-dr., $615*. 
STUDEBAKER — °'53 Commander 2-dr., 
$485*. "52 Champion 4-dr., $165. '51 Com- 
mander 2-dr., $125. 
WILLYS—’ 53 4-dr., $305. 
MISCELLANEOUS—’'56 Ford -ton pick- 
up, $1,060. ‘53 Chevrolet %-ton pickup, | 
$520. 51 Willys '.-ton pickup, $115. 


CHICAGO 


(Greater Chicago Auto Auction. Sale| 
every Thursday. Prices are for sale of 
March 14.) 

(Seld 284 cars out of 507 offerings.) 
BUICK—’'57 Special conv., $2.850*°. 56 Su- 

per Riviera, $2,215* (ps); RM 4-dr., $2,- 

O75* (ps); Special Riviera, $1,975*, $1,- 

800°. °55 Special Riviera, $1.705° (ps), 

$1,525°, $1,440°; 4-cdr., $1,500*° $1,395°, 
$1,200; RM Riviera, $1,550* (ps); conv., 
$1,420° (ps); Century Riviera, $1,405*; 

Super Riviera, $1.340* (ps). '54 RM conv., 

$1,350° (ps); Riviera’, $1,250* (ps); Cen- 

tury Riviera, $1,135" «ps), $1,035* (ps); 
4-dr., $1,095*; Special Riviera, $1,135° 

(ps). "53 Special 4-dr., $730*, $600; RM 

4-dr., $675° (ps), $640° (ps): Super Rivi- 

era, $650°, $575* 52 Super Riviera. 

$580° (ps), $475*; RM 4-dr., $400°. ‘51 

Super 4-dr., $270* 

CADILLAC—'57 (60) 4-dr., $5,500° (ps), 
$5,200° (ps); (62) 4-dr. $4,650° (ps). "56 
Eldorado Seville, $4.300* (ps); (62) sedan | 
de Ville, $3.800° ‘ps); coupe de Ville, 
$3,700° ‘ipa); conv., $3,670° (ps); 4-dr., 
$3,120° (ps). “55 (62) coupe de Ville, $2,- 
800° ips), 2.775* (ps), $2,750° (ps); 
coupe, $2.550° (ps), $2.500* (ps), $2,350° 
(ps); 4-cdr., S2,295° (ps). "54 (60) 4-dr., 
$2.475° ‘ps), $2,005* (ps); (62) coupe de 

( , $2,425° (ps); coupe, 
; 4-cr., $2,110° (ps), $1,850° 
£ coupe de Ville, $1,360*° 

‘ "i » 4-dr., $890°. 

CHEV ROLET-—-'57 Bel Air (8) Sport coupe, 
$2.159°. ‘56 Bel Air (8) Sport coupe, $1,- 
900°, $1,800°; 4-cdr., $1,700*; Two-ten (8) 
4-dr.. $1,43 ‘55 Bel Air (8) Sport 
coupe, $1,410°; 2-dr., $1,130°; Bel Air 
(6) 4-<ir., $1,270*; Twoten (8) 2-dr.. $1,- 
205° ; o-ten (6) 4-dr.. $905; One-fifty 
(8) 4-dr., $875. '54 Bel Air 4-dr., $900°; 
Two-ten 4-dr., $725, $695; 2-dr., $700. '53 
Bel Air Sport coupe, $850°; 4-dr., $735*, 
$505; conv., $725*; Two-ten 2-dr., $415; 
One-fifty 4-dr., $390. ‘51 Bel Air Sport 
coupe, $265. 

CHRYSLER 
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$1,010, 53 GMC %-ton pickup $595. "51 Chev- Monterey Sport coupe, $1,395*; 4-dr., ’53 (62) coupe de Ville, $1,550°; 4-dr., 
nhosbe rolet 1%-ton truck, $506, '38 Ford %-ton $785; Custom 2-dr., $940*, $835. '53 Mon- $1,300*, °52 (62) 4-dr., $1,150° (ps), $1,- 
coupe a = pickup, $150. terey Sport coupe, $825*, °52 4-dr., $575. 050°. 
{| Used-Car Auction Prices as ime ior bare gras, aa) GEM in, Baa wttee Oe 
“—- PEABODY, MASS. “Geateaman 2-dr., bist gr, sre ee | ar “g2\000"; “two-ten (6) 4-dr.,_ $1,880 
7 T (Peabody Auto Auction, Inc. Sale every! $300, "| "56 Bel Ale (8) =. —. $1,960°; 
4 'o- 
$120. Thursday. Prices are for sale of March 14.) OLDSMOBILE—’ 56 (88) Holiday, $2,050*; in a. : 86, $1,340: fatty (8) 2-dr., 
(Continued from Page 44) Cuteee eenty WER @ Gpee perenines 4-dr., $1,925°. "55 (88) | Super Holiday, $1,125. °55 Two-ten (8) station wagon, 
panel, 99 out of 147, sold.) $1,770°, $1,710° (ps). °54 (88) Super a . Two- 

. . es 98) 4-4 $630°; $1,315*; 4-dr., $1,140*, $1,130; ten 
$550. A WERCURY—'57 Monterey Hardtop, $2,680*| 810°. '55 Star Chief (8) sedan, $1,500*. | BUICK —°56 RM Riviera, $2,275* (ps);| Holiday, $1,465°. '53 (98) 4dr. $630; | (¢) 4-ar., 2 at $1,060, $1,000, $980, $895; 
350, (ps). '55 Custom 4-dr., $1,305*, "53 Cus-| '54 Chieftain (8) sedan, $830°, '53 Chief-| Special 4-dr., $1,845°. '55 Special 2-dr.,| (88) 4-dr., $500°. '51 (88) Super 2-dr.,| 514. goio, $85. "54 ‘Bel Air 4-dr., $895; 

tom 2-dr., $800, '51 club coupe, $350. 50, tain (8) sedan, $535*, '51 (8) 4-dr.,| $1,380*. '54 Super Riviera, 2 at $1,100°;/ $350°. '50 (88) 4-dr., $200°. Two-ten 2-dr., $805, "53 Bel Air 2-dr., 
2-dr., $200, $155. $290° Special 2-dr., $900. '53 Super Riviera, | PLYMOUTH — '54 Belvedere 4-dr., $745*, $760*; 4-dr., $665; Two-ten 4-dr., $730. 
OLDSMOBILE—'56 (88) 4-dr., $1,875*. '55 | WILLYS—'51 station wagon, $280, '50 Jeep-| $700°; 4-dr., $700°, $580, $550°. '52 Super| $725. ‘53 Cambridge 2-dr., $275. '51| ‘52 SL Deluxe 4-dr., $415, $360, '51 SL 
irsday (88) Holiday, $1,775*. ’50 (98) 4-dr., ster, $350. Riviera, $230*. '51 RM 4-dr., $200. °50/ Cranbrook 2-dr., $200; Concord 2-dr., Deluxe 2-dr., $395*. 
$250°. MISCELLANEOUS — ‘54 Chevrolet 2-ton| Super 4-dr., $275; 2-dr., $185*. "49 Super| $195. '49 2-dr., $110. CHRYSLER — '55 NY Newport, $1,910* 
ite of PONTIAC—’'56 Chieftain (8) Catalina, $1,-| truck, $1,500; Ford %-ton pickup, $680.| 2-dr., $275. PONTIAC—’56 Chieftain (8) Catalina, $1,- (ps). '51 NY 4-dr., $350°. '50 NY 4-dr., 
9.) CADILLAC—’'55 (62) 4-dr., $2,850° (ps). 850°. '55 Chieftain (8) Catalina, $1,625* $215*. 
). "55 "52 (62) 4-dr., $1,230*. "50 (60) 4-dr., (ps), $1,525*. '51 station wagon, $425; | DeSOTO—’57 Firesweep 4-dr., $2,555° (ps). 
Super $575*. '48 (62) 4-dr., $265°. Catalina, $410*; conv., $335; 4-dr., $300. ‘5S Firedome 4-dr., $1, 480° (ps), $1, 400° 
- . CHEVROLET — ‘57 "Two-ten (8) station *50 4-dr., $210*, $205°*. (ps). °51 Custom 4-dr., $355°. 
>, $2,- : il ae e ‘ ; wagon, $2,100. '56 Two-ten (8) 4-dr.,| STUDEBAKER—’51 Champion 2-dr., $125. | pODGE—’57 Royal 4- dr., $2,150°, °55 Cor- 
wo-ten fs p $1,425. '55 Two-ten (6) 4-dr., $1,135*; | WILLYS—’'46 Jeepster snow plow, $435. onet (8) 4-dr., $1,465*. '54 Meadowbrook 
51.390, ; % ae ‘ Two-ten (8) 2-dr., $1,075. 54 One-fifty| MISCELLANEOUS — ‘56 Volkswagen bus, 4-dr., $485*, '53 Coronet (8) 4-dr., $680*. 
130°; «= 2-dr., $450. '53 Bel Air 4-dr., $595; Two- $1,900. '53 Volkswagen sedan, $725. FORD_-’57 Fairlane (8) 500 Victoria, $2,- 
2-dr., * ten 2-dr., $510. ‘51 SL Deluxe 2-dr., 340° (ps), $2,320° (ps), $2,305*; Custom 
$705*, a : $370°; 4-dr., $275, $150. '50 SL Deluxe MASON CITY IA (8) 300 4-dr., $2,005*, ‘56 Fairlane (8) 
Deluxe ae a’ 4-dr., $240, $175. °49 SL Deluxe 2-dr., ’ e Victoria, $1,830* (ps), $1,610* (ps); Cus- 
$245* , $125. (Central States Auto Auction, Sale every tom (6) station wagon, $1,630; Custom 
4 CHRYSLER—'51 Windsor 4-dr., $200*,. '49| Wednesday. Prices are for sale of March (8) 2-dr., $1,375. '55 Country sedan, $1,- 
) 49 NY 4-dr., $145°. 13.) 415°; Fairlane (8) Victoria, $1,375* (ps), 
7 ‘56 Firedome 4-dr., $1,825* (ps). (Excellent weather; excellent sale. Sold $1, 305° ; 2-dr., $1,250°, $1,190; 4-dr., $1,- 
51 ’52 4-dr., $200°. 81 percent of consignments.) 175*; Custom’ (8) 4-dr., $1,125°, $1,030; 
DODGE—’53 Coronet 4-dr., $495°*. BUICK—’57 Super Riviera, $3,180* (ps). 2-dr., $1,130*%; Custom (6) 2-dr., $845, 
51,625, FORD—’57 Custom (6) 2-dr., $1,805, °56 ’56 Super Riviera, $2,125* (ps); Century $810. '54 Country sedan, $1,135*; Custom 
., $1, Custom (8) 4-dr., $1,450*, $1,325, °55 Riviera, $2,105* (ps). °55 Super Riviera, (6) 4-dr., $750*. '53 Ranch Wagon, $630; 
»200° ; Custom (8) 2-dr., $1,085*, $1,035. °54 $1,615* (ps), $1,600° (ps); Special 4-dr., Custom (8) 2-dr., $605; Custom (6) 2-dr., 
t Cus- Custom (8) 4-dr., $960, $650; Custom $1,415°. '54 RM 4-dr., $1,215* (ps). '53 $605; Main (8S) 2-dr., $495. '52 Main (8) 
Main (6) 2-dr.. $770. '53 Crest (8) Victoria, Super Riviera, $775*; RM 4-dr., $625* coupe, $395. *51 Custom (8) 4-dr. $350. 
ctoria, $735, $700; Custom (8) 2-dr., $615, $595; (ps). "52 Super 4-dr., $480°. 51 RM 4- ’50 Custom (8) 2-dr., $215*, '49 Custom 
+a 4-dr., $600. '52 Custom (8) 2-dr., $475°*. dr., $295*. '50 Super Riviera, $200*. (8) 4-dr., 115. 
51 "50 club coupe, $165. CADILLAC—’'56 (62) 4-dr., $3,420* (ps). | HUDSON—’52 Hornet 4-dr., $305*. 
ustom HUDSON—’54 Wasp 4-dr., $640. "55 (62) coupe de Ville. $2,990° (ps); 4- | LINCOILN—’57 Sport coupe, $4,100* (ps). 








DELCO-REMY ANNOUNCES 
NEW ONE-PIECE, PREADJUSTED IGNITION 
CONTACT SET FOR THE REVOLUTIONARY 
EXTERNAL ADJUSTMENT DISTRIBUTOR 


Never before such convenience, accuracy, quality, and sales appeal in 
ignition contact sets. This new, completely assembled, factory-adjusted 
unit specially developed for Delco-Remy external adjustment distributors 
offers these important advantages: 


One-piece construction for easier, quicker installation. 
Fully adjusted, including spring tension and contact alignment. 


Convenient primary terminal for easy attachment and detachment 
of leads. 


Revolutionary new adjusting screw permits easy, accurate adjust- 
ment of cam angle while the engine is running. 


New moisture-proof, heat-sealed foil package protects contacts from 
dirt and oxidation—is easy to stock, identify, and sell. 


“Veh WN: 


Each set is enclosed in the new Delco-Remy moisture-proof metal foil 
package. These colorful, distinctive packages stack neatly in your parts 
cabinet, are easily identified, and assure your customer factory-fresh, 
original equipment merchandise. 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS eo ANDERSON, INDIANA 





VAY—STARTING WITH 






KAISER—'51 4-dr., $200. dr., $2,605° (ps), $2,420° (ps). "54 (62) 
MERCURY—’56 Medalist 2-dr., $1,050. ‘54 coupe, $2,300° (ps); 4-dr., $2,045° (ps). 





MERCURY—’57 Montclair Hardtop, $2,885* 
(ps); Monterey 4-dr., $2,640°; 2-dr., $2,- 
275. '55 Monterey 4-dr., $1,360°. '53 Mon- 
terey Sport coupe, $790*. '51 Custom 4- 
dr., $305*. 

NASH—’55 Ambassador 4-dr., $1,340°*. 

OLDSMOBILE—’57 (88) Super 4-dr. $3,- 
070° (ps), $2,920°. '56 (98) 4-dr., $2,360° 
(ps), $2,110* (ps); (88) Super "Holiday, 
$2,110* (ps); Deluxe Holiday, $1,930*. 
’55 (88) Super Holiday, $1,825*; 2-dr., 
$1,505; (98) 4-dr., $1,680* (ps). "54 (88) 
Super 4-dr., $1,400°; 2-dr. $1,165*; (98) 
Holiday, $1,205* (ps). "53 (88) 4-dr., 
$840*. '52 (98) 4-dr., $670*, $595*. ‘51 
(98) 4-dr., $345°. "50 (88) 4-dr., $390°. 

PACKARD —'55 Constellation Hardtop, $1,- 
525*. '52 Custom 4-dr., $225°. 

PLYMOUTH—'56 Savoy (6) 4-dr., $1,250. 
"55 Savoy (8) 4-dr., $1,165°*. "54 Savoy 
4-dr., $930° (ps). 53 4-dr., $580. 

PONTIAC—’'55 Chieftain (8) 4-dr., $1,410*. 
’54 Star Chief (8) 4-dr., $880°. '52 Chief- 
tain (8) 4-dr., $475*, $330°. °50 2-dr., 
$195°*; 4-dr., $175, $120°. 

MISCELLANEOUS — ‘55 Chevrolet %-ton 
pickup, $1,140. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of March 15.) 
(A good sale today as the temperature 
hit 88 degrees. Buyers and sellers were 
looking for clean cars. Sold 165 out of 
278 offerings.) 
BUICK—'56 Special 4-dr., $1,860°. "55 Su- 
per 2-dr., $1,420°. '53 Special 4-dr., $515*. 
CADILLAC—'56 (62) Sport coupe, $3,400* 
(ps), $3,390° (ps). "51 (62) Sport coupe, 
$940°*; (60) 4-dr., $720*°. '50 (61) coupe, 
$290° 































CHEVROLET— 57 Two-ten (8) 4-dr., §2,- 
070°; Bel Air (6) 2-dr., $1,910. '56 Bel 
Air (8) 4-dr., $1,825° (ps), $1,420. '55 
Two-ten (8) station wagon, $1,250; 4-dr. 
$1,075*; Bel Air (8) 4-dr., $1,000. '54 Bei 
Air conv., $870*; Two-ten 4- -dr., $550. '53 
Bel Air 4-dr., $530°; Two-ten 2-dr., $475. 
"S51 2-dr., $450, $225°. ‘50 4-dr., $310. 

DODGE—'56 Coronet Sport coupe, $1,525*. 
’55 Coronet 4-dr., $1,060*. '53 Coronet 4- 
dr., $320°. '52 4-dr., $200. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
280° (ps); 2-dr., $1,890; Custom (8) 300 
2-dr., $1,675°. "56 Fairlane (8) Victoria, 
$1,600*; 2-dr., $1,460*; Ranch Wagon, 
$1.550°; Custom (8) 4-dr., $1,340°; Main 


(Continued on Page 46, Col, 3) 































WHOLESALE COSTS 
Miah yale 
and EQUIPMENT! 


| Auto Costs Publications 
P. O. Box 224—Dept. 121 
New York 1, N. Y. 


1 
| 
FREE TEN-DAY TRIAL OFFER | 
| 
| 





Gentlemen: Please send a copy of “AUTO 
COSTS” which. contains facts and figures re- 
ferred to in your ad. | agree to either remit 
$10.00 or return the book within ten days. 
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tie a 
NASH—’55 Rambler 2-dr., $715. 


OLDSMOBILE — ’56 (88) Super Holiday, 
$2,010* (ps), '53 (88) 4-dr., $875* (ps). 


* « 
"52 (98) 4-dr., $525* (ps); (88) Holiday, 
se oe or uc ion rices $460*, ’51 (98) 4-dr., $290°. 
PACKARD—’53 Clipper 4-dr., $610* (ps), 
PLYMOUTH—’56 Belvedere (8) 2-dr., $1,. 
460*. 55 Savoy (8) station wagon, $1,. 
260*; 4-dr., $1,040*; Belvedere (8) 2-dr,, 
‘Continued from Page 45) $1,160; Plaza (6) 4-dr., $550. ’54 Savoy 
4-dr., $635, ’52 Cranbrook 2-dr., $300, 
(8) 4-dr., $1,100; 2-dr., $1,025, 55 Fair-; down, Out of town buyers here in good | ponTrac—’51 2-dr., $210, '50 2-dr., $110, (sg 
lane (8) Victoria, $1,255*; 4-dr., $1,240,| numbers. or. strong, Sold 78 cars out $6 
$1,035; 2-dr., $1,135*. ’'54 Ranch Wagon,| of 118 offerings.) s 
$800: Custom (8) 2-dr., $785°. '53 Cus-| pyICK—'55 Century Riviera, $1,490* (ps); LITTLETON, COLO. px 
tom (8) 2-dr., $500; conv., $460. ’52 Crest Super Riviera, $1,600* (ps); Special 2- (Colorado Auto Auction, Sale every Mon- po? 
(8) conv., $375*, ’51 Custom (8) 2-dr., dr., $1,225* (ps). ’'54 Super Riviera, $1,-| day. Prices are for sale of March 11.) 
$450. °50 Custom (8) 2-dr., $270, 190*; Special 2-dr., $805*, ’53 Super Rivi- (Extremely good demand for clean used 
JDSON—’'53 Jet 4-dr., $260, era, $900* (ps); 4-dr., $830* (ps), $800* cars.) : 
amcone- oan Montclair Phaeton, $1,985*| (PS); Special 4-dr., $695*, '52 Super Rivi- | BUICK—'56 Special station wagon, $2.315+, [§STU 
” (ps); Custom 4-dr., $1,525*, °54 station| ¢Ta, $410°. $2,300*, $2,085%; 2-dr., $1,965*, $1.930*, . 
wagon, $1,090, '50 2-dr., $170. CADILLAC—'56 (62) coupe, $3,660* (ps).| 2 at $1,925*; conv., $1,880*; RM Riviera, BWA 
NASH—'56 Ambassador 4-dr., $1,400*. ‘55 (60) 4-dr., $2,550* (ps), ‘54 (62)| $2.300* (ps); Century Riviera, $2,235¢ 
OLDSMOBILE — '56 (88) 4-dr., $1,950*| conv., $2,295* (ps), "53 (62) coupe de (ps). °55 Century Riviera, $1,440* (ps); 
(ps). 55 (88) Holiday, $1,700* (ps), $1,-| Ville, $1,290* (ps). Special Riviera, $1,410*. °54 Special 4- Wec 
500": 4-dr.. $1,535". *53 (98) 4-dr., $690°; | CHEVROLET—'56 Bel Air station wagon,|  dr., $1,050. '53 Super Riviera, $760°. 
(88) 4-dr., $675* $1.925*; Two-ten (8) dr. $1,340, 2 at “ee Mane = —e a 
. 53 Cli -dr., $385*, $1,325, $1,315; 4-dr., $1,295, $1,250, '55 (ps). o : , 278 , 
PLYMOUTH 57 ‘Plaza <8) oar. $1,600.| Bel Air (8) Hardtop, $1,310*; 2-dr., $1,-] $4,200" (ps); club coupe, $3,650° (ps), wit 
'55 Belvedere (8) 4-dr., $975; Belvedere 195*; Two-ten (8) 2-dr., $1,100*, $1,010, $3,615 See: Oe een ae 55 (62) to-s 
(6) 2-dr., $790. '53 4-dr.. $300. $970, $950; 4-dr., 2 at $960, 2 at $925;| 4-"r.. $2,950° (ps). 54 —_ club coupe, ing 
PONTIAC-'56 Star Chief (8) Catalina, $1,-| station wagon, $950; One-fifty (8) 2-dr.,| —S2.575" (ps). '53 (60) 4-dr.. $1,400° (ps BU 
860, '55 Chieftain (8) Sport coupe, $1,-| $830, "54 Bel Air 2-dr., $865; Two-ten |") 9.) co saee, : ~ a ) 4-dr., §2,- $1 
390* (ps); 4-dr., $890*. '53 Chieftain (8) 4-dr., $825", $675; One-fifty 4-dr., $520. ca, ao atee “be a - “ nny _wag- 
4-dr., $570*; Chieftain (6) 4-dr., $300.| $510. °53 Two-ten 4-dr., $550; One-fifty $1850. ‘ 5 ara s J gg = e, 
50 Sport coupe, $310*. 2-dr., $395. "52 SL Deluxe 4-dr., $310°;| Sg) ene, Te ; + 1,845", $1,655", 05 
at $1, ; Two-ten (8) station wagon, 


on > ae, ‘e =e + al | Yeliv ys $250. ’5 SL ad : < 
MISCELLANEOUS — '56 Chevrolet %-ton | aa sedan, $250, 61 SL. Deluxe 4-dr.,/ $1 730°, $1,720°, $1,706; 2-dr.. $1,480" 


pickup, $775; GMC %-ton pickup, $900. “nn she . . cis 
Discuss Radio, Television Plans— ‘55 Chevrolet %-ton pickup, $700*. '54| DODGE—'53 Coronet 2-dr., $470°. gene. ba ahee? Garten’ ens acae wt 
. . : 2 . . , 4 =o) =. . ‘e ; e mE 475*, $1,3¢ : - -dr., 215, 
Leonard H. Goldenson, left, president, American Broadcasting-Paramount Theatres, i ai $435. 53 "Saatee tr en eae, o25| s1.080*;One-firty (6) station wagon,’ $1.- 

Inc., discusses future of ABC during “ABC in Action Presentation before leaders in 2 Y P, . tom (8) 4-dr.. $975, $950, $900. °54 Coun- ~~ 56 Be Al 2-dr., oo" io a 2- 5 
the field of advertising, business, industry, finance and with ABC affiliates in New — nr try sedan, $1,015*. '53 Crest (8) conv., dr., $760*. '53 Two-ten 2-dr., $595, $425, Ms 
’ Ni i wil NEW YORK CITY $565*; Victoria, $490; Custom (8) 2-dr 50 SL Deluxe 4-dr., $200. 

York. From left are Goldenson; William Gillogly, ABC-TV Eastern sales manager; Wil- 565* ; , $490; ‘ 2-d¥., ! CHRYSLER—'55 NY 2-dr., $2,055* (ps): 43 


: : Soa. : . (Skyline Auto Auction, Sale every Tues- $520. 52 Custom (8) 4-dr., $260*. 7 5. : . ‘- $1 
liam Mullen, ABC-TV account executive; Oliver Treyz, ABC-TV Network vice-president; day, Priens ane toe gute of Maen 45.) LINCOLN—'53 Capri 4-dr., $775*. Ger an kita ae 4-dr., rte 


DeSOTO—'57 Fireflite 4-dr., $3,295* (ps). i 
5S Fireflite 4-dr., $1,555* (ps), $1,300¢ (CHE 





AUTOMOTIVE NEWS, MARCH 25, 1957 





L. F. Desmond, Dodge sales vice-president; and Jack W. Minor, Plymouth soles vice- (Extreme shortage of clean cars in the | MERCURY — °’54 Monterey 4-dr., $905*, 
president. 





N, Y. area is keeping consignments way $820*. "53 Monterey Hardtop, $675. 








— > oq (ps). $2 
DODGE—’57 Coronet (8) 4-dr.. $2,650*. $1 


o * . 

’ h | k d = d th qd ’55 Custom Royal (8) Hardtop, $1,475*. $9 
’53 Meadowb t $8 
Here’s the lamp package designed with you in mind... Bien eee |S 
Country sedan, $2,545*, $2,490* (ps), $2,- te 
d h 9 h k lik if | 370*, $2,295; Fairlane (8) 500 Victoria, ss 
| $2,435*, $2,310*, $2,275*, $2,085; Custom 
t : (8) 300 2-dr., $2,260*, $1,985; Ra = 
an t eres no omer pac age Ike | Wagon, $1,910, 56 Thunderbird, $3 00° Dx 
(ps); Fairlane (8) Victoria, $1,780* (ps); CHE 

Custom (6) 4-dr., $1,350. '55 Country 


sedan, $1,560* (ps), $1,550*; Fairlane (8) dr 

| Crown Victoria, $1,490*, $1,475* (ps), —e% 

7 $1,335*; conv., $1,395*, '53 Crest (8) toi 
Victoria, $685*. ‘52 Crest (8) Victoria, 

$515, $485°. br 

| IMPERIAL — °57 2-dr., Hardtop, $4,485° $3 





| (ps). zon 
LINCOLN—'57 Premiere Hardtop, $4,535* de 


es (ps). '56 Premiere Hardtop, $2,985* (ps); 
omotive lamps ie Eee stamens 
$1,855* (ps); 4-dr., $1,815* (ps). $6 
MERCURY—’57 Montclair 4-dr., $2,975* Cc 
(ps), $2,860* (ps), $2,715* (ps); Mon- ae 
terey Hardtop, $2,925* (ps), $2,490°. '56 a 
| Custom conv., $1,935*; Sport coupe, $1,- "1 
‘ 735°; Montclair 4-dr., $1,795* (ps). ‘55 ° 
Custom station wagon, $1,580* (ps); we 

e Saves 30% in shelf space ra ng 
$1,280*. "54 Monterey 4-dr., $985*, $860*. ; 

‘53 Monterey Sport coupe, $900*. '52 Cus- 

e No cover or flaps to open | com acaee Gaaet asst 

" NASH—’'53 4-dr., $380. M 

. OLDSMOBILE—’57 (88) Super 2-dr., $3,- 

e No insert or platform to fuss with 340° (pe); Deluxe aede $2,708" (sah, 


$2,630". $2,550*. '56 (88) Holiday. $2,330° Cc 
° | (ps), $2,025; (98) Holiday, $2,305° : 

« Stacks easily — no round tops or bottoms $2.360° (ps). ‘55 (98). Holiday, 31.9755 exe 

a7 sane Super mtitey, 23,70 (Ps). Tru 
. - | ‘ ) uper 2-dr. ‘ . (98) 

e Easy identification of types | fete, "s000" pe), "ab (88) Super ear, fat | 
PLYMOUTH—'57 Belvedere (8) 4-dr., $2,- 

¢ Identification on both ends of pack | ""600" (ps): station wagun, $2475*; Plaza fon 


(8) 4-dr., $1,850; Savoy (8) 4-dr., $1,- i 
. . 675. '56 Belvedere ‘S) Hardtop, $1,800*; nj 
e Bulbs removed by a flick of a finger statio. wagon, $1,050". "06 Belvedere (S) fine 
k t PONTIAC—'57 Chieftain (8) 4-dr., $2,625* atte 
| (ps); Catal $2,625°. ‘55 St Chief 
e Stock always looks neater (3) Catalina, $1.52"; Chieftain (8) tas 
e *” | tion wagon, ,31,360°; 2-dr., $1,300*, $1,- N 

160°. "54 C ft (‘8 Va . 

e No more “dog-eared” cartons | Hiss con) “aocaaenes eee. ae IE 
| ‘Sl (8) 4-dr., 2 at $250*, ‘50 (8) conv., 


e You can count lamps at a glance begin sages comin iit Mie: iiee 


| ster, $325. € 
2 a | MISCELLANEOUS—’56 Dod ye -t ok- 
e Space for price marking UD, $850, "SO Ford te-tow piccay sero, Be 
| $750°. °54 Ford %-ton pickup, $620; 
Chevrolet \%-t k $750*; Will 
e Lamps fully protected from damage ‘e-ton "plekup, $790, "83 “GMC ton 
| pickup, $450; Dodge ‘4-ton pickup, $530. 
= "52 Dod %-ton pickup, $395; GMC %- 
. Speeds up service ton piekue, $430. "51 Chevrolet %-ton 


pickup, $415*; Ford %-ton pickup, $290. 


D 
Co. 
dl 
ing 
. pre 
e More space for other items | OMAHA x 
(Richard Abel Auto Auction, Sale every pow 
aut 
and 
cha 
gra 
pan 


Thursday. Prices are for sale of March 14.) 
(We had one of the worst blizzards of 
the winter on our sale day.) 
BUICK—’'54 Super Riviera, $1,320* (ps). 
CADLILLAC—’'56 (62) 4-dr., $3,440* (ps), 
$3,275* (ps). '52 (62) 4-dr., $1,000*. 
CHEVROLET—-'56 Two-ten (8) 2-dr., $1,- 
405*. '55 Two-ten (8) 4-dr., $1,300*, $1,- 
| 100. '54 Bel Air Hardtop, $1,055; 4-dr., 
$900° (ps); Two-ten 4-dr., $800*. ‘53 
Two-ten 4-dr., $550; 2-dr., $545, $485, '52 
SL Deluxe 4-dr., $480*. 
DODGE — '53 Coronet 4-dr., $600*, ‘52 
Meadowbrook 2-dr., $270; Coronet 4-dr., 
$250*. 
FORD—'56 Custom (8) 4-dr., $1,400*. "52 Ja 
Country sedan, $830*, '51 Custom (8) 4- | 
genie: "50 4-dr., $185*, Ja 
NC —'56 Hardtop, $2,750* (ps). 
Clumsy, messy, old-type cartons took up too much shelf space—space OLDSMOBILE — ‘55 (88) Super Holiday, | 


you needed for other items. Stock seldom looked neat. Fumbling with $2,000* (ps); Deluxe 4-dr., $1,475*, '54 


; : Sonts 
cover, flaps, platforms and inserts slowed service. Hard to know how (Continued on Page 47, Col. 1) 


many lamps left in a box. 










USED CAR DEALERS 
THEY’RE ON THE WAY! General Electric SPACE- - ie 38 We can supply you with 
SAVER PACKS, in four sizes, hold complete G-E line of a a CHEVROLETS 
small bulbs. Available soon through your General 3s a | Shel FORDS 


 9P eae Ieee ; 


Electric Wholesaler. And watch for G-E’s “SPACE MISER” = Mo none, . uaons = 1008 
: . . . : = : , : other makes too 
metal rack deal—see it in this magazine—in April! ' ite saath Wieden ‘eotess pa 
all cars clean 4 
i As Near As Your Telephone . 
Progress 's Our Most Important Product ; ? 
ks Designed with you in mind, G-E SPACE-SAVER PACK gives you EMKAY, INC. a 
more space for other items. Bulbs are easy to see, and remove quickly. 6850 Cottage Grove Avenue 
G t N t ® A L t LE C T R | C G-E SPACE-SAVER PACK sstacks neatly. General Electric Co., nes Ft, Nie va 
Miniature Lamp Dept., Nela Park, Cleveland 12, Ohio. Ask for Ben Geller 1 
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550*. 


75*. 
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2,- 
oria, 
stom 
anch 
100* 
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(Continued from Page 46) 


(88) 4-dr., $1,235* (ps). '52 (88) 2-dr., 
$650*. '51 (98) 4-dr., $475*. 
PLYMOUTH—’53 Cranbrook 4-dr., $570. 
PONTIAC—'54 Star Chief (8) conv., $1,- 
005*; Chieftain (8) 4-dr., $785, '53 Chief- 
tain (8) Catalina, $780*, $635*, °49 (8) 
2-dr., $150*. 
§TUDEBAKER—’50 Champion 4-dr., $175. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of March 
13.) 

(Market steady as nice weather brought 
plenty of buyers. Sale was very active 
with plenty of competition on good, ready- 
to-sell cars, Sold 160 out of 210 offer- 
ings.) 


BUICK—’55 Super Riviera, $1,695* (ps), 
$1,510* (ps); Century Riviera, $1,530* 
(ps); Special 2-dr., $1,360* (ps), $1,230*. 
’54 Century Riviera, $1,180* (ps), $1,- 
050*. °53 Super Riviera, $750*, $735* 
(ps), $655*; Special 2-dr., $510. °52 Spe- 
cial Riviera, $375*. °51 Special Riviera, 


$395*, $310*, $190, $110, ’°50 Special 4-dr., 
2 at $165*, $160*, $125, $100*, $100. 








| 


| 
| 
| 


CADILLAC—’57 (62) coupe, $4,785* (ps). 
*56 (62) conv., $3,725* (ps). °55 (60) 
4-dr., $2,500* (ps). °54 (62) coupe, $2,- 
430* (ps), $1.775* (ps). '53 (62) 4-dr., 
$1,375* (ps); (60) 4-dr., $1,200*. "52 (62) 
4-dr., $1,250* (ps), $1,100* (ps), $950", 
$710". 

CHEVROLET ‘57 Bel Air (8) Hardtop, 
$2,100*, '55 One-fifty (8) station wagon, 
$1,200; Two-ten (8) 4-dr., 2 at $975, 
$970, $960. $940, 2 at $925, $885, $880, 
$855. °54 Bel Air 2-dr., $995, $850, $755. 
’53 Bel Air Hardtop, $720*, $600; Two-/| 
ten 4-dr., $610, $560. '52 SL Deluxe 2-dr., 
$440*, $385*. °51 SL Deluxe 2-dr., 2 at 
$355, $235, $200, $190. 2 at $160, $150. 
"50 SL Deluxe 4-dr., 2 at $125. °49 SL 
Deluxe 2-dr., $105 

CHRYSLER 55 NY 4-dr $1,450* (ps). 
*54 Windsor 4-dr., $910*, °53 Windsor 4- 
dr., $810*. '52 Saratoga 4-dr., $245*. 

DeSOTO—'52 Custom 4-dr., $260*, °51 Cus- | 
tom conv., $350*, $155*, $150* 

DODGE—’'53 Coronet 4-dr., $580*: Meadow- | 
brook 4-dr., $340. °52 Coronet club coupe, 
$385*, $305*; Wayfarer 2-dr., $190. 

FORD—'57 Ranch Wagon, $2,000. 56 Thun- 
derbird, $2,550*; Country sedan, $1,725* 
(ps), 2 at $1.700*, $1,425*. °55 Country | 
sedan, $1,425*, $1.,035*, S$985*: Fairlane 
(S) 4-dr., $1,200*, °54 Main (8) 2-dr., 
$645, $530. "53 Ranch Wagon, $725, $450: 


Custom (8) 4-dr., $675, 
"52 Custom (8) 4-dr. 
(8) 2-dr., $200, $105. . 
HUDSON—'56 Rambler station wagon, $1,- 


725°. 


$640, $635", 
$425. 


$580. 
‘50 Custom 


Truck Leactrs 
Meet March 27 


CHICAGO. — The 1957 spring 
executive conference of National 
Truck Leasing System will be held 
at Miami Beach, Fla., March 27-31, 
according to John Black jr., presi- 
dent of the leasing organization. 


Top management men represent- 
ing leasing companies from 
throughout the U. S. will be in 
attendance to study current indus- 
try problems. 

Martha Dunlap, executive direc- 
tor, is in charge of meeting 
arrangements. 


Detroit Harvester Buys 


Jacobs’ Illinois Plant 


DETROIT. — Detroit Harvester 
Co. has purchased the Danville 
ll.) plant of F. L. Jacobs, accord- 
ing to J. Thomas Smith, Harvester 
president. 


The plant was established in 
1946 and manufacturers actuating 
power equipment for retractable 
automobile hardtops, doors, seats, 
and windows. Smith said the pur- 
thase is part of Harvester’s pro- 
gram of diversification and ex- 


pansion. 
Calendar 


(Continued from Page 12) 


Auto Shows 


Jan. 412— National Automobile Show, 
New York Coliseum. 
Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 
oY oe. S 


General 


Apr. 47—\4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bidg., Fair Park, Dallas. 


April 10-12—Point-of-Purchase Advertising 
Institute, Iith Annual Symposium and 
Exhibit, Palmer House, Chicago. 

Apr. co ene Stoning a, 

ition (southeast jo! sponsored), 

Dinner Key Auditorium, Miami. 

— Midwest ive Trade 


9-12 
. Kiel Auditorium, St. Louis. 

May 12-15—Automotive Engine Rebuilders 

| Assn.. 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

Peas. SS Sotional Automotive Service 

(national regional designated), 
Commonwealth Armory, Boston. 

June 16-2i—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City. 

dune 20-23—Iindependent Garage Owners 
of America, National nvention, 
Taledo. 


KAISER—’52 4-dr., $170. ‘51 4-dr., $160. 

MERCURY — '56 Monterey station wagon, 
$2,110* (ps). °54 Custom 2-dr., $840*. °53 
Monterey Hardtop, $1,330*. °52 Custom 
4-dr., $465. °51 2-dr., $300, $250, $125. 

NASH—’53 Rambler Hardtop, $580*. 

OLDSMOBILE "56 (88) 4-dr., $2,200*° 
(ps). °54 (88) 4-dr., $1,225*, $1,180°, 
$1,000*. '53 (88) 4-dr., $675*, $575*. °52 
(88) 2-dr., $325*. °51 (98) 4-dr., $165*; 
(88) 4-dr., $125*. 50 (88) 2-dr., $105*. 

PACKARD—’55 (200) 4-dr., $1,155* (ps). 
’53 (200) 4-dr., $420*, $300*, °51 (200) 
4-dr., $240*, $180*. 

PLYMOUTH—"53 Cranbrook station wagon, 


$595*; Cambridge 4-dr., $410. 52 Cam- 
bridge 4-dr., $390, $255, '51 2-dr., $270. 
*50 4-dr., $125. 

PONTIAC—’'55 Chieftain (8) Catalina, $1,- 
035*. °54 station wagon, $1,000*. °53 
Chieftain (8) Catalina, $660*. '52 Chief- 
tain (8) Catalina, $560*. °51 (8) 4-dr., 
$310*, $255*, $200. "50 (6) sedan, $150, 
$140*. 


STUDEBAKER ’53 Commander Land 


Cruiser, $415; Champion 4-dr., $375, °52 
Commander Hardtop, $230. 
MISCELLANEOUS—'56 Ford %-ton pick- | 


up, $565. °51 Ford 14-ton pickup, $355. 


oe a * 
— Auctions in Brief — 
ST. LOUIS 





St. Louis Auto Auction. Sales every Tues- | 


day and Friday (March 12-15), Lots of ac- 
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Used-Car Auction Prices 


tivity on most makes and models; demand | 
good on clean ones, Sold 219 out of 331. 
* * * 


GALLIPOLIS, O. 

Gallipolis Auto Auction. Sale every Tues- 
day (March 12). Nice weather today, and 
we had a high percentage sale. 

* * * 


WINDSOR, VA. 

Today was a typical spring day, bringing 
out many buyers and seilers. The sale was 
excellent, 

* * * 


INDIANAPOLIS 


Ken Schaefer Auto Auction, Inc. Sale| 
every Thursday (March 14), All clean cars} 
and trucks held steady today, but we didn’t 
have enough to meet the demand, Sold 72 
percent of a 214 car consignment. 

* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (March 15). We had 534 cars to offer | 
the buyers today; they purchased 408. | 
Prices were very good. 

* + * 


BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- | 
day (March 14), Today’s sale was excellent | 
with almost all consignments changing | 
ownership, Prices were very good and the 
demand for more cars continues, 

* * * 


SYRACUSE 
Syracuse Auto Auction, Sale every Wed- 
nesday (March 13). Today's sale was excel- 





lent, It was a little harder to sell common 
cars, but clean and sharp units commanded 
the high dollar. Some looked like retail as 


we sold 63 out of 105, 





| Award for U. S. Rubber— 


The Detroit plant of United States Rub- 
ber Co. has been awarded an engraving 
of ‘The President's Prayer"’ for its support 


of the U. S. Savings Bond program. H. E. 


Weigold, left, plant manager, received the 


award from Noble Travis, Michigan sav- 


ings bond chairman. The prayer was of- 
fered by President Eisenhower at his 1953 
inauguration and is framed in wood from 
the inaugural platform. 





Ford Steps Up 
Promotion Drive 


For Parts Sales 


DEARBORN.—Ford division has 
announced its strongest sales pro- 


motion and training program in 


marketing Ford parts. 

H, D. Hubbs, Ford division parts 
and service operations manager, 
said expenditures to advertise Ford 
parts this year will be more than 
double the 1956 figure and that 
sales promotion and training activi- 
ties have been greatly expanded. 

“The campaign is kicked off by 
introduction of a new FoMoCo sign 
and by distribution of sales promo- 
tion material to tie in with the ad- 
vertising campaign,” Hubbs said. 

The program will be presented at 
a series of dealers’ parts sales and 
service sales managers club meet- 
ings, and materials will be made 
available for training in the sale 
of Ford parts and service. Sales 
| promotion kits are being distrib- 
| uted which include posters, adver- 
tising mates, post cards and other 
material. 








Commander R. W. “Duke” Windsor poses with the 


ing F8U-1 “Crusader” immediately after 
his 32-minute jaunt. Plane flew more than 400 miles—all but eighty of them at supersonic speed. 


Purolator Micronic’ filters help set 
1015.428 mph speed mark 


On August 21, this Navy Chance Vought. F8U-1 


“Crusader” set a new national s 


record of 


1015.428 miles an hour and won the famous 
Thompson Trophy. The plane, a standard produc- 
tion model, made two passes over the 15.1 kilo- 
meter course—both of them at speeds nearly 200 
miles faster than the previous Thompson record. 

This record flight put every component in the 
F8U-1 to its severest test. For, at 1000 mph, every 
component must function perfectly—whether it’s 
the powerful J-57-P4 engine, the instrumentation, 
or the vital fuel, lubrication and hydraulic lines. 


Effective filtration is essential on this F8U-1—as 
it has been on all aircraft for the past twenty-five 
years. Purolator Micronic filters ensure that fluids 
move freely, and give optimum performance, by 
filtering out sub-micronic particles of foreign mate- 


rials which could cause serious trouble in a plane 


flying at record-breaking speed. 


There are Purolator filters for aircraft oil, fuel, 
hydraulic fluid, air and gas systems—for both stand- 


ard and special applications. 


All of them are the products of continuing 
research and improvement, designed and made to 
meet the most stringent requirements. For more 
information on Purolator Aviation Filters, write 


today to Dept. A5-333. 


Filtration For Every Known Fluid 


PUROLATOR 


PRODUCTS, INC. 


Rahway, New Jersey and Toronto 


For Emergency Duty— 

Interior of this International emergency 
truck with 10-foot, 6-inch Metro body was 
designed and outfitted by members of the 
Roselle, Ill., volunteer fire department. 
Counters provide space for injured per- 
sons, as well as seating room for depart- 
ment members. Stretcher is wall-mounted, 
as is resuscitator. Other equipment in- 
cludes two-way radio with roof-mounted 
loudspeaker, portable generator, air packs, 
flood lights and medical supplies. 


Canadian Jobbers 
Hit Buying Abuse; 
Nourse Elected 


MONTREAL. — The Canadian 
Automobile Wholesalers and Manu- 
facturers’ Assn. has elected L. W. 
Nourse, a Toronto car parts execu- 
tive, as president for the ensuing 
year. More than 300 members of 
the association took part in a two- 
day national meeting. 


Nourse succeeds F. J. Mitchell, of 
Hamilton, Ont., as head of the as- 
sociation. Gerard Plourde, Montreal, 
was named senior vice-president 
and C. A. Speers, of Windsor, Ont., 
junior vice-president. 


Two resolutions were passed at 
the meeting. One dealt with ethical 
practices within the group, while 
the other called for sales of equip- 
ment on liberal finance terms. 


The organization denounced the 
practice of purchasing a competitive 
manufacturer’s stock from a whole- 
saler as a means of placing one’s 
own stock on the shelves. 


“During the last year or two, this 
practice is becoming more preva- 
lent,” the resolution said. “In the 
opinion of many, a manufacturer 
adopting such a practice is disre- 
garding the fundamental ethics of 
business. It is considered that in 
our mutual best interests, that a 
definite stand must be taken to 
discourage the practice.” 

The resolution calling for liberal 
finance terms was aimed at increas- 
ing volume of business. 


Directors elected to the group 
also included J. A. Hines, Toronto; 
Maurice Gravel, Montreal; Lyle 
Cantlon, Winnepeg; J. D. Melhuish, 
Vancouver; W. B. Dodds, J. Boase 
and W. Hodgson, all of Toronto, 
and M. Moss, Montreal. 

The association decided to hold 
its next annual meeting in Winni- 
peg. 
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Current Prices on New Cars 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 


variable items 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr, hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr, 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat, wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr, hardtop, $3,270; conv., $3,- 
598; 4-dr, 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr,. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
“45’’'—4-dr. hardtop, $4,483.33; 2-dr, hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
“75.’’ Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 

CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr, hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr, hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32, Series 75—S8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models, For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr, 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 


4-dr. sed., $2,290.32; 2-dr, sed., $2,238.32; | 


4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 
stat. wag., $2,580.32; 2-dr, 2-seat Nomad 
stat. wag., $2,757..32. Corvette—Hardtop 
epe. or conv. (V-8 only), $3,465.32. 
CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4-dr. sed., $3,718; 4-dr. 
top, $3,832; 2-dr. hardtop, $3,754. New 
YVYorker—4-dr. sed., $4,172.50; 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 


745.50. 300-C—2-dr. hardtop, $4,929; conv., 


Seattle Parley 


Set for Truckers 


SEATTLE, — The 1957 Motor Ve- 
hicle Maintenance Conference for 


supervisors of all types of commer-' 


cial fleets is scheduled March 25-27 
at the University of Washington. 


Conducted by the university’s 
college of engineering, the confer- 


ence is jointly sponsored by the) 


Automobile Club of Washington; 
Northwest Section of the Society of 
Automotive Engineers; Seattle 
Chapter of the National Assn. of 
Fleet Supervisors; Seattle-King 
County Safety Council; Washington 
Motor Coach Assn., and the Wash- 
ington Motor Transport Assn. 


The conference will cover a com- 
plete range of motor vehicle main- 
tenance topics, with separate pan- 
els for varying types of fleet opera- 
tion. Panel participants will be 
drawn from the automotive and 
related fields. 


Rodenfels in New Home 


Rodenfels Chevrolet, Inc., Cleve- 
land, has opened a new $400,000 
dealership that has 18,000 square 
feet of floor space and a roof park- 
ing area of 10,000 square feet. John 
L. Rodenfels is president and gen- 
eral manager. 


hardtop, | 


2-seat | 


hard- | 


4-dr, hard- | 





$5,359. (TorqueFliite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Fitte, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr, hardtop, $2,911.75; 2-dr, hard- 
top, $2,835.75; 4-dr, 2-seat stat, wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr, sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Fireflite—4-dr, sed., $3,- 
486.75; 4-dr. hardtop, $3,670.75; 2-dr, hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr, hardtop, 
$3,996.75; conv., $4,272.25. (TorqueF lite | 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. 
2-dr. sed., $2,370.25. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. | 
hardtop, $2,665; 2-dr. hardtop, $2,580; | 
conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr,. hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr, hardtop, $2,991; 
hardtop, $2,920; conv., $3,146. 
Wagons—2-dr. 2-seat 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. | 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., | 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., | 
$1,878.64. Custom 300 — 4-dr. sed., $2,-| 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; | 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- | 
292.80. Fairlane 500—4-dr. sed., $2,332.68: 
2-dr. sed., $2,281.40; 4-dr. hardtop, §$2,- 
403.76; 2-dr. hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe. (V-8 only), | 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Raneh Wagon, $2,300.72; 2-dr. 2-seat Del | 


sed., $2,451; | 
Coronet V-8—4-dr. 


2-dr. | 
Station 
Suburban, $2,861; | 


| Rio Ranch Wagon, $2,397.32; 4-dr, 2-seat | 


Country sedan, $2,451.32; 4-dr. 3-seat Coun- | 
try sedan, $2,556.08; 4-dr. 3-seat Country | 
Squire, $2,683.64. Thunderbird — hardtop | 


cpe. (V-8 only), $3,408.12. 


HU DSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 


New Commercial Car Registrations, 


Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr, hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 


LINCOLN—Capri—4-dr. sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr, hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
top, $5,293.50; 2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 

MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnptke Cruiser— 


4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3,- | 


757.80, Station Wagons — Commuter—2-dr. 
2-seat, $2,902.80; 4-dr, 2-seat, $2,972.80; 
4-dr. 3-seat $3,069.80. Voyager—2-dr. 2- 


| seat, $3,402.80; 4-dr. 3-seat, $3,569.80. Col- 


ony Park—4-dr, 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 


steering and power brakes standard on| 


Turnpike Cruiser.) 
METROPOLITAN — 2-<dr. 
527; conv., $1,551. 


NASH — Ambassador Super V-8—4-dr. 
sed., $2,820.80; 2-dr, hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. 
$3,541.47. Series 98—4-dr. sed., 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


hardtop, $1,- 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr, 2-seat stat, wag., $3,384. (Flghto- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Pinza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 
$1,898.75. Savoy—4-dr, sed., $2,193.50; 2. 
dr, sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr, hardtop, $2,229, Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard. 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638, Fury—2-dr. hard- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom. §2,. 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr. 3-seat Sport, $2,776.75, 


PONTIAC — Chieftain — 4-dr. sed., $2. 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr, 
2-seat stat, wag., $2,841.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr, hardtop, $2,735.39; 4-dr, 2-seat stat, 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr, hardtop, §2,. 
901.39; conv., $3,105.39; Bonneville cony 
(fuel injection), $5,782.39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-sea: 
Safari stat. wag., $3,636.39. (Hydra-Matic 
power steering, power brakes standard on 
Bonneville.) 


RAMBLER — Deluxe Six —4-dr. sed.. 
$1,961.45. Super Six—4-dr, sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr, 2-seat stat. 
wag., $2,409.65 Custom Six—4-dr. sed., 





| $2,381.59; 2-dr. 
wag., | 
$3,740.55; | 


$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60. 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr. sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60. Rebel V- 
8—4-dr. hardtop, $2,785.90, 


STU DEBAKER—Champion 6—4-dr. cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
170.79; 2-dr. custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,123.09. Commander V-8— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09. President V-8 

4-dr, sed., $2,407.29; 2-dr, sed., $2,357.99, 
President Classic —4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6, 
2-seat Parkview V-8, $2,- 
4-dr. 2-seat Provincial V-8, §$2,- 
4-dr. 2-seat Broadmoor V-8, §2,- 
Hawks—Silver Hawk 6 cpe., $2,- 
141.59; Silver Hawk V-8 cpe., $2,263.17; 
Jolden Hawk V-8 2-dr, hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 
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560.72; 
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16 States for February, 1957-1956 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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AUTOMOTIVE NEWS, MARCH 25, 1957 


Show Season 


Closing Strong 


Last scheduled show of the 1956-57 
season will open Friday (March 29), | 
at Hutchinson, Kans., for a three-| 
day run. 


Sales Are Reported 
Good at St. Louis 


By W. C. Lockwood 

Staff Writer 

HE auto show season is coming 
to an end on a strong note. 





Meantime, St. Louis reported good 


sales, Syracuse dealers set a record 


without giveaways and early reports 


from Spokane were enthusiastic. 


* + * 
LL lines, with one exception, 
have reported that sales at the 
1957 St. Louis show were higher 
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to Edgar M. Hayward, manager, St. 


Louis Automotive Assn. 


“Most of the lines,” said Hay- 
ward, “reported that they were 
pleasantly surprised by the actual 
number of sales. This was like- 
wise true for the prospect follow- 
ing obtained at the show and later 





t. ; worked from dealer showrooms.” 
2-dr Hayward said all Chrysler dealers 
— BUFFALO reported excellent sales and pros- 
3.59: pects as did Pontiac, Ford and Mer- 
_V-8 COU ideal ee) cury dealers. “The other lines met 
oon ee with various degrees of success,” he 
n 6. said. 

a. The attendance did not reach| 
$2 - ca ——— 100,000, but dealer members were} 
$2,- pleased from the standpoint of en-)| 

a tertainment and the allied trade| 
. exhibits, which were staged for the| 

. first time with the show, said Hay- 
ward. 

He added that most dealers felt 
that the show stimulated interest 
in autos at a particularly dull period 
in sales activity. 

= > * 

GrnAcues dealers have reported 
> that they did not use giveaways 
AL or door prizes of any kind at their 

1957 auto show which attracted a 

“s record 45,721 persons. 
= THE 1957 aaa — the auto show to 
e cen ew York blic on 
zo TH} AUTOMOTIVE NEWS |} its own merits, and it paid off,” 
is9 ALMAWAC said Stuart C. Ballard, executive 
rai vice-president, Syracuse Automo- 
2336 ® Sells for you all year long. bile Dealers Assn. 
~ 3003 * Read by over 44,000 automotive Ballard said some excellent sub-| 
coe executives, car and truck dealers. —, oe a employed that | 
6 80 gen : : a “spice” for the general public. 
816 It's the buyer's guide of the industry. “thas of the beat was the ine a 
- RESERVE SPACE NOW! show,” he said. “All five radio sta-| 
ei : ; : ; tions sent a jockey to the show! 
140 Published with April 29 issue each day for direct broadcasts.” 

781 FINAL FORMS CLOSE April 1. Ballard said it was the first co- 
2018 Keeps You in Front of the Fast Mov- operative move of the five stations 
122 ing Automotive Industry. on a single project and was an im- 

portant attraction. “The television | 

aS stations cooperated, too,” he said.| 


Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
...can now get plus profits from selling 
STEWART mobile homes. 


ACCEPTED LINE 


Stewart Mobile Homes .. 
bought everywhere... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, os an exclusive Stewart dealer 
in your area, of real sales potential. 


.seen and 


For details, write, wire or call today. 





EASY FINANCING 


Stewart Coaches Gre recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale valve, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For quol- 
ified dealers, we con arrange financing. 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1956, approximately 
115,000 coaches were sold at a retail 
sales figure of nearly $500,000,000. 
Why don’t you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 





STEWART COACH INDUSTRIES, INC. 


Department AN °¢ 


Bristol, Indiana 





& & The Newspaper of the laducry & & One was a “See Yourself on Tele-| 


379 ° es 
73 Automotive N 1 vision” exhibit, there also was a| 
is sf ISLETS Aue “Parade of Cars” telecast. 
1516 . * * * 
= Pi . 

Gh PP PeNORICOr cunomS, © SENOH M, MICH.) . rrENDANCE for the first two 


™m Detroit Representatives: R. L. Webber, days at the Spokane show was 





oy William R. Maas, Roy Holihan, WO. 3-0495| more than 6,500. Reports said the)! 
~ crowd was very enthusiastic and 
258 thronged around the display of 48 
13919 cars. 

15485 Also, a large assortment of hot 
n= rods and sports cars was shown. 
81626 However, it was noted that the more 
bee conservative models were drawing 


actual buyers. It was hoped that 
final attendance would reach the 
goal of 35,000. 
ca * * 

BARRE and Montpelier (Vt.) deal- 

ers displayed 34 new models at 
their second annual auto show in 
the Municipal Auditorium. Alex- 
ander Paul and Amedo Gherardi 









THE FIRST 
















TAL 
bs 39 were co-chairmen of the event, 

1539 NEW LOOK es by the American Legion 
1721 or charity program. 

im PENNANTS memes aeaact 

| 

Da in over 2,000 years AMC Issues Guide 
3 

ss Send for our free literature illustrating e 

3 the largest line of traffic stoppers ever On Dealer Service 
789% manufactured under one roof, Make your ETR 

8828 place stand out like a sore thumb. You = Cet — A new book which 
~ 1579 get attention with Myrio products. outlines fundamentals of parts and 
1290 . service operations of automobile 


dealerships has been published by 
American Motors Corp. C. M. Till- 


MYRLO CO. 


Dept. N, 1231 Main Ave. 





9747 inghast, general parts and service 
982! Cleveland 13, Ohie manager, said it will be distributed 
oes to all Nash and Hudson dealers. 
+ Tillinghast said the 27-page book 
960 is illustrated with photographs, 
50695 charts and sketches to further 
69650 simplify the reading. Included sub- 
pools jects are facilities, organization, 
501298 personnel relations, training, man- 
on of agement, promotion and merchan- 


dising, safety, ordering and records. 


The Now 1257 


REDESIGNED 


FOR THE LONG, LOW 
‘57 AUTOMOBILES 


RE-ENGINEERED 


FOR MAXIMUM 
REFRIGERATED CAR 
AIR CONDITIONING 
The industry pace-setter — 
now with even more 
exclusive features. Push- 
button controls, two 
2-speed fans, three 360° 
adjustable louvers — and 
now the Mobil-D-lIcer! 
Top performance, low cost 
—and you can take it 


WRITE OR WIRE F 


BROCHURE AND PR 


with you! 


Miss Model-D-Teer of, 1957 


OR ILLUSTRATED 


ICE INFORMATION 





MOBIL-AIRE MANUFACTURING COMPANY 


BOX. 122 e 


DENISON, TEXAS 
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WORTH 
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wrong ates 


FULL 1 YEAR 


GUARANTEE 


HIGHER USED CAR 
VOLUME with an 
RTC FRANCHISE 


The new RTC franchise plan for auto dealers 
is that “extra something’ needed to put you 
head and shoulders over your competitors . . . 
not only in volume but in profit. 


It’s a fact that used cars bearing the RTC 
guarantee seal are more in demand and bring 
top prices even in the toughest market. Sales 
are easier and customers stay “sold” when their 


Describes Retaili 


Woes... 


Industry Losing Men 
And Capital—Sutter 


(Continued from Page 3) 


means greater profit for the fac- 
tory, it often means less profit or 
a loss for the dealer. 

Slim profits and losses are be- 
ginning to frighten new-car re- 
tailers, he said. 

“There is already the beginning 
of a flight of capital from our 
branch of the industry,” Sutter 
said. “All that checks it so far 
is the difficulty of getting out 
without terrific loss. But it must 
be obvious that regardless of loss, 
capital will withdraw if to remain 
means even greater loss. 

“As important as capital is 
manpower, and the most able 


said, “Unless they see improve- 
ment soon, many of them will 
go.” 


10 engaged in retail trade works 
for an auto dealer, and that one 
| Wage earner in seven is dependent 


lines. 

Considering the flight of capital 
|and manpower in this light, he said, 
it becomes “no academic matter, 


” 


|but one of vital concern .. . 
Sutter said NADA is holding 


men are growing restive,” he | 


Sutter noted that one person in| 


on the auto industry and its related | 


was the hangover of 1955’s sales 
“binge.” 

“I am not sure that we have yet 
paid the full price of 1955, and we 
may end this year with dealer 
profits below 1 percent,” Sutter 
| said. 

Sutter explained to the bankers 
|that new-car dealers actually run 
two separate businesses — a shop 
jand a store. 

“Even though in the same build- 
jing,” he said, “they are separate 
and each business must stand on 
|its own feet. Shop profit should 
| stay in the shop and not be drained 
|off to support new-car sales. 

| “New cars must be self-support- 
jing; used cars must come on the 
| books at cash value—not at retail,” 
ihe said. 

Sutter added: “There is noth- 
ing startling about this, unless 
you happen to know that it is 
contrary to everything the dealer 
has been taught... 

“We are hopeful that before long 
|such terms as unabsorbed over- 
|head, trading position, washout 
gross and so on will begin to dis- 
|appear and be replaced by sensible 
| accounting vs 





cars are protected by an iron-clad written guar- 


. . |more profit clinics this year than| Sutter said low profit was but 
antee backed by a national insurance company. 


j|last and that many state associa-/|one of two major problems facing 
tions are doing the same thing. It | new-car dealers. The other, he said, 
is not difficult, he said, to educate|was wrapped up in _ bootlegging, 
}a dealer on how to compute costs/unethical dealing and misleading 





Eliminate after-the-sale major repair losses 


through customer complaints reduce 
your repossessions because of unexpected 
expenses to customers . . . JOIN AMERICA’S 
FASTEST GROWING USED CAR “HOS- 
PITALIZATION” PLAN. 


Inquiries about RTC Auto Dealer 
Franchises invited. 


REGISTERED-TESTED CARS, Inc. 


The Nationwide Auto Warranty Service 
122 Brighton Avenue, East Orange, N. J. 
ORange 2-4000 


Limited number of District Managerships available 


STEERING ° BF 
ghout the U.S.A- 


: ou : 
e Valid thr Restrictions 


eNO Mileage 


Mr. Dealer... boost your S.A’ 


(and make out like you never have before) 


Can you make a new friend, smoothing out a few bumps and 
dolling her up with a new coat? Fact is, you'll make plenty . . . 
if you plan a modern appearance-service program around 
DeVilbiss spray-painting equipment for factory-quality finishes 
at rock-bottom costs. Fast, competent painting is a must to keep 
*Service Absorption abreast of over- 

head. Call your DeVilbiss man today. 


DeVitBiss 


The DeVilbiss Company, Toledo 1, Ohio 


jand conduct a profitable operation. 
‘his new knowledge,” Sutter said, 
“he runs up against competitors 
|who cannot or will not figure cor- 
|rectly. Then he has to meet their 


are converted. 


“Meanwhile, he cannot practice 
what he knows to be sound busi- 


Sutter urged the bankers to en- 
courage dealers to retail on sound 
principles. 

“They will listen to you,” he 
told the bankers, “and the more 
often they hear the story, the 
sooner you will have your dealers 
on the way to a sound and sen- 
sible operation.” 

In discussing dealer profits, Sut- 
ter said that the 1956 average of 
0.8 percent of sales, before taxes, 


Dodge Publishes 
Hiring Guide 
For Salesmen 


| DETROIT.—Hiring of retail sales- 
| men by dealers to sell new Dodge 
|ears and trucks is considered by 
| Donald E. Harding, retail merchan- 
dising manager of Dodge, to be one 
of the top 1957 sales objectives. 

Dodge has published an eight- 
page hiring guide for its more than 
4,000 dealers to assist them in inter- 
viewing, training and setting up 
compensation plans for the larger 
retail sales staffs they will need as 
spring and summer bring increased 
sales opportunities. 

The booklet points out that any 
increase in new car and truck sales 
will lead to increased business in 
service, parts, accessories and used 
vehicles. 


Dealers are urged to look for 
these qualities in hiring retail sales- 
men: Background, education, ap- 
pearance, conduct, vocabulary, abil- 
ity and aggressiveness. Natural 
aptitudes may make up for lack of 
education, the booklet asserts. 


Dodge dealers are urged to main- 
tain a continuous training program 
for retail salesmen the moment they 
start work to assist them in gaining 
product knowledge, qualifying pros- 
pects, giving demonstrations and 
closing sales. 


Dodge district men are available 
to assist dealers in their training 
programs for retail salesmen, but 
the hiring guide mentions that the 
Chrysler Training Center is avail- 
able to all Dodge dealers for the 
training of both new and experi- 
enced salesmen. 





“But when he returns home with | 


|offers until such time as they, too, | 


ads. 

The unethical dealer, Sutter said, 
is “a disgrace to the industry. 
| These people who are being tricked 
are not morons. They are normally 
intelligent folks — usually wage 
earners — but who are not used 
to figures and are therefore easy 
|prey. The money they lose is seri- 
;ous to them, 
| “We can shrug and say, ‘Well, 
|my hands are clean,’ or ‘It’s the 
|buyer’s own fault, and anyhow we 
can’t be crusaders.’ 
| “I have no patience with that 
| attitude . . . Let us remember 
that any industry owes a duty 

to the public to put its own 
| house in order. 

“If it fails in this duty — if it 
|ignores public interest — legisla- 
|tion will surely follow. The worse 
the abuses and the longer they 
have persisted, the more stringent 
and burdensome that legislation 
| will be.” 
| Sutter urged the bankers to put 
|pressure on unethical dealers to 
|give up their questionable sales 
tactics. Ethical operations are of 
utmost importance, he said. 


“If you want your place to smell 
like a rose garden you have to 
deodorize your skunks or get rid 
lof them,” Sutter said. 


N. Y. Dealers Elect 


Flinn President 


NEW YORK. — Harry T. Flinn 
(Ford), Larchmont, N. Y., who 
started in the auto business as & 
Stutz Bearcat salesman 33 years 
ago, has been elected president of 
the Automobile Merchants Assn., of 
New York. 

Other officers are Kenneth Well- 
ner, first vice-president; Leo L. 
Linehan (Oldsmobile), second vice- 
president, and Charles Kreisler 
(Oldsmobile), secretary-treasurer. 


Wanted; One Owner 


For Diamond Pin 


DETROIT.—The staff. of the 
National Automobile Show has 2 
diamond and sapphire pin on its 
hands, 

The pin was found in the New 
York Coliseum last Dec. 7, the 
night of the show’s press preview. 
Despite allout efforts, the show’s 
staff has been unable to find the 
Ppin’s owner. Any information 
which might lead to restoring the 
pin to its owner may be given 
to Mrs. Amelia Rabb, 320 New 
Center Building, Detroit 2, Mich. 












ong 
yer- 
out 
dis- 
ible 


but 
ing 
aid, 
ing, 
ling 


said, 
ked 
ally 
age 
ised 


asy 
eri- 


Vell, 
the 
we 


ity 


f it 
sla- 
orse 
they 
zent 
tion 


put 


ales 
. of 


mell 
rid 


ct 


‘linn 
who 
as @& 
ears 


., of 


Vell- 
»L 
yice- 
isler 
er. 


the 
s 2a 
its 


lew 
the 
ew. 


the 
ion 


ven 
lew 
ich. 




























30 Years a Dealer— 


Helping celebrate the 30th anniversary 
of Roy Burnett Motors, Inc. (DeSoto-Plym- 
outh), Portland, Ore., J. B: Wagstoff, left, 
DeSoto vice-president, affixes a 30-year- 
old bronze license plate to a 1931 De- 
Soto. At right is Roy Burnett jr., dealer- 
ship president. The company first handled 
Pontiac and switched to DeSoto-Plymouth 
in 1929. The Portland Chamber of Com- 
merce saluted Burnett on his company’s 
anniversary. 
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Monroney Committee Widens Probe .. . 





BBB Denounces Loan Packs 


(Continued from Page 1) 


of the problem of auto finance pack- | 
ing which has certainly been a great} 


national scandal for far too long 


a time.” 
* + * 


ad EARLY testimony, chief com- 


plaint was that six insurance 
affiliates of five leading auto finance 
companies overcharged purchasers 
of passenger car collision insurance 
to the tune of $25 million between 
1949 and 1954, 

So far, according to a check 
by the subcommittee, only about 
$4.3 million of these overcharges 
has been returned to policyhold- 
ers. 

Kenneth Barnard, president of 
the Chicago BBB, testified that the 
overcharges resulted when the six 
insurance subsidiaries engaged in 
wholesale misclassification of pol- 
icyholders. 

Up to 80 percent of the policy- 
holders were charged the high pre- 
mium reserved for car buyers with 
drivers under 25 in the family, he 


said, although only about 20 per-| 





California Bills Perilous, 


Kenny Warns 


SAN FRANCISCO. — Many bills 
seeking to affect or control the 
auto business have been introduced 
in California’s Legislature this 
year, according to Arthur H. Kenny 
(Chevrolet), president, Northern 
California Motor Car Dealers Assn., 
speaking at the group’s annual con- 
vention. 

Kenny, reelected by the mem- 
bers, said the number was the 
greatest in history and warned 
that dealers must be vigilant if 
dangerous bills are to be pre- 
vented from passing. 

He said the association's directors 
have examined the bills and plans 
for action are being considered. 
Hanford A. Crockard (Chevrolet), 
Berkeley, again will head the 
group’s legislative matters. 

Other officers reelected in addi- 
tion to Kenny include Ferris Miles 
(Dodge-Plymouth), Redwood City, 
vice-president; Joe Buchanan 
(Oldsmobile-Cadillac), Hayward, 
secretary, and A. J.Schilder (Ford), 
Ukiah, treasurer. 

Harvey G. Harper (Ford), Eur- 
eka, was elected a director. Direc- 
tors named for another term were 
L. M. Barnett (Dodge-Plymouth), 
Santa Rosa; Ben Celli( Chevrolet), 
Oakland; Ralph S. Watkins (Dodge- 
Plymouth), Chico, and George F. 
Erb (Chrysler- Plymouth), Rose- 
ville. 

Dr. Harold Furst, regional econ- 
omist, Bank of America, told the 
dealers that California’s economy 


will continue to boom into 1965, but) 


that they should look for stiffened 
competition in 1957. 

He said that business failures 
would increase and new firms 
would appear just as fast to 
replace them. “As everyone 
knows,” he said, “new businesses 
tend to offer the stiffest compe- 
tition.” 

Furst noted that although the 
state’s population increase had been 


Engineering Staff 
Realigned at Ford 


DEARBORN.—A. A. Kucher, 
newly appointed director of Ford’s 
engineering staff, announces assign- 
ment of V. Y. Tallberg and V. G. 





Raviolo as special assistants and the | | 


appointment of three new staff di- 
rectors. 

Tallberg will be responsible for 
special assignments and Raviolo for 
assisting in supervision of the engi- 


neering staff and product engineer- | — 


ing activities. 
Michael Ference jr., associate di- 
rector of Ford's scientific laboratory, 


was promoted to lab director. D. N. | 


Frey, another former associate di- 


‘rector of the laboratory, was named 


director of the engineering research 
office. A. L. Haynes, executive engi- 


meer for product study, was pro- 
‘moted to director, advance product 


study office. 


Convention 


enormous and had doubled since 
1940, it is “nonsense to say that 
increased population insures pros- 
perity.” What counts, said Furst, 
is job opportunities. 

Fortunately, 


|pace with population 
|million for the state — and there 


there still would be plenty of them. 


million by 1965. 

Furst said one negative fact, 
| which would influence sale of 
autos, was that agriculture still 
represented the basic factor in 
the state’s economy and its in- 
| come had failed to keep pace 
with other fields since 1951. 

Other soft spots, Furst said, in- 
cluded a noticeable sag in home 
building from the activity of 1955 


ures in 1957. 





HP Booster Offered 
For Rambler V-8 


DETROIT. — A “power kit” 
which provides a 7 percent in- 
crease in horsepower of Rambler 
V-8 models is announced by 
American Motors. 

The factory-installed option 
boosts the horsepower of the V-8 
powerplant from the standard 190 
to 203. The kit, which is list-priced 
at $29.50, consists of a four-barrel 
carburetor, a special intake mani- 
fold and an oil-bath air cleaner. 











|\Who Needs 4 Wheels?— 

Harmon Scheller, sales manager for 
Tony Martin, Inc. (DeSoto-Plymouth), Hous- 
| ton, inspects a three-wheeled Plymouth 
| which helped the dealership sell six cars. 
The company removed the right front 
wheel from the vehicle and drove it 
around town to promote torsion-aire sus- 
| pension. 


| he 
evasively and less than half gave! 





he said, these op-| 
portunities had more than kept) 
now 14| 


cent of all collision risks properly 
belong in this class. 
* * * 


BRARNARD named the following 
firms as offenders: 


Calvert Fire Insurance Co. and 
Cavalier Insurance Co., affiliates of 
Commercial Credit Co.; Emmco In- 
surance Co., affiliate of Associates 
Discount Corp.; Industrial Insur- 
ance Co., affiliate of American In- 
stallment Credit Corp.; Marathon 
Insurance Co. affiliate of Pacific 
Finance Corp., and Service Fire In- 
surance Co. affiliate of Universal 
CIT Credit Corp. 

According to Barnard, the 
widespread misclassification was 
first exposed by the Texas Board 
of Insurance Commissioners, 
which held hearings on the over- 
charges in the fall of 1955. Sub- 
sequently, he said, investigations 
began in other states, and by De- 
cember of that year, the National 
Association of Insurance Com- 
missioners approved a resolution 
on the subject, 

. * = 


BRARNARD explained that he then 

sent a questionnaire to all state 
insurance commissioners to find 
out what they were going to do 
about the situation, The majority 
of commissioners failed to reply, 
reported, while some replied 


him forthright answers. 


The witness raised the question 
of whether or not the misclassifica- 
tion could have been a clerical mis- 
take. 


“It being assumed one intends 
the legal consequences of his own 
acts, these facts are persuasive. 


| Perpetrated in thousands of cases, 





jany willful 





was every indication that by 1965 | in precisely identical manner, by 


the same offenders, the scheme 


Furst predicted a population 17| shows no other conclusion can be 


reached, except that these prac- 


tices were intentional and deliber- | 


ate,” Barnard declared. 
Partial denial 


Risque, vice-president, Service 
Fire Insurance Co. admitting 
that his firm had misclassified a 
number of policyholders, he de- 
nied that it had done so wilfully. 
For one thing, he said, it was 


and 1956 as well as prospects for | hard for a competitive finance com- 
a record number of business fail-| pany to get dealers to fill out a 


multitude of forms when selling a 
customer a finance package. 
H. L. Van Horn, head of Calvert 


Fire and Cavalier Insurance, and} 


William Cobb, vice-president of 
Industrial Insurance, also denied 
scheme to mulct the 
public. 

Reminded by Sen. A. S. Mike 
Monroney, subcommittee chairman, 
that General Motors Acceptance 
Corp. had evidently not been guilty 
of misclassification, Risque replied 


that “GMAC can tell its dealers 
what to do.” 
The insurance executive said 


that Service Fire was the first firm 
to institute a voluntary system of 
making refunds, a plan which 
served as a model for the NAIC 
resolution. 
> * * 

But Sen. Monroney wasn’t en- 

tirely satisfied with Service 
Fire’s refund system, which in- 
cluded a letter and questionnaire 
sent to each policyholder. 

“Most of these letters don’t even 
mention that a refund might be in- 
volved,” the Oklahoma Democrat 
complained. He also objected to the 
fact that the questionnaire required 
notarization before being returned. 

“I seem to remember getting a 
letter like this myself once,” 
added Sen. Monroney. “I threw it 
away, and I suspect a lot of other 
people did, too.” 

Risque replied that he could see 
nothing wrong with the letter, add- 
ing that one out of four policy- 
holders tried to deceive the insur- 
ance company by claiming rates 
to which they were not entitled. If 
Service Fire had mentioned re- 
funds and failed to require a sworn 
statement, he said, “most people” 
would have lied to get the money. 

“T don’t think people are that dis- 
honest,” commented the Senator. 
Risque looked dubious. 

* * ae 

WO insurance commissioners 

also testified last week. Albert 


of Barnard’s | 
charges came from J. Page | 


Jordan, insurance superintendent 
|for the District of Columbia, said 
he had the power to revoke the 
license of any insurance company 
which intentionally violated the 
law. But while he believed Service 
Fire had been careless, Jordan said 
he saw “no reason to believe that 
they had deliberately conspired to 
cheat their policyholders.” 

He added that he had seen Serv- 
ice Fire's letter to policyholders 
before it was mailed, and had ap- 
proved of it. About 16 percent of 
the questionnaires were completed 
and returned, he said. 

But Joseph A, Humphreys, in- 
surance commissioner for Massa- 
chusetts, took a different view. 

Conceding that misclassification 
could have started by mistake, 
Humphreys said: 

“I believe that those finance com- 
panies, the insurance companies 
and captive insurance companies 

who benefited most by it soon had 
full knowledge, not only of what 
they were doing but also that they 
were wrong in doing it.” 

One insurance company had ac- 
tually rated policies in the highest 
category when retail credit reports 
were attached to the application 
testifying to the absence of youth- 
ful drivers in the family, he said. 

+ * * 
——- then questioned 
the value of insurance subsidi- 
aries as such. 

“I will readily agree that large 
and small finance corporations gen- 
erally provide a service to the pub- 





Kentucky Plans ‘Ports’ 


For Tax Collections 
FRANKFORT, Ky.—The state, 
with support of the Kentucky 
Motor Transport Assn., on Apr. 1 
| will establish ports of entry in an 
effort to collect taxes which have 
fallen $1,100,000 below estimates. 
The law provides that out-of- 
state truckers must pay a use tax 
on fuel purchased outside Ken- 





tucky but consumed on its high- | 


ways. The other levy is charged 
against heavy trucks to compen- 
sate for larger weight allowances. 
It amounts to two cents per gal- 
lon. It has been reported that 
2,000 truckers have been arrested 
and convicted of evading the new 
tax, which went into effect Apr. 1, 
1956. 





51 


lic,” he declared. “However, their 
entrance into the field of insurance 
by the formation of captive insur- 
ance companies resulted in their 
using insurance facilities as a pawn 
to increase profits, rather than to 
render service to the public.” 

Humphreys said he launched a 
personal investigation of over- 
charges in his state and that he 
had sent “refund” inquiries to pol- 
icyholders on the official stationery 
of the state insurance department. 

He also required refunding in- 
surance companies to pay the 
cost of any notary fees if they 
specified them, Humphrey’s ac- 
tion brought a questionnaire re- 
turn in excess of 40 percent. 

Humphreys also disclosed that a 
score of other insurance companies 
doing business in Massachusetts 
had been guilty of collision insur- 
ance misclassification, but he be- 
lieved them innocent of deliberate 
wrongdoing. Rather, he blamed a 
few general insurance agents who 
had acted without the knowledge 
of the insurance company. 

Sen, Monroney praised Humph- 
rey’s actions and suggested to Jor- 
dan of the District of Columbia 
that he might follow up the prob- 
lem of overcharges more aggres- 
sively himself. 

. * %. 

_— senator’s efforts to get sta- 

tistics from insurance com- 
panies to illustrate the extent of 
overcharges were stalemated, how- 
ever. At the start of hearings, he 
said his purpose was to determine 

“whether or not all the money has 

been paid back.” 

But the necessary statistics are 
hard to find, Risque told him. He 
explained that for Service Fire to 
come up with the ratio of Class l 
business to Class II would consume 
|six months’ time and “$35,000 to 
| $40,000.” 

Subcommittee members were 
“amazed” to learn that insurance 
companies did not already have 
such information at their finger- 

| tips, but Risque said the figures 

| would “serve no useful purpose” 
to his firm. 

Refunds by four of the insurance 

subsidiaries now total about $4.3 
|million. Of this amount, Service 
Fire has returned $1,463,173; In- 
dustrial Insurance, $311,373; Emm- 
| co, $254,457, and Calvert, $2,273,809, 
| Sen, Monroney reported. 
He also noted that Service Fire's 
| profits before taxes totalled $14,- 
| 933,000 in 1952 and $12,111,000 in 
| 1953. In 1954, the first year that 
| many states adopted a class rating 
| system, the firm’s profits zoomed 
|to $23,313,000. In 1955, they were 
| $18,427,000. 

Risque claimed his firm would 
| have made a very good showing in 
1954 whether there had been mis- 
classification or not, 








By W. M. McCarty 
Staff Correspondent 
| CHICAGO. — The “chain refer- 
|ral” auto sales plan was brought 
|back into focus last week by the 
|\Chicago Better Business Bureau, 
which said continued use of the 
|plan by De Met Pontiac, Inc., and 
|Universal Auto Sales, Inc., (De- 
|Soto-Plymouth) caused the BBB to 
issue a release exposing the plan. 

Despite previous assurances by 
De Met that the plan would be 
discontinued, the bureau says, 
public complaints and inquiries 
revealed that De Met was con- 
tinuing its use. 

According to the bureau, it was 
assured last August that De Met 
was in the process of terminating 
the promotion, but a recent cus- 
tomer of the dealership has filed 
an affidavit with the bureau stat- 
ing he signed a contract to pur- 
chase a car under the plan, “only 
after being told ‘General Motors 
has sanctioned this program com- 
pletely.’ ” 

The bureau says its has been 
supplied with a copy of a letter to 
another inquirer by G. D. Burns, 


sales section, General Motors, in 
which he states: 
“This is to inform you that 


neither General Motors nor any 
of its divisions sponsor or pro- 
mote this type of sales promotion ; 
in fact, we disapprove of such a 
program and through our field 


Chicago BBB Cites 2 Dealers... 


Chain Sales Plan Back 


sales organizations discourage its 
use.” 

This letter, according to the BBB, 
was supplied by L. H. Holmes, 
Pontiac’s regional manager in 
Chicago. 

BBB’s report continues: “On Feb. 
11, 1957, the bureau wrote De Met, 
stating its conclusion that further 
action must be taken due to the 
evident lack of good faith on De 
Met’s part in having made assur- 
ances which were not kept or ful- 
filled. De Met subsequently said 
he was now prepared to discon- 
tinue solicitation of new prospects 
for the ‘plan,’ but would follow up 
on referrals made by those cus- 
tomers already involved.” 

Other complainants to the BBB 
were reported to have stated they 
were induced to purchase new 
cars from Universal Auto Sales “by 
the lure of pyramiding commissions 
on referral sales.” 

The bureau says: “Such cus- 
tomers state that upon learning 
the true nature of the scheme 
and attempting to cancel pur- 
chases, they found the dealer, 
Maurice Kay,, willing to ‘release’ 
them—upon payment of $650 in 
each case.” 

BBB reports that it has asked 
the State’s Attorney whether “chain 
referral” schemes are proscribed 
by state law as they are by the 
United States Postoffice Depart- 
ment which states the “plan” con- 
flicts with the postal lottery laws. 
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SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


areas se tawense som ee ee Oe ae 
tomer paid labor . eliminate non-productive and unapplied time . and increase 


For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analize your prebheme 

tell you how to correct them .. . train the entire service personnel . 
service manager of details, so that he can think . . 
— so that they can have 8 hours a day to sell . 
of cars... and get away from single-item repair orders. 


if your sanailiy service volume is $7,000 or more, and you do not have a service 
desk or tower control, write us and hear our story .. . we promise some new slants 
—without obligation, of course. 


Flash - A - Call Service Contro 


free your 
free service salesmen of 
. eliminate duplicate handling 


2170 South Canalport Avenue 
Dept. AN-147, Chicago 8, III. 





NOW! HI-FI IN YOUR CAR! 
Only BLUE SPOT offers all these features! 


Concert Hall Sound under bridges, through short tunnels, next 
to high power lines, even in lightning storms! 
Constructed to outlast your car. 

Coaxial Speakers, 6” x 9’, full-range 
tone control, built-in rear speaker 
plugs, separate amplifier, 6 to 

12 volt convertibility. 
Compact design fits most 
American and foreign cars. 
Service throughout the U. S. 





BLUE SPOT 
; Kolin Mark | 
. x Selectomagic Tuner—the first FM 
‘one touch’’ signal seeker in a car radio. 
FM—3 microvolts for 20 DB quieting; AM, 3 microvolts. 
Response 40-16,000 c. p.s.— image rejection 25 DB. 
Hi-FI—15 tuned circuits FM and AM. 


BLUE SPOT Hamburg 
Luxury AM car radio —economically priced. 
Magnificent sound, pushbutton station 
selector, ruggedly engineered. 


BLUE SPOT Frankfurt Mark | 
FM—plus Hi-Fi, AM and Pushbutton Selec- 
tometer. De luxe, yet economy-priced ver- 
sion of the Koin Mark |. 


AMERICAN ELITE, INC. 
7 Park Avenue, New York 16, N. Y. 
Importers of Telefunken and Audio Elite home Hi-Fi Sound Systems, 
Tubes, Components, Microphones . ..and Blue Spot car radios. 
Write Dept D for free pamphiet and information. 


REPLACEMENT 


CARPETS 


FOR ALL MAKE CARS 


A MUST ITEM for Dressing Up 
DELUXE and LATE MODEL USED CARS! 


For all cars from 1948 on 

Leather insert under driver's feet 

Bound around all edges 

Rubber grommet at dimmer switch 
Individually boxed and labeled 

Backed with thick felt padding 

Available in all current colors—high pile 
wool carpeting and new type Nylon-Rayon 
carpeting. 


Here is a completely custom 
made carpet that duplicates 
original equipment con- 
struction. BUT AT A 
MUCH LOWER COST. 


Some Choice Territories 
Still Available 


Send for FREE Sample Folder 


Pee UCU Et BU | Piraa 


eechcraft 


Has Fine Opportunities For 
FLYING SALES EXECUTIVES 


Exceptional opportunities exist now for qualified, experienced 
salesmen who would like to supervise and direct the sales organ- 
izational work in a fast growing business aircraft market within 
key regions of the U. S. Those who have executive management 
experience necessary to initiate and administer sales programs 
in the field, and who are qualified pilots, should send complete 
resume and recent photo to Robert J. Geis, Marketing Manager, 
Commercial Sales, Beech Aircraft Corporation, Wichita 1, Kansas. 


As Corvette Goes Experimental cee 


Chevrolet’s Hottest One Yet 


(Continued from Page 6) 


which has plastic body, the SS 
boasts a magnesium-alloy skin. 


The power plant uses a basic 
283-cubic-inch V-8 block, with 
“experimental” cylinder heads, in- 
take manifold, fuel-injection sys- 
tems and other minor parts. A 
radically ground camshaft and 
solid lifters are used. Individual, 
full-flow exhaust headers are used. 


The heads, clutch housing, water 
pump and radiator core are made 
of aluminum while the oil pan is 
of magnesium. Engine weight per 
horsepower is approximately 1.5 
pounds, and the unit wrings con- 
siderably more than one horsepower 
from each cubic inch of displace- 
ment. 


The air intake provides air for 
the radiator and for the fuel in- 
jection system. No fan is used, and 
the aluminum radiator has an in- 
tegral engine-oil cooler. The front 
brakes also are cooled by air from 
the front-end scoop, and the air is 
exhausted through ducts. 

Backbone of the Corvette SS is 
a 180-pound, tubular-truss frame, 
welded from chrome molybdenum 
steel tubing of basket design simi- 
lar to that employed by Mercedes 
on its 300SL. 

Suspension is conventional from 


Dealers 


ing. The actual reconditioning ex- 
penses are added to the tradein 
cash value to determine the inven- 
tory value when ready for sale by 
the used-car department. We main- 
tain separate new and used-car 


| sales departments and personnel. 


“However, either sales department 
may sell new or used. Many times, 
after qualifying, a prospect may 
have to be sold down and occasion- 
ally can be sold up. We believe the 
beginning salesman has the best 
chance to guide and close the sale 
if he handles the prospect properly. 


| Therefore, either used or new sales- 


|men are permitted to follow through 
on the sale. Our salesmen like this 
arrangement. 

“Assume, for the moment, that 
| Jack sold a new car and traded in 
| the car that he sold for $545 in our 
earlier example. This sale is to be 
based on what our dealership would 
consider a minimum retention deal. 
|By minimum retention, we mean 
| that the deal is expected to carry 





\its full share of actual selling and 
| general overhead costs that experi- 
}ence has shown it cost the dealer- 





Monroney Speaks 
Today y at Meeting 
Of N. D. Dealers 


BISMARCK, N. D. — The 2th 
annual convention of the North Da- 
kota Automobile Dealers Assn. 
opened yesterday (March 24), and 
Senator A. S. Mike Monroney, Okla- 
homa Democrat, will address the 
meeting today. 

Other speakers at today’s sessions 
are Walter B. Cooper. (Chevrolet), 
Fort Collins, Colo., secretary of 
NADA, and Robert Bradley, proj- 
ects engineer of the N. D. Highway 
Department. 

The annual banquet will be held 
tonight with Dr. Carl S. Winters, 
General Motors Corp., as principal 
speaker. 

Election. of officers will be held 
tomorrow and the dealers will hear 
Edward Payton, Cleveland, a con- 
sultant to dealers, A. N. Lavik, 
motor vehicle registrar, and Clark 
Munroe, superintendent of the 
highway patrol. 


Dealers Elect Nickerson 


In Shoshone: County, Id. 


WALLACE, Id. — The Shoshone 
County Automobile Dealers Assn. 
has elected Roy Nickerson, Smelter- 
ville, to head the association during 
the coming year. 

Other officers are Lloyd Daman, 
vice-president, Wallace, and Les 
eee, secretary-treasurer, Kel- 
ogg. 


the European sports-car standpoint. 
Front wheels are independently sus- 
| pended by nonparallel, rubber- 
| bushed control arms, Forged steer- 
ing knuckles attach to the control 
arms through ball joints. 
Coil springs, shock absorbers 
| and spring bumpers are integrated 
| units at each wheel. Front-end 
geometry is such that a high roll 


Indiana Enacts Ban 
On Sunday Car Sales 


INDIANAPOLIS.—Gov. Harold 
W. Handley has signed into law 
a bill outlawing Sunday sales of 
automobiles by Indiana automo- 
bile retailers. The bill had the 
backing of the Automobile 
Dealers Assn. of Indiana and the 
Indianapolis Automobile Dealers 
Assn, 


Although Attorney-General Ed- 
win K. Steers informed Gov. 
Handley he thought the bill was 
unconstitutional, the governor 
said he signed it at the request 
of dealers who said they would 
test the law in the court, 

The law carries penalties of 
fines up to $750, six months im- 
prisonment or both, 


Tell Me 


(Continued from Page 3) 


ship to sell each new car, plus a 
minimum 2 percent net profit. 


“The overhead figure is easily ob- | 


tained by dividing the total expense 


for any given period of time by the) 


total new cars delivered in that 

period. Now let's look at the new- 

car sale: 

New Car List Price ............ $3,000 

Approximate Cost ............... 

Potential Gross — 

Overhead Charge—10% of 
List . ; 

Minimum s Retention—12% of 
List . <a ee ee $ 360 


750 


Jack's Deal: 

. $3,000 
. § 150 
$ 360 


Potential Gross . 
Minimum Retention . 


Used-Car Tradein (Whole- 


$ 350 
Allowance 2.000.000. a 


$2,260 


740 


Jack’s Commission: 
20% of Overhead Charge .... 
Jack’s Profit Sharing: 
40% of all over ($360- 


Jack’s Total 


Profit Each Month 


“wer you may say that a dealer 
using this system: 

1. Cannot compete in a highly 
competitive market; 

2. Pays too much in commissions 
to salesmen; 

3. This dealership is different and 
the system won’t work in yours. 

“May I say that my own compe- 
tition has delivered many cars this 
year for as little as $50 over invoice. 
Also, due to a local dislocation in 
industry, we, have had approxi- 
mately 10,000 industrial workers in 
our’ area unemployed for most of 
the past 12 months. Notwithstand- 
ing, our dealership has shown a 
profit in each month of this year, 
and we will deliver approximately 
the same number of new cars and 
new trucks this year as we did in 
1955. 

“Divide and grow is one of the 
basic laws of nature. Incentive 
profit sharing is dividing, which 
in this instance results in more 
income for the salesman and 
more profit for the dealer; thus 
each grow in direct proportion 
due to a mutual desire—each 
want quality sales. 

“In my opinion the salesman 
profit-sharing plan, when properly 
installed and business , will 
improve the profit picture of most 
dealerships.” 





center is achieved for handling 
and vehicle stability. 

A DeDion, or full-swing, rear axle 
is used, with the differential as- 
sembly rigidly attached to the 
frame and the axle-shafts driving 
through double universal joints. 
Rear-wheel brakes are mounted in- 
board, next to the differential, an- 
other practice long used by Euro- 
pean race-car designers. 

There are two separate brake 






| systems, operated through a single 


pedal. The separate systems include 
individual hydraulic vacuum as- 
sisted units for the front and rear 
brakes. Failure of one unit will not 
deprive the car of stopping power. 

A mercury switch, sensitive to 
deceleration, can be adjusted to 
limit rear-wheel braking to a pre- 
determined amount. This permits 
better utilization of the rear brakes 
during low deceleration and pre- 
vents locking during high decelera- 
tion. 

The brake drums are basically 
cast-iron, with a cast-aluminum 


|} outer rim to combine rigidity and 
| good heat-dissipation characteristics. 


The four-speed-forward trans- 
mission is cased in aluminum 
alloy, with the entire unit weigh- 
ing only 65 pounds. All gears are 
synchronized, making possible 
downshifts into low. 

The clutch utilizes a hydraulically 


| operated release system, in combin- 
|} ation with high-capacity coil 
| springs. 


| 


A plastic windscreen shields the 


| two-passenger cockpit at front and 


- $2,250 | 


| eral manager of Ford's International divi- 





sides. The teardrop head-rest houses 
a roll-bar, which is rigidly attached 
to the frame. 

The body is hinged at both 
front and rear, to give quick 
access to the engine and chassis. 

Wheels are of cast magnesium, 
with knock-off hubs. 


Obituaries 


Arthur J. Wieland 
DETROIT.—Arthur J. Wieland, 61, gen- 


sion, died March 21 in Henry Ford Hospital 
of complications following a recent opera- 
tion. He is survived by his widow and a 


daughter. 
* * * 


Robert L. Macklin 


DECATUR, Ind.—Robert L. Macklin, 48, 
died March 10 at his home after a heart 
attack. He was associated with his mother, 
Mrs, Phil Macklin, and brothers, Wendell 
and Richard, in the automobile business at 
Decatur. - " 

* 


Hugh Auld Jr. 


BALTIMORE.—Hugh Auld jr., 59, affili- 
ated with Martin J. Berry, Inc. (Lincoln- 
Mercury), died March 16. Mr. Auld lived in 


Round Bay, Md. 
* * * 


Talmadge P. Janes 
JACKSONVILLE, Fila. — Talmadge P. 
Janes, 58, owner of J & W Motor Co., Jack- 
sonville Beach, Fla, died in hospital March 


12. 
* * * 


Frank S. Haynes 


TORRANCE, Calif.—Frank ‘8S. Haynes, 
79, died March 11 in a Tulsa (Okla.) hos- 
pital, Relatives here said that Mr. Haynes, 
with his brother Harley, who lives in Tor- 
rance, helped to build the Haynes car at 
Kokomo, Ind., between 1895 and 1900. The 
project was financed by Elwood Haynes and 
Elmer Apperson. 

* * * 


Ed Odom Jr. 


MARSHALL, Tex. -—— Ed Odom jr., 52, 
salesman for Lewis Motor Co. here,’ died 
March 12. Mr. Odom once was a partner 
in Ed Odom Motor Co., and previously had 
been assistant manager for Beckett Bros. 
Motor Co. 

* * * 


Lee J. Eastman 


STAMFORD, Conn.—Lee J, Eastman, 80, 
former executive vice-president of Packard, 
died here March 12. Mr, Eastman also had 
been president of Packard Motor Car Co. 
of New York. He retired early in World 
War II. 

* * * 


Clyde C. Simmons 


VALLEJO, Calif.—Clyde C, Simmons, 68, 
a Nash dealer here for 25 years, leaped to 
his death from the Carquinez Bridge on 
March 14, according to sheriff's officers. 

* * * 


Frank J. Girard 


COLUMBUS, O.—Frank J. Girard; 72, @ 
retired associate of State Auto Mutuai In- 
surance Co., is dead, Mr. Girard entered 
the automobile. business here in 1902. In 
1905, he drove a Frayer-Miller car from 
Columbus to New York, 

os * * 


William A. Cherry 
HENDERSON, Tenn.—William A. Cherry, 
60-year-old used car dealer, died March 3 
at his home after a year’s illness, 
eS Se 


Geo. G. Clair 


TROIS RIVIERES, Que.—Geo. G, Clair, 
57, Chrysier-Plymouth dealer, died at his 
home March 8, after a long iliness. Mr. 
| Clair worked for- Chrysler Corp, of Canada 
| from 1932 to 1941, 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 






































Week Week Jan. 1 Jan. 1 
Ended Same Ended Output To To 
March Week, March March March March 
23,1957 1956* 16,1957* To Date 24, 1956* 23, 1957 
AMERICAN MOTORS _ 2,275 3,381 2,373 7,674 40,706 22,271 
INL, ectchaittntivessietiinees 45 252 62 166 3,199 623 
SNE Nini tbecedsicevenbcindossoes 130 724 141 439 8,286 1,530 
IID vindcctespidiensdoctessecs 2,100 2,405 2,170 7,069 29,221 20,118 
CHRYSLER CORP. ...... 28,750 18,422 29,151 93,884 233,091 342,026 
Se 2,700 2,346 3,082 9,750 29,471 36,611 
Imperial .................... 1,150 243 1,159. 3,643 3,648 11,005 
NI Nan ccnacssciencatiibiitedin 2,900 2,394 2,985 9,614 28,484 40,608 
ee snags ieee 7,000 3,890 7,144 = 22,617 47,416 77,314 
I Ni deg schivc ioctl 15,000 9549 14,781 48,260 124,072 176,488 
FORD MOTOR. .............. 43,730 32,246 43,078 140,209 405,351 505,460 
Continental .................. 30 30 30 97 746 248 
his ciiiasvaclecieesulllobingoas 33,950 27,315 33,404 109,215 332,680 396,139 
es 950 774 «1,037 = 3,301 = «13,280 =: 13,550 
TE 8,300 4,127 8,607 27,596 58,645 95,523 
GENERAL MOTORS .. 64,144 74,524 64,666 203,624 900,522 775,457 
ET is pancaniacianlitindoanek 9,998 14,362 10,912 32,565 181,031 132,839 
SEES ORE 3,360 3,383 3,374 10,779 39,385 39,322 
SE 31,600 36,399 29,908 98,339 430,343 374,755 
Oldsmobile ................... 10,686 11,583 11,030 33,612 141,630 122,185 
CS 8,500 8,797 9,442 28,329 107,633 106,356 
1,790 2,714 1,770 5,748 35,482 18,905 
ee 300 817 294 996 6,086 4,738 
Studebaker .................... 1,490 1,897 1,476 4,752 29,396 14,167 
Total Cars, U. S.......... 140,689 131,287 141,038 451,139 1,615,152 1,664,119 
"Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March Week, March March, March March 
23,1957 1956* 16,1957* To Date 24, 1956* 23, 1957 
CHEVROLET ................... 7,400 7,730 7,085 23,562 98,957 86,921 
DIAMOND T . sae 80 104 718 248 1,166 940 
tiles 80 80 80 257 1,071 926 
Eee 1,942 1,702 5,746 19,736 20,932 
Siaicnatils iaidiinilidadibasdiloties 7,250 6,092 6,338 20,154 76,051 75,655 
chia iia ie niet cateanl 1,400 2,306 1,399 4,142 25,137 17,634 
INTERNATIONAL 2,384 2,915 1,538 6,244 35,508 21,576 
360 315 368 1,140 4,604 4,452 
sales sneiiilabines ; 80 715 69 239 869 792 
DEBAKER. ............... 230 272 261 811 2,937 2,846 
VE Usladelicinnnians > . an 366 356 1,082 4,594 3,948 
am: > 1,168 1,480 3,285 15,745 16,138 
ISCELLANEOUS*** 55 47 47 161 570 637 
Total Trucks, U. S....... 23,134 23,412 20,801 67,071 286,945 253,397 
Total Cars, Trucks, 
TL Be ooococcccceeeceesees. 68,823 154,699 161,839 518,210 1,902,097 1,917,516 
Total Cars, Trucks, 
SS lagna Sean 10,668 12,565 10,572 35,448 95,618 114,545 
Grand Total, 
Cars and Trucks, 
U. S. and Canada...171,491 167,264 172,411 553,658 1,997,715 2,032,061 


"Revised. Miscellancous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 


Drive, ete. 


4.B.: All U. S. totals include cars and trucks for military orders. 
**Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


IRS Continues to Hold 
Dealer’s Reserve Taxable 


WASHINGTON. — The Internal 
Revenue Service has reaffirmed its 
ong-standing policy that funds in 
a dealer’s reserve are taxable. 

In a statement circulated last 
week by NADA, the IRS said it 
had taken into account a contrary 
opinion by a U. S. Circuit Court 
of Appeals, This opinion held that 
dealer-reserve funds were tax- 
exempt until they were fully re- 
turned to the dealer. 

The Revenue Service’s policy was 
contained in the following declara- 
tion: 

“Credits to such reserve, in the 
tase of a dealer employing the ac- 





N. Y.-L. A. Cargo Flight 


Added by American 


NEW YORK.—A daily round- 
trip all-cargo flight by American 
Airlines between New York and 
Los Angeles will begin March 27, 
it is announced by S, C. Dunlap, 
vice-president, cargo. 

The new flight makes American 
the only airline in the nation with 
three daily coast-to-coast all-cargo 
flights in each direction, he said. 















crual method of accounting, consti- 
tute income to the dealer at the 
time such credits are made, re- 
gardless of whether charges to the 
account for worthless notes are also 
made pursuant to an agreement be- 
tween the parties.” 

Such credits, IRS stated, consti- 
tute income even though a dealer is 
not immediately or even currently 
able to draw on the entire reserve. 

The IRS pointed out that losses 
sustained on worthless notes are 
to be reported separately under 
tax provisions relating to bad 
debts. 


Hopes that the IRS policy would 
be reversed were engendered last 
year when the Fourth Circuit Court 
ruled unanimously that the reserve 
funds were. not reportable while 
they remained in a contingent sta- 
tus unavailable to the dealer. 

The IRS referred dealers to Fed- 
eral Tax Court decisions which have 
generally upheld its policy. A Su- 
preme Court review has not been 
requested by the Government. 

NADA, in circulating the latest 
IRS statement, advised dealers en- 
countering difficulty with the Rev- 
enye Service on this question to 
consult local tax counsel. 
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Quarter’s Car Outpu 
Is Second Highest 


(Continued from Page 1) 


ers to record gains over the pre- 
vious week as General Motors, 
American Motors and Chrysler 
Corp., which was hindered by a 
strike at its Los Angeles plant, all 
showed slight declines from a week 
earlier. Plymouth and Imperial are 
the only Chrysler lines not assem- 
bled at the West Coast plant. 


* * > 


_ EXPLOSION that destroyed | 


part of Ford Motor’s framing 


plant at River Rouge, Mich., failed | 


to cause readjustment of assembly 
schedules as its four divisions 
rolled an estimated 43,730 cars from 
the lines last week—a 652-unit in- 
crease from the previous week’s 
43,078 assembles. 

Ford division turned out an 
estimated 33,950 cars last week 
as three car-assembly plants 
worked six days, compared with 
33,404 a week earlier, while Mer- 
cury climbed from 8,607 to 8,800 
last week with its Metuchen 
(N, J.) plant scheduling Saturday 
operations. Continental remained 
at its 30-unit-a-week level, and 
Lincoln dropped from 1,037 as- 
sembles the previous week to 950 
units last week, 

Although the explosion and fire 


at River Rouge caused only about) 


a three-hour stoppage of work in 
the framing section, damage to 
paint ovens will force a change in 
some operations at assembly points. 
Heretofore, the frames were 
painted at River Rouge and shipped 
to assembly plants for storage. 
Until the paint ovens return to 
operation, a factory spokesman 
said, frames will be shipped un- 





| 
| 
| 


immediately. They will not go into 
storage, the spokesman said. 
cg * * 
M’S setback came about through 
further adjustment of oufput 
schedules at Buick, Oldsmobile and 
Pontiac field units. Home plant 
work schedules were unchanged 
from the previous week. 
The readjustments resulted in 
a drop from 10,912 units the pre- 
vious week to 9,998 last week for 
Buick; a decline from 11,030 to 
10,686 for Oldsmobile, and a drop 
from 9,442 to 8500 units for 
Pontiac. Cadillac skidded from 
3,374 units a week earlier to 3,360 
last week. 


AMC’s output of 2,275 cars last 
week was just 98 units below the 
previous week’s 2,373 assemblies. 

e + . 


ee was AMC’s biggest 
producer as it turned out an 
estimated 2,100 units last week, 
compared with 2,170 a week earlier; 
Hudson was down from 62 to 45, 
and Nash slipped from 141 units 
the previous week to 130 last week. 


Declines at all except its Plym- 
outh division helped drop Chrys- 
ler Corp. output from 29,151 units 
a week earlier to 28,750 last week. 

Chrysler division, although it 
worked its Detroit plants Satur- 
day, dropped from 3,082 units the 
previous week to 2,700 last week. 
Imperial output dropped from 1,159 
units a week earlier to 1,150 last 


week, 
ir OTHER declines, Dodge skid- 

ded from 7,144 units a week 
earlier to 7,000 last week, and De- 


painted to the assembly plants, The |Soto was off from 2,985 to 2,900 
individual assembly units will paint | C@TS. 
Plymouth, which worked its | obtain axles from another supplier. 


them upon arrival and use them! 


53 
Detroit plant Saturday, built an 
estimated 15,000 cars last week. 
The previous week the division 
turned out 14,781 units, 

S-P raised its output 20 units 
over the previous week as it as- 
sembled 1,790 cars last week, com- 
pared with 1,770 a week earlier. 

* * + 

TUDEBAKER increased its 

schedules from 1,476 units the 
previous week to 1,490 last week, 
while Packard showed a six-unit 
increase from 294 units a week 
earlier to 300 last week. 

Truck assemblies jumped from 
20,801 units the previous week 
to 23,134 last week as most volume 
makers scheduled output hikes. 
Last week’s truck output, how- 
ever, was still below the corres- 
ponding week of 1956, when the 
manufacturers assembled 23,412 
units, 

Canadian car-truck assemblies 
totalled 10,668 units last week — 
a slight increase over the 10,572 
units produced a week earlier, but 
still well under the 12,565 vehicles 
rolled from the lines during the 
same week a year ago. 

* * + 


Eaton 6 Weeks Behind 


On Axles After Strike 

CLEVELAND.— Officials at Eaton 
Mfg. Co.’s axle plant here estimated 
last week that.it may take as long 
as six weeks to fill a backlog of 
orders brought about by a month- 
long strike that ended March 16. 

Several manufacturers, chiefly 
Ford, Chevrolet and International 
Harvester, were forced to cut pro- 
duction on their heavy-duty lines 
during the last two weeks of the 
strike. Chevrolet's Willow Run 
(Mich.) plant closed March 8, and 
was not expected to return to opera- 
tion until today (March 25); Ford 
was forced to slow output of heavy- 
duty trucks at its Highland Park 
(Mich.) plant, and International 
Harvester output at its Fort Wayne 
(Ind.) plant was cut about 60 per- 
cent. 

Other makers were affected by 
the strike but many managed to 


Four Economy Run Routes Weighed 


LOS ANGELES. — Officials of 
the Mobilgas Economy Run have 
revealed four possible routes for the 
test which begins here Apr. 14. The 
event winds up in Sun Valley, Id., 
Apr. 18. 

Each of the four includes seve- 
ral different types of driving 
conditions. Rules of the test 
stipulate that the route must 
duplicate all weather, traffic and 
altitude conditions encountered 
by the average motorist in a full 
year of driving. 


The routes were charted by scout | 


teams from the United State Auto 
Club. They are: 

1. Via Sacramento, through the 
San Joaquin Valley on US-199, on 
up to Redding, Calif.; across the 
Sierra, through the northwest tip 
of Nevada to Boise, Id.; down to 
Gooding, Id., and on into the 
Valley. 

2. Through Bishop, Calif.; thence 
over 8,000-foot Deadman’s Pass on 
US-6, through Tonopah and Wells, 
Nev.; on into Twin Falls, Id., and 
from there up to Sun Valley. 

3. Going through Las Vegas, 
Nev.; out US-91 past Zion National 
Park, up to Cedar City, Utah; north 
to Salt Lake City, over to Twin 
Falls and on into Sun Valley. 

4, Stopping first at Flagstaff, 
Ariz., a distance of 473 miles; 
then across the Painted Desert 
to Gallup, N. M., north through 
the southwestern tip of Colorado, 
into Salt Lake City, north to 
Pocatello, Id., and into Sun 
Valley. 

The route likely will be one of 
these four, although USAC officials 
reserve the right to choose an en- 
tirely different course. 

The route will not be revealed 
until the competing cars are se- 
lected and impounded by the USAC 
in Pasadena, Calif. Thus, test runs 
are limited to the final few days 
before the run. 

.Entry lists are open to auto 
makers, dealers and individuals. 
The competing cars are delivered 
to entrants after they are chosen 
by USAC officials to assure that 





they are stock models in every 
detail. 

All ears will be four-door sedans 
or two-door or four-door hard- 
tops, and all must be equipped 
with automatic transmissions. 
Winners will be named in four 
price classifications — low, low- 
medium, upper-medium and high. 
There were six classes in 1956; the 
“medium-price” and “limited-dis- 
placement” designations have been 
dropped. 

Winners will be determined on a 


CALIFORNIA 


ton-mile basis which is found by 


|multiplying the weight of the car 


by miles traveled and dividing by 
the gallons of gasoline consumed. 
In this manner, the heaviest car 
can compete against the lightest. 

The class winner posting the best 
ton-miles figure is declared the 
sweepstakes winner. In 1956, this 
prize was captured by an Imperial 
driven by Mel Alsbury jr., Holly- 
wood, Calif. 


1957 MOBILGAS ECONOMY RUN 


POSSIBLE ROUTES 1 


Which Way Will They Go?— 





Here are four possible routes for the 1957 Mobilgas Economy Run which will begin 
Apr. 14 in Los Angeles and wind up Apr. 18 in Sun Valley, Id. Four-door sedans 
and two-door and four-door hardtops will be eligible, and all must have automatic 
transmissions. The overall winner will be decided on a ton-miles basis, permitting 
heavier cars to compete against lighter models. 
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Regulato 


Bill Gains in Nebraska .. . 





Ark. Reenacts Licensing Law 


franchise without “just, reasonable| not ask further delay of the bill 
Arkansas Automobile Dealers Assn.| %"4 lawful” cause. 


(Continued from Page 6) 


with offering “payoffs” to two legis- 
lators for assenting votes. He later 
retracted these charges. 


The bill was brought up for con- 
sideration five separate times in the 
State Senate and was “lost in tran- 
sit” on route to the House before 
final passage. The House voted it 


ing it. 


George H. Benjamin, executive 
vice-president of AADA, declared 
he’d “have a lot to say when this 
is over about this payoff business 
because it isn’t me nor my associ- 
ation.” : 

NADA, advising members last 
week of the Arkansas bill’s enact- 
ment, described the measure as 
“simply a version of a state licens- 
ing law which is in effect in a num- 
ber of states.” 


W. F. Hufstader, General Motors 
distribution vice-president, and R. 
C. Somerville, Chrysler Corp, dealer 
relations executive, had personally 
testified against both the Arkansas 
and Colorado bills. Hufstader also 
was a witness against the Nebraska 


measure. 
° . . 


Also Fought by GM 


NSBRASEA— Legislative Bill 311, 
establishing a Motor Vehicle 
Dealers License Board, was sent to 
the floor of the legislature by the 
committee on government after a 
statement of opposition from GM. 


The bill, amending and stiffening 
Nebraska’s Motor Vehicle Act, 
would set up a five-member board 
headed by the state engineer and 
including three new-car dealers and 
one used-car dealer. 


Anti-coercion and licensing en- 
forcement laws in effect hitherto 
in Nebraska would be placed un- 
der the board’s control. Members 
would be required to have at least 
five years of motor vehicle trade 
experience. 

Dale L. Payne, manager of the 
Nebraska New Car Dealers Assn., 
which is sponsoring the bill, called | 
the proposal “desirous and neces- 
sary for the protection of both the 
public and the retail automobile 
industry.” 

“I cannot understand why Gen- 
eral Motors would oppose this 
measure,” Payne said, “unless they 
wish to condone unethical practices | 
in the automobile business in the 
future.” 

- « = 


OWA — The bill passed by the 

House would require the car 
dealer to disclose in detail to the 
potential buyer all of the finance 
and insurance charges being made 
for a motor vehicle in addition to 
the base price. The bill further pro- 
vides that in case the purchaser 
later pays all the balance in a lump 
sum, he shall have a refund of the 
unearned finance charges. 

The measure also prohibits a 
manufacturer of motor vehicles 
from failing to renew a dealer’s| 








Correction: Texas Bill 


Not Aimed at Makers 


AUSTIN, Tex. — Tom J. Crooks, 
manager-treasurer of the Texas 
Automobile Dealers Assn., has cor- 
rected an erroneous AUTOMOTIVE 
News statement with respect to the 
1955 Texas dealer licensing bill. 

The March 11 issue of AUToMoTIvE 
News called the Texas bill a “fac- 
tory-dealer licensing” proposal. In’ 
actuality, Crooks said, the bill would 
have regulated only the retailing 
industry and would have not sought 
to regulate factories or factory 
practices. 

“The Texas bill was not a fac- 
tory-dealer law,” Crooks asserted. 
It was a law to license new and 
used-car dealers, and to prohibit 
the sale of new cars, as defined 
by our certificate of title act, by 
anyone other than a dealer hold- 
ing a selling agreement with an 
automobile manufacturer. 

“This was the. only time the fac- 
tories were mentioned, and it was 
merely as a definitive proposition 
to spell out who could be properly 
construed as a new-car dealer.” 

The Texas bill was defeated by 
one vote in a ballot on adoption of 
Senate-House conference committee 
report. 














Supporters of the bill told the 
House this provision was “aimed 
at protecting the retailer from 
coercion by manufacturers who 
sometime threaten withdrawal of 
franchises unless unreasonable 
sales demands are met.” 


Tuesday. 

The bill also increases dealer 
license fees, gives the state public 
safety commissioner power to in- 
spect a dealers records and estab- 
lishes penalties for violation of the 
| retail transaction provisions. 


| Only additional amendment 


Rep. Clark McNeal, who ques-| placed in the bill before passage 
down twice before finally approv-| tioned the constitutionality of this| was a “savings clause” providing 
section in debate last Monday, did | that if any section of the bill is later | ferred to the House judiciary com- 
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held unconstitutional, such judg- 
the remainder of the act. 
* * * 


Overhaul Proposed 


aera ISLAND—Sponsored by a 
veteran member of the House 
Rep. Thomas P. McHugh, the new 
measure would abolish the present 
Motor Vehicle Dealers’ License 
Commission, made up entirely of 
dealers, and substitute an agency 
composed of four dealers and three 
members representing the public. 
| All would be appointed by the gov- 
ernor. 

The McHugh bill, which was re- 
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HELP WANTED 


UNUSUAL OPPORTUNITY. Service man- 

ager wanted. Central Michigan Chevrolet- 
dealership needs top notch, 
If you can 
organize and operate a profitable 7 man 
shop by assuming complete responsibility, 
can lead and train a growing organiza- 
tion, plan and promote service sales and 
efficiency, you have wonderful opportunity 
long established 350 
to buy-in 
deal with yearly bonus after proven to be 
right man, Here’s a challenge for young 
man that wants to get ahead and some 
day become a dealer. Write Box 6915, c/o 
Automotive News, Detroit 26, giving full 


Oldsmobile 
experienced service manager. 


in this aggressive, 


car dealership. Opportunity 


particulars including recent photo. 


‘SALES MANAGER 
OPENING 


$20,000 Year Man 


THE OPPORTUNITY: A quick, easy 
road to your own dealership. We'll 
pay top dollar for a proven live- 
wire, with blood and guts, who's 
willing to put in ao real day's work. 

THE PRODUCT: Chevrolet. 


THE MARKET: California's 3rd larg- 
est buying center. Plenty of elbow 
room for an expansive sales man- 
ager to try new ideas, pioneer un- 
usual sales promotions, and prove 
real sales leadership! 


THE DEALERSHIP: Big, and more 
important—growing fast! We're pre- 
pared to get fully behind the man 
we select and push him hard. You 
carry the ball—we'll cheer you over 
the goal line. 


THE PLAN: $20,000 yearly guoran- 
tee. Will consider a man in this 
proven bracket only. Our sights are 
high—but so is the challenge. We 
want a young man—28 to 34—with 
broad shoulders and a stout heart, 
capable of driving and leading the 
kind of auto salesmen available in 
today's market. 

ACT NOW: All replies held in strict- 
est confidence. If selected for inter- 
view, we will pay your expenses to 
visit us. Kindly enclose photo and 
references, (we will not contact them 
until you OK it). 


Box 6959, c/o Automotive News, 
Detroit 26. 





















SALES REPRESENTATIVES 


New field just opening, needs experienced automobile 
men. Positions now in most sections of the country. 
Work involves setting up dealers for a year's warranty 
on their used and new cars. The coverage you can offer 
a dealer includes many more features than any plan 
now available. If you can qualify and have a good auto- 
motive background, this is a real opportunity for high 
income. Replies confidential. 


AUTO WARRANTY CO. 


1000 TELFAIR STREET 
AUGUSTA, GEORGIA 


: HELP WANTED 
WANT TO MOVE TO California? Have 


opening for young, hard working, intelli- | 


gent, experienced car salesman. Old es- 
tablished Chevrolet and Buick dealer. 
Write E. F. Haslam, Box 124, Oakdale, 
Calif. 


SERVICE MANAGER FOR Chevrolet-Buick 
dealership in southern Colorado city in a 
high, dry, healthful Rocky Mountain cli- 
mate. Hunting and fishing excellent in 
area. Handle all phases of service depart- 
ment operation. Finest facilities and 
equipment. Potential excellent. Former 
service manager promoted to position in 
another location of ours, Permanent posi- 
tion with chance for advancement, Reply, 
giving complete resume including recent 
photograph. The McMullen Co., Alamosa, 
Colo. 


ACCOUNTANT - OFFICE MANAGER for 
one of the largest Oldsmobile dealerships 
in south Florida. Must be able to super- 
vise personnel and be familiar with daily 
operating controls and the complete GM 
systems. Box 6949, c/o Automotive News, 
Detroit 26. 


COORDINATOR OF MOTOR vehicle opera- 
tions for large public utility with head- 
quarters in New York. Duties will in- 
clude auto dealer contracts. Supervision 
of vehicle leasing plans, Study and peri- 
odic revision of vehicle replacement pro- 
gram. Candidate must be between 30 and 
40 years of age. have automotive experi- 
ence. Traveling will be necessary. Send 
resume including experience, age, salary 
desired. Box 6950, c/o Automotive News, 
Detroit 26. 


SERVICE SALES MANAGER to supervise 
ultra modern Lincoln-Mercury shop now 
doing $10,000 monthly paid labor, Must 
be top-notch salesman. Present service 
manager being promoted. Excellent pay 
plus incentive. Telephone Lakeland, Fia., 
Mutual 4-4761, Mr. Lyons. 

WANTED—DEALER accountant with busi- 
ness management experience for General 
Motors dealership in town of approxi- 
mately 5,000 in lake area. Offering pleas- 
ant living conditions and ideal for one 
interested in fishing or hunting. Box 6951, 
c/o Automotive News, Detroit 26. 


A FEW CHOICE 
TERRITORIES 


STILL OPEN 


Select territories open for National Dis- 
trict Managers of expanding automotive 
inspection and warranty service worked 
through new and used car dealers. Repeat 
sales give you incremental earnings. Auto- 
motive sales experience and ability to 
nee, a, 2 oe. Prime o—- avail- 
able (possibly in your nei c 
Commissions and over-ride. rn $20 M 
per year or better. Send full resume. Box 
6913, c/o Automotive News, Detroit 26. 














































HELP WANTED 
OFFICE MANAGER AND bookkeeper for 
Chevrolet-Buick dealership in southern 
Colorado city in a high, dry, healthful, 
Rocky Mountain climate. Hunting and 
fishing excellent in area. Handle all office 
and bookkeeping procedures. Former office 
manager leaving to take on own dealer- 
ship. Permanent position with chance for 
advancement. Reply giving complete 
resume including recent photograph, The 

McMullen Co., Alamosa, Colo. 


SERVICE MANAGER, Top man, Ford ex- 
perience, modern shop, employing 12. 
Good future for man with proven ability 
and able to handle customer relations. 
Reply in full detail, enclosing photo, Box 
6928, c/o Automotive News, Detroit 26. 

EXPERIENCED NEW CAR sales manager. 
Must be able to hire and train as well as 
supervise sales force capable of selling 
over 100 new cars a month in multiple 
point city of 300,000 population. Must be 
able to stand rigid investigation. Good 
salary plus percentage of profit. This is 
an old established, financially sound mid- 
west Ford dealership. Right man has a 
wonderful future. Reply Box 6938, c/o 
Automotive News, Detroit 26. 





SERVICE 
MANAGER 


Familiar with Chrysler Corporation policies 
and products. Prefer southerner. Location in 
southern progressive city of 400,000 popula- 
tion. An exceptional opportunity for the right 
man. Salary and incentive plan one of the 
best . . . company has been in business over 
thirty-five years. 

Box 6909, c/o Automotive News, Detroit 26. 





POSITION WANTED 


GENERAL OR USED CAR manager, Un- 
der 35 with seven years’ retail manage- 
ment experience. Top record of results in 
medium dealership. ‘“‘Big Two’’'—south- 
east only. Buyin desirable. Box 6892, c/o 
Automotive News, Detroit 26. 


THIRTY YEARS’ MOPAR parts experi- 
ence. Now empioyed. Desires position 
with dealer or wholesaler, Full knowledge 
of receiving, shipping, ordering, specify- 
ing. Best of references. MoPar preferred. 
Box 6917, c/o Automotive News, Detroit 
26. 


CONTROLLER—AVAILABLE immediately. 
Fully qualified and experienced account- 
ant, age 40, in New York City or vicinity. 
Write Monarch Buick Co., Hempstead, 
N. Y., or call [Vanhoe 9-3800. 

SERVICE MANAGER—25 years’ GM ex- 
perience. Family man desires permanent 
situation. Profitable operator of large 
volume station. Able to set up, organize, 
and take full charge of your parts and 
service departments. Will relocate. Resume 
on request. Box 6939, c/o Automotive 
News, Detroit 26. 





GENERAL MANAGER—Capable of assum- 
ing full responsibility for successful oper- 
ation of dealership. Eight years’ experi- 
ence as manager of 500 car a year Ford 
agency. Thirty years old with ready ref- 
erences for anyone interested in successful 
experienced manager, Box 6953, c/o Auto- 
motive News, Detroit 26. 

GENERAL MANAGER, ssingle, 32, six 
years’ retail and factory experience, de- 
sires position with a challenge. Prefer 
buyin with GM or Ford franchise. Will 
go anywhere. Box 6941, c/o Automotive 
News, Detroit 26. 


mittee, would tighten provisions of 
ment shall not affect or invalidate| the current law covering suspension 


or revocation of dealers’ licenses, 


It would add to the existing 
law’s list of causes for denial, sus- 
pension or revocation of licenses 
the language “for selling or offer- 
ing to sell any motor vehicle un- 
less the motor vehicle shall be 
equipped with and meet the safety 
requirements of the (Rhode 
Island) Motor Vehicle Code Act.” 

Moreover, the new bill would 
make every dealer responsible with- 
out qualification for the acts of any 
of his salesmen. The present law 
limits a dealer’s responsibility by 
requiring proof that he knew or ap- 
proved of the acts of his salesmen. 


POSITION WANTED 


PARTS AND SERVICE director or busi- 
ness management for Ford dealer. Experi- 
enced, profit minded man can assist 
owner or manager. Write Box 6942, c/o 
Automotive News, Detroit 26. 


SERVICE MANAGER, Fifteen years’ ex- 
perience with two of the largest Lincoln- 
Mercury and Ford dealers in the United 
States. Can organize and operate any 
size service department and achieve re- 
sults, Excellent customer, dealer and fac- 
tory relations. t of references from 
former employers and top factory person- 
nel. Presently employed with Lincoln- 
Mercury dealer but wish to relocate. Two 
weeks availability. Box 6952, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER, Exceptional back- 
ground in sales, finance, service, leasing. 
Familiar with all phases of operation. 
Will overcome any obstacle. 34 years of 
age, 18 years’ top experience. Now lo- 
eated in southern Fila, Prefer the south. 
Base salary $15,000 plus. No applications 
please. Principals only, Box 6940, c/o 
Automotive News, Detroit 26. 





DEALERSHIPS AVAILABLE 

LARGE DEALERSHIP FOR SALE. han- 
dling Buick, in lovely suburban New York 
community. Apply Box 6905, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP FOR SALE (One of Big 


Two)—-Toronto-Hamilton, Ontario metro- 
politan area. Presently handling 500 cars 
a year. Unlimited opportunity. Good 
buildings plus two good used car lots in 


heart of city. Will sell or lease. Box 6904, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln - Mer- 
cury-Continentals. Southwestern city of 
37,000 population plus trading area of 
five counties. Owner has other interests, 
Box 6907, c/o Automotive News, Detroit 
26 

DEALERSHIP HANDLING Cadillac-Olds- 
mobile in southwestern Minnesota, John- 
son Outboard Motor Sales and Service. 
Prosperous farming community, large ter- 
ritory, modern building, showroom, body 
shop fully equipped, service station, All 
factory trained mechanics. Building can 
be purchased or leased, Service station 
will more than pay rent, 1956 sales vol- 
ume $410,000, Buyer should have $50,000 
to handle. Consider selling part interest. 
Box 6945, c/o Automotive News, Detroit 
26 

DEALERSHIP HANDLING Lincoln-Mer- 
cury in southern California—600 to 700 
car potential, Well located with excellent 
facilities, $125,000 will handle. Box 6932, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING top GM _ line, 
principal southern California city—600 to 
800 new cars yearly. Complete modern 
facilities, Principals only. Box 6933, c/o 
Automotive News, Detroit 26. 


HANDLING DeSOTO-PLYMOUTH near 
Fresno, California, Parts and supplies at 
cost, Office equipment, shop equipment, 
leasehold improvements at individual in- 
ventory fair market value. Retain receiv- 
ables. 1956 net profit—$22,000. $20,000 
will handle. Some terms available. Box 
6934, c/o Automotive News, Detroit 26. 





Established 30 years, 110 car planning 
potential. Finest facilities and personnel— 
northeastern Indiana, good farm and in- 


dustrial country, Building and used car 
lot can be leased. Owner taking bigger 
deal, Box 6927, c/o Autamotive News, 
Detroit 26. 


thee 

DEALERSHIP FOR SALE—One of “Big 
Two’ located Ohio industrial city. Mini- 
mum annual volume 1,000 new units. Ex- 
cellent facilities and economical lease. 
Sale necessary because of family health 
condition, Sale on fair basis, no premium. 
Inquiries from satisfactory sources will 
receive confidential appointments for pre- 
liminary discussion, Box 6957, c/o Auto 
motive News, Detroit 26. 


FOR SALE. FRANCHISE, handling Nash, 
with the best used car setup in our town. 
Three blocks from court house and six 
miles from Silver Springs. Same good 
location for eleven years. Property, shop 
equipment, all facilities. Write P. O. Box 
91, Ocala, Fla. 

ONE DEALER TOWN—OHIO, Selling three 
different makes of the ‘‘Big 3.’’ Approxi- 
mately 300 car deal. Sell all or part on 
buy-out agreement, Outstanding dea! and 
money maker for automobile man. Box 
6958, c/o Automotive News, Detroit 26. 

OPPORTUNITY—GOOD USED car business 
and a six room home on two acres of 
valuable property at Ledgewood Circle, 
New Jersey, 50 miles west of New York 
City where Rt. 10 joins Rt, 46. Idea! for 
buying, selling and living. Price $38,000 
less inventory. Contact Frank McKeon, 
Owner, Kleen-Cars, Rt. 46, Ledgewood, 
N. J. 





SALES MANAGER—30, MARRIED, col- 
lege graduate, six years’ volume experi- 
ence. Knows how to sell and can teach 
others, Proficient in handling personnel, 
appraisals and closing deals. New York 
area, Box 6943, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER, proven ability, un- 
der 40 years of age, with several years’ 
experience as general manager in volume 
operations, Familiar with all phases of 
dealership operations, Can furnish ‘refer- 
ences from regional and district factory 
managers. Presently earning $30,000 a 
year. Interested in Florida deal or large 
volume operation only. Will consider buy- 
in deal, Box 6954, c/o Automotive News, 
Detroit 26. 








DEALERSHIP HANDLING one of “Big 
Three’ in western Pennsylvania. Modern 
showroom and service department 
equipped with twin post lifts and front 
end machine, Will sell complete building 
including above for $50,000—part cash. 
balance on time. A going business for the 
right party. Population approximately 
10,000 in trading area of 20,000, Write 
Box 6944; c/o Automotive News, Detroit 
26. 

DEALERSHIP HANDLING BUICK — Un- 
limited opportunity in this large Michigan 
county. Trade area of 25,000. Land, build- 
ing, parts, office and shop equipment. No 
accounts receivable or used cars. Owner 
interested in bigger deal. Box 6946, c/o 
Automotive News, Detroit 26. 
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* DEALERSHIPS AVAILABLE DEALER SERVICES 


WITH FLORIDA DEALERSHIP—One of 
the ‘‘Big Three.’’ Good facilities—excel- 
' jent lease. No used cars or accounts re- 
ceivable. $50,000. Principals only. Box 
6899, c/o Automotive News, Detroit 26. 


fANDLING GM DEALERSHIP on Fiori- 
in 


da's fabulous East Coast. Located 
fastest growing area in Florida, Will take 
$20,000. Not a big deal, just a comfort- 
| able living. Reply Box 6920, c/o Automo- 
tive News, Detroit 26. 


HANDLING LINCOLN - MERCURY in 
southeast Missouri county seat town of 
10,000 population, Only dealer in county 
of 50,000. Concrete building 40x76—car 
port 24x56 on lot adjoining 60x76, Parts 
$4,947.15, service equipment $6,206.03, 
administrative equipment $2,644.98, spe- 
cial tools, etc., $526. $30,000 walk out. 
Contact George Cook, P. O. Box 37, 
Caruthersville, Mo. Phone 819. 


FOR SALE 


With Approval of Buick 
Motor Division 








Inventory Service 


Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money ® ® 
DON’T GUESS—BE SURE 
Cali or write for service details. 
Automotive laveatory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 


429 S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 











AAA DRIVEAWAY, INC. 
CHICAGO 
DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 
343 S. Dearborn WEbster 9-2364 





BUSINESS OPPORTUNITIES 


Dealership handling Buick in North 





lease 


Carolina with 200 car potential. 


U-DRIVE-IT FRANCHISES 
AVAILABLE 


can be transferred on building. Box 
6937, 
26. 


c/o Automotive News, Detroit 


Franchise available for car and truck 


Drive-lt. This franchise is available 


DEALERSHIPS WANTED 
TRIPLE A ABILITY wishes to invest ex- 
perience and some cash in small, profit- 
able dealership in Florida. Just liquidated 
holdings in independent franchise where 
I was general sales manager for 20 years. 
No gimmicks. Want to earn at least $10,- | 





new car dealers only. Write 


Konner U-Drive-It Corp. 








000 a year for good hard intelligent Gardiner wn, 

work, References exchanged. Automotive 232 save, lovite & t, % v. 
Counsellor, 121 West 72 St., New York 

City. Suite 203. 

LL BUY ONE of “Big 3" or dual, Mini-| TREMENDOUS GOVERNMENT sales now 





















mum 150 cars, Have experience and cash.| going on. Buy direct from Uncle Sam— 
All replies confidential. Box 6931, c/o jeeps; trucks; amphibious jeeps; boats; 
Automotive News, Detroit 26. aircrafts; tractors; trailers; automotive 
DER 225 CARS—Chevrolet-Ford only.| ‘supplies; shop equipment. Government 
Outright sale or will work buyout con- Depot List and Procedure—$1. Brody, 


tract for maximum tax advantage. Florida; Box 8-AUC, Sunnyside 4, New York. 


or southeast. Box 6901, c/o Automotive 
News, Detroit 26. | 
DEALERSHIP — Chevrolet, 
Olds, Cadillac dual. Located California, | 
rizona, Texas, New Mexico. 500 car) 
jus. Have cash and factory approval. | 
7 (Box 6894, c/o Automotive News, a 
6. 





You Can Own 
The Finest 
ONE MAN BUSINESS 
in Your Town 


You can make $50 to $75 Every Day! 
Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 
The able, HONEYCU Automatic 


Pontiac, | 


'VROLET DEAL with over 300 poten- | 
tial, All preliminary talks confidential 
between you and me. Am now partner in 
Jackson Chevrolet here. Write or phone 
®. L. Jackson, Lincoln 4-8162, Box 174, 
Puebdio, Colo. 


UNG MAN, 200 to 600 cars, Plymouth, | 
wFord or Chevrolet. Have necessary experi- 
ce, desire and capital to purchase a 
deal within 150 miles of Philadelphia— 
suburban or rural location preferred but 
mot necessary if facilities and price are 
wight. Box 6956, c/o Automotive News. | 
Detroit 26. | 
NTED—FORD OR GM deal—complete 
or percentage. Prefer California but con- | 
sider principal city anywhere. Age 36. | 
Bubstantial cash. Absolute confidence. | 
~ 6947, c/o Automotive News, Detroit | 





TIRE REGROOVER, grooves all standard 


fect job. Pays for itself in just three 

months. 

MAKES YOU A GREATER NET PROFIT 

WITH LESS CAPITAL OUTLAY THAN 

ANY OTHER EQUIPMENT. 

Finance plan available. Write or call 
Herman Smith Distributing Co. 

315 Austin Houston, Tex. 

Phone CA 7-9545 


| make treads . . . does a uniformly per- 








BUSINESS WANTED 





NOTICE. AM INTERESTED in acquiring 
small to medium sized automobile auc- 
tion. 250 mile radius Philadelphia. Con- 
sider purchase, lease purchase or lease. 
All replies strictly confidential. Box 6955, 
c/o Automotive News, Detroit 26. 


—CHEVROLET, BUICK, Olds in Cali- 
fornia, Florida or Illinois. Over 350 new. 
Ample capital. Box 6948, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 











‘CARS FOR SALE _ 











ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS 


“EFFORT 
ORGANIZER" 


Do your salesmen work on a regu- 
lar pattern of effort or are they 





operating hit and miss? You can Available in: Philadelphia, Baltimore, Wash- 
lick this one with our “EFFORT mates, a ceubereh, Alves oan. 
” bee ef etroit, int, icago aukee incin- 
COGANIZER. it’s simple and can nati, Louisville, St. took, aaa * i Lin- 
be put into effect in one meeting. coln, ., Oklahoma City, ‘orth, 
Salesmen like it too. Send $4.95 Dallas, New Orleans, Atlanta, Bl 


ROBINSON CAR LEASING 
DIVISION 
THE HERTZ CORP. 


for, specific information in any city, address: 
E. Seatis. Used Car Mgr. WeEbster 9-2144 
zie s abash Ave. Chicago, Ill. 


today, you'll receive it by return 
mail postpaid. 


Automotive Enterprises 
10600 Puritan Ave. Detroit 38, Mich. 











BUSINESS OPPORTUNITIES 







MR. AUTO DEALER 


Let us increase your new and used car sales, boost 
service, paint and metal department to Maximum. 
Have Thousands more new customers in your plant 
monthly, by installing an Automatic Magic-Tunnel Car 
Wash System. Will wash up to 1300 cars per day. 
Plans for building drainage, sump etc. furnished. 
















Financing — Installation — Supervision 


LAWRENCE C. HOUCK 


Magic-Tunnel Car Wash Equipment Co. 
831 N. 22nd St., Birmingham, Ala. Phone: 54-3861 
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CARS FOR SALE 








OPPORTUNITY 
USED CARS 


AND 


EX-TAXIS 


FORD * PLYM ° CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 
HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 
ANY QUANTITY . .5 to 500 
WRITE - WIRE - CALL 


JAMES F. WATERS, INC. 


New York's Taxicab Supplier for 20 Years 
38-15 Northern Blvd., Long Island City, N. Y. 


ST 6-3300 


H, CHARTERS A, H, AUSTIN 



















1956 


DODGE-PLY MOUTH-FORD 
EX-TAXIS 


Painted Stock Car Colors 


PRICED RIGHT 


Automatic 
froster, All Good Rubber, 
Power Steering 
Quantities from 5 to 500 
Also 
"55 Fords - Plymouths 
Standard and Auto Transmission 
Write - Wire - or Phone 


Harold Peterfreund or 
Manny Mouber 


FUTURE MOTORS INC. 
37-01 Queens Bivd. 
Long Island City, N. Y. 
ST 4-6351 
N. Y.'s Largest Volume Taxi Dealer 


Heater, De- 
Some With 


Transmission, 





ACCESSORIES FOR SALE 








New Motorola Auto Radios 
1950 - 1954 





Ford, Chevrolet, PI uth, Dod 
Manual $27.50—Pushbutton $34. 
Complete radio 
Custom contro! heads to fit in dash of — 
cers. 

1957 Sedge Ford—1955-6 Plymouth— 

Chevrolet 
"cod $29.95 


Custom radio complete to fit in dash of 


above cars. 

Fast, C.O.D. Shipment F.O.B. N..Y. 
Catalogues upon request. 
LIBERTY AUTO RADIO 

161 St. New York 5I, 

MOtt Haven 5-9466 


ivf E. 6. ¥. 





PARTS FOR SALE 








BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 


Baltimore 29, Md. 
Phone EDmondson 6-4400 





CADILLAC POWER STEERING units for 
1950 through 1953. Genuine ‘‘Monroe,’’ 
complete package—instalis in 2 hours. 
List $295. Will close out 6 units below 
cost at $145 ea. Waco, P. O. Box 185, 
Riverside Station, Miami 35, Fla. 








BUICK PARTS 


UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


The Motor Sales Co. 


Mt. 














Royal and Maryland Aves. 
Baltimore 1, Maryland 
Phone: SAratoga 7-331! 















| Over A Quarter Of A Century 








MISCELLANEOUS 


PARTS FOR SALE 


KAISER PARTS. All models inciuding 
hard-to-get body parts, Distributor net. 
Fast COD service, Willys Jeep Place, 61 
NW 1ith St., Miami, Fila. 


BUICK PARTS 
ROCKY MOUNTAIN AREA 


Up to 50% Discount 
Quick Service — Mail — Wire or Phone 
c. oO. D. 


Gerardot-Herrick Buick 


5225 E. Colfax Ave. Denver, Colo. 
Phone Florida 5-446! 





Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5945 338 


GUIDE 
CABLES 
COMPLETE with 
Guide Cables and 


$4145 
BRAKE HOOK-UP.......... 61 


QUICK-TOW Bumper- 
to-Bumper Tow Bar................ $21 50 


-l 3-Point Hook- 
up imeteee Tow Bar.......... $35. 00 


TowKinG ;?c** $45° 


Hook-Up 
Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA |-8717 
Call Collect .$,50%0 orders 
40 So. Clinton St., Chicago 6, Ill. 


TRUCK AND CAR SIGNS made easy 
with plastic letters. Metal, wood and 
masonite letters also. Brass stencils. 
Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 





















Chevrolet Parts 





Largest Stock on East Coast 






Orders Shipped Complete Same Day 





as Received. 






Lustine-Nicholson Chevrolet 
5710 Baltimore Ave. Hyattsville, Md. 
Phone Warfield 7-7200 





TRUCKS FOR SALE 


WHITEHEAD-KALES trailer; 1955 GMC 
450 tractor, air, saddle tanks—complete. 
Perfect condition, low mileage. Reason- 
ably priced. Changed franchise, selling 


AUXILIARY LEFT FOOT gas pedal, $6.95. 
Guaranteed, Fits all cars, pickups, trucks, 





reason, Hutchinson Motor Co., Hutchin- Dealers and jobbers order from R. V. 
son, Kans, MO, 3-3356. Lehner Mfg., Ness City, Kans. 
Brand New . 
Ford “"V-8" Diesels B L U E Cc H | r 
“F-900"—175" W.B. 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


‘GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


Five Available For immediate Delivery 
Tremendous Reduction 
Excise Tax-Exempt 


Cummins JBS 150 H.P. Diesel; Clarke 5 Speed 
heavy duty transmission; 14 inch Lipe clutch; 
extra-heavy duty front springs; heavy duty 
vacuum booster brakes; six—i0 x 20 12 ply 
tires and tubes. Chassis modified if necessary. 


Ask for—Mal Martin or Earle Baugh 
RALPH HORGAN, INC. 


Broadway's Ferd Dealer for 


1842 Broadway (60th) PL 7-1700 
New York 23, New York 





TRUCKS WANTED 


WANTED TO BUY 
WRECKER 


Preferably Chevrolet, 


$9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four C Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$44.85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
7 * 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


~|] PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


1952 or newer 


with twin boone equipment. Send pic- 


tures, price and state condition. Also 
want to buy shop and office equip- 
ment. 


GODENY CHEVROLET 


Clinton, N. J. 











_____ ANTIQUE CARS FOR SALE 

FOR SALE—1923 REO speed wagon, one 
ton—$500. Write or phone J. R. Clark, 
c/o Clark Auto Parts, Savannah, Ga, 


BUSES FOR SALE 
BUS FOR SALE—1942 model Fitzjohn, 36 














| 
passenger. Excellent condition, Write one - Dept’ 
David Heskamp, Columbia, Ky. Phe - tne 2 a oa . 
| FOR SALE. 1951 Chevrolet, 48 passenger Leaders in the Industry 
school bus. Low mileage, A-1 condition. Since 1939" 


Clean, good tires, Wayne body. Murray | 
Motor Co., Monroe, Ga. 
















New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 oO 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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is much better than 
carbon steel for 
oil ring expanders: 


RETAINS TENSION UNDER HEAT 


Austenitic stainless steel holds its room-tempera- 
ture tension at engine operating temperature 
much better than the carbon steels that have 
served so long so well. 


RESISTS CORROSION 


Stainless steel is impervious to the corrosive 
elements found in internal combustion engines. 
Carbon steels, under the corrosive effects of 
combustion gases, are subject to acid attack 
which encourages breakage, and to deposits of 
carbon and varnish, which lessen efficiency. 


RESISTS WEAR 


Because of its work-hardening characteristics, 
this stainless steel gets harder as it wears, de- 
veloping more resistance to wear. This makes 
Sealed Power’s new stainless steel expander out- 
wear carbon steel expanders. 


THE NEW SEALED POWER SS-50U 
STAINLESS STEEL OIL RING... 


This is the first oil ring designed to take full 
advantage of the exceptional properties of 
austenitic stainless steel. Its uniform high radial 
pressure against the cylinder wall assures maxi- 
mum oil control. Its axial pressure produces 
effective side-sealing action, preventing oil waste 
and “‘smoking” under high vacuum. Its circum- 
ferential pressure makes the expander inde- 
pendent of groove depth, conforms to the bore, 
makes installation easy. 


Bae 3 
a. ae 2 
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